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Auto Output Cut 
By Walkouts and 


Parts Shortages 


Week’s Yield 112,478; 
July Total Expected 
To Top June by 5 Pet. 


By Martin L. Whitmyer 
Staff Writer 

ARTS shortages at Chrysler 

division and a wildcat strike at 
DeSoto last week were factors in 
a decline in industry car output to 
an estimated 112,478 units—an 0.8 
percent drop from the previous 
week’s production of 113,415 cars. 

Last week’s assemblies were 
104 percent below Automotive 
News’ three-year index and 30.3 
percent below the 161,370 cars 
turned out during the same week 
@ year ago. The previous week’s 
output was 9.7 percent below the 
index, but marked the first week 
in three months that U. S. car 
production topped 113,000 units. 

With two more work days left 
in the month, it now appears that 
the manufacturers will produce 
about 451,600 cars during July. 
That is a 5 percent improvement 
over the 430,141 units turned out in 
June, but 31.6 percent drop from 
the 659,761 cars assembled during 
July a year ago. 
” * * 
ee Corp. was the only 
manufacturer to show a decline 
in car output last week. 

Plymouth and Dodge carried 
on normal operations with an 
output of 9,400 and 4,000 cars 
respectively, but Chrysler divi- 
sion, with its lines closed Thurs- 
day and Friday, and DeSoto, 
hampered through the week by 
walkouts starting on Tuesday, 
suffered declines from the previ- 
ous week. 

Chrysler division assembled 1,750 
cars last week, compared with 2,- 
538 a week earlier, and DeSoto 
dropped from 1,940 the previous 
week to 1,200 units last week. 
Plymouth and Dodge produced 9,- 
518 and 4,197 units, respectively, 
the previous week. 

= * - 

ORD MOTOR CO. with Ford 

and Mercury divisions showing 
output hikes, turned out 36,180 
cars last week, compared with 35,- 
982 a week earlier. 

Ford division was up from 
28,542 units a week earlier’ to 
28,700 last week; Mercury 
jumped from 6,307 to 6,440; Con- 
tinental remained steady a 15 
units a week, and Lincoln 
dropped from 1,118 units the 
previous five days to 1,025 last 
week. 

Output increases at Buick, Olds- 
mobile and Pontiac helped General 


Motors boost its corporate produc- 
(Continued on Page 46, Col. 1) 
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Top Cars 


New-car registrations for five 
months, plus 24 states for June: 
1956 Pos. Make 1955 Pos. 

1—706,995 Chev. 649,991— 1 
2—587,568 Ford 648,325— 2 
3—263,406 Buick 334,794— 3 
4—227,449 Plym. 301,361— 4 
5—211,226 Olds. 255,509— 5 
6—171,307 Pontiac 233,283— 6 
i—1 r J 

§— nae De aad ae ; By William Ullman 
9— 65,228 Cadillac 66,000—10 Washington Correspondent 
10— 50,715 Chrysler 69,220— 9 eee the ad-| 
ll— 47,288 DeSoto 55,455—11 journment deadline, Congress | 
12— 40,218 Stude. 46,841—12 |last week passed and sent to the| 
13— 37,907 Nash 40,464—13 | White House the O’Mahoney-Celler | 
14— 19,263 Lincoln 13,321—16 | “day-in-court” bill. 
15— 16,629 Hudson 20,859—15 


. | 
16— 15,857 Packard  23,289—14 Washington sources expect 
17— 4,717 Imperial 5,992—17 


President Eisenhower to sign the 
18— 865 Cont’l 


bill. 
34,965 Misc. 22,628 The measure gives dealers the 
Total All Makes 


right to sue factories for a 
2,727,514 3,070,780 


in Federal Court on the groun 
Further details on Page 38. 





they evinced a lack of good faith 
in terminating the franchise or 


Wholesale Activity at Year’s High... 


U.C. Shortage Grows 


larly surprising in view of/the fact 
that vehicles rolling into tle auction 
ave been 


By Robert M. Lienert 
Associate Editor 
i gps shortage of used cars has | arenas in recent weeks 
reached near-drastic propor-| of subpar quality. 
tions according to reports from) 7+ 2 # ff 
both wholesalers and retailers. Avctiom operators/ stress that 

Industry observers belief the re- | this isn’t because the clean cars 

newed spurt in used cars is due to | are no longer brou 

the fact that both dealers and) | because the creampuffs are snapped 

buyers are enchanted with the'||up in private deals’ by anxious 

second-hand units. || buyers before the cars ever get into 

They figure this way: Dealers, the ring. 
reduced to no-profit tactics to One auction operator said wist- 
clean out the new cars, are pushing } fully last wee “Buyers | galore 
extra hard on the used-car depart-|\were racing thd yard, buying the 
ment where money is still to be/\choice ones bgfore they hit the 
made. block. ; 

Buyers, on the other hand, are|} “We could /easily have sold 50 
|turning to used cars rather than more units. ‘ 
’56 models which they fear will be 
outmoded in less than 90 days. Price 
and financing are playing increas- 
ingly strong roles in swinging the 
buyer to the used-car lot. 


7 sdiieiie siti the need GM Earnings Hit 
$503 Million; Fall 


* *x 


ttributed his spanking 


usiness to an increased 
ued on Page 4, Col. 1) 


week 


used-car 
(Con 





of used cars pushed sales ac- 
23 Pct. for Half 


tivity at wholesale auctions to the 
year’s peak last week. 
At a group of indexed oe 
last week, 79.5 percent of all con- ETROIT. — General Motors’ 
signments went home with new earnings topped the half-billion 
mark for the first six months of 
1956, but were more than $150 mil- 
lion below the record first half 


owners. That is pushing hard 
against 80 percent, which o 

of 1955, the corporation disclosed 
last week. 


ators normally consider the “ceil- 
Earnings were $503 million, 


ing” on the sales ratio. 
Some individual auctions topped 
85 percent last week. 
23.9 percent below the $661 mil- 
lion in the corresponding period 
last year. 


For the past several years, a 60 
percent ratio has been considered 

First-half sales were the second 
highest in corporation history, to- 


“normal.” In this summer’s used- 
talling $5,869,000,000. The record, 


car scramble, however, the percent- 
age hasn’t fallen below 72 percent 

achieved last year, was $6,513,000,- 
000. 


since mid-May. 
| The high sales ratio is particu- 


vo GM figures, announced by 
President Harlow H. Curtice 
and Board Chairman Albert Brad- 
ley, revealed that the corporation 
put aside $563 million for U. S. and 
foreign income taxes during the 
| first half of 1956. 

A comparison of the company’s 
first-quarter and first-half figures 
indicated second-quarter earn- 
ings of $220 million and sales 
of $2,804,000,000. In the first 
quarter, the company announced 
earnings of $283 million on sales 
of $3,065,000,000. 

First-half earnings were equiva- 


Products, Pages 20 and 32. Used-car auctions start | lent to $1.80 a common share, com- 


on Page 34. Production by makes, Page 46. 


|pared with 2.41 a share last year. 
Defense sales dropped to $260 mil- 
(Continued on Page 4, Col. 5) 
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complying with its terms. The | 
Senate, by a voice vote, agreed to 
améndments in the bill made by 
the’ House. The lower chamber 
approved the revised bill earlier in 
the week, 146 to 45. 

Modifications were made in the | 
éourse of public hearings before | 
the House Judiciary subcommit- 
tee headed by Rep. Emanuel 


The Senate conducted no public 
hearings on the bill which origi-| 
nally passed that body, 75 to 1. 

The successful motion to have the 
Senate agree to the House amend- 
ments was presented by Senator 
Joseph C. O'Mahoney, Wyoming 
Democrat, and a sponsor of the 
“day-in-court” legislation. He did 
this to avoid the necessity of calling 
a joint Senate-House conference 
committee, a procedure which would 
have delayed action on the measure. 

~ * * } 

FTER several minutes of floor) 

debate on the wisdom of the) 
House amendments, the O’Mahoney | 
motion was adopted—but not unan- | 
imously. | 

Worry about the House amend-| 
ments centered on their possible | 
effect on bootlegging. 

Senator Wallace Bennett, Utah. | 
Republican, said that “my fear 
of the bill in the form in which | 
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Congress Beats Deadline 
On Day-in-Court Measure 


it has come from the House is 
that while it will make it harder 
for the manufacturers to cancel 
dealers’ contracts, it will perma- 
nently freeze into our automobile 


| distribution pattern a bootlegging 


process and make it practically 
impossible for the manufacturer 
to move against the dealer who 
wants to be a bootlegger.” 

He said that under the revised 
bill “the manufacturer is required 
to have the same attitude of good 


faith toward the dealer who sup- 
(Continued on Page 42, Col. 1) 


Auto Workers to Get 
3-Cent Raise Sept. 1 


WASHINGTON.—A new rise in 
the cost of living reported last 
week by the Bureau of Labor 
Statistics practically assured more 
than a million United Auto Work- 
ers of an hourly wage increase of 
three cents Sept. 1. 

The bureau reported that the 
June 15 index rose 116.2, the point 
at which the UAW members’ cost-~ 
of-living allowance, which is now 
seven cents an hour, becomes 10 
cents. While the exact figure will 
be determined by the duly 15 
index, Bureau Chief Ewan Clague 
said the index “probably will 
creep up.” 


Catherine Rae, owner of Dealers Drive Away Service in Detroit, checks the hand- 


ful of cars in her lot before turning them over to vacation drivers. 


Before the 


factories cut freight charges, this lot was jammed with cars. 


* x * 


Heyday of the Driveaway 


Called Thing of the Past 


By Joseph M. Callahan 
Staff Writer 
peerrrs the second major auto 
freight reduction last spring, 
several auto driveaway firms in 
Detroit are clinging tenaciously to 
existence. 

For 25 years the driveaway 
companies have been picking up 
cars from Detroit factories and 
dealers and deljvering them to 
distant points by means of va- 
cation drivers who get the free 
transportation. 

Of the dozen driveaway firms 
that were doing a thriving business 


two years ago, only eight or nine 
have survived. And these report 
that 1956’s business is about half 
of last year’s which was about 
half of the 1954 volume. Thus, bus- 
iness generally is down to about 
25 percent of the 1954 level. 
* * * 


TS surviving driveaway ecom- 
panies have remained alive by 
eliminating personnel, slashing 
overhead and by picking up extra 
sources of income. 

Although there has been a 
switch in emphasis in the past 

(Continued on Page 41, Col. 1) \ 
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Unions Break Even 
In Dealership Votes 


By Joseph M. Callahan 
+ eee organizational drive against 
auto dealerships was gathering 
steam last week with labor activity 
reported by dealerships in eight 

However, the unions still were en- 

countering con- 

siderable difficulties. 

They won two elec- 

And they still were 

tied up in several 
difficult strikes. 

Commenting on the drive to or- 
dealership management representa- 
tive who declined identification, 
said: 

“I’m not saying the unions will 
they’ve got an extremely rough 

and expensive road to travel. The 
unions can’t negotiate much in 
the way of benefits for their mem- 
ognition has been won, because 
these dealerships would immedi- 
ately become noncompetitive. 

“On the other hand, how can they 
pay dues unless they can negotiate 
some real improvements in wages 
and working conditions?” 

* oa es 

N DETROIT, Teamsters Local 

376, which has contracts with 12 
Ford dealers, appeared to be start- 
ing its drive against the Chevrolet 
Greyhound Plans 

s. . 
Suit Against GM 
. 9 
For ‘Bad’ Buses 

NEW YORK.— Greyhound Corp. 
file a multimillion-dollar suit 
against General Motors Corp. 
charging mechanical defects in 570 
of a fleet of 1,000 buses purchased 

Greyhound, according to Arthur 

S. Genet, president, paid about $53 
million for the fleet of “Sceni- 
cruisers,” which comprise about 


Staff Writer 

cities. 
tions and lost two. 

ganize dealership employes, a 
never organize the dealers but 
bers at the dealerships where rec- 
hold their members and get them to 
Chevrolet Drive Begins 
dealers, judging from two strikes. 
said last week that it intends to 
from GM. 
20 percent of the company’s total 
buses 


GM said it could not comment 
until “we see a copy of the plead- 
ings in the suit which Genet says 
will be filed by Greyhound.” 

A few weeks ago, the Justice 
Department filed suit against GM, 
charging a monopoly in the sale 
of buses. Greyhound was named 
among other firms as co-conspira- 
tors, but not as defendants. 

Genet said the defects were in 
the lubrication systems for trans- 
missions and clutches. He alleged 
that they “were not up to the con- 
tracted mechanical standards of 
Greyhound and the normal com- 
mercial production standards of 
GM.” 

Genet said the matter was first 
brought to the attention of GM 
Officials on Feb. 20. The suit was 
decided, Genet said, when “no sat- 
isfaction was obtained” at a con- 
ference July 19. 


The most recent strike is at 
Fern-Wood Chevrolet where the 
union has called out 19 employes, 
completely closing the shop and 
establishing a picket line. Local 
376 is asking for recognition. 
Another strike at VerHoven 
Chevrolet was settled after man- 
agement agreed to a proposal of 
the Independent Garage Workers 
Assn. that two men, fired for in-| 
subordination, be rehired without} 
back pay. Local 376 had entered 
this dispute and asked for recog- 
nition but the State Labor Media- 

tion Board refused to conduct a/| 
representation election. 

Last week the strike by the Team- 
sters and Machinists in Galesburg, 
Ill., was in its eleventh week, with 
neither side budging from its posi- 
tion. The unions are asking recogni- 
tion without elections and the 
dealers now are asking for elec- 
tions. 





+ os * 





Picketing Extended 


— union began picketing Inman| 
Pontiac-Cadillac in Galesburg) 
last week, making this the tenth 
dealership now being picketed. Only 
one dealer, Powell Motor Sales 
(Chrysler-Plymouth), is not being| 
picketed—because the union has not | 
signed up enough Powell employes, 
according to Roy Lankford, special 
representatives of the Machinists. 
In Salem, Ore., negotiations 
soon will be resumed in the Ma- 
chinists’ 20-month-old strike 
against Loder Bros. Oldsmobile. 
The company has postponed a 
petition for an injunction to re- 
view a new union offer. 

The union reportedly has offered | 
to drop its demand that the com- 
pany employ only union members, 
provided five other demands are 
met. No talks have been held since 
the strike began in November, 1954. 

Two Okmulgee (Okla.) dealers 
have been charged with unfair 
labor practices before the National 
Labor Relations Board by Claude 
Jones, international representative 
of the Machinists Union. 


* * * 


Okmulgee Men Fired 


ONES claims that Bailey Oldsmo- 

bile and Riley Motor Co. (Hud- 
son) fired two men because of their 
attempts to organize the mechanics. 
Jones said two other dealers had 
threatened to fire employes if they 
attended a meeting last Monday 
(July 23) in the Okmulgee court- 
house, but as yet they have not 
been fired. 

Declaring that the Machinists 
have been asked by the employes 
to represent them, he said, “Work- 
ing conditions are terrible in Ok- 
mulgee, Mechanics are getting an 
average of only $1.30 an hour, and 
common laborers in the same area 
average $1.75. Vacations and holi- 
days are unheard of.” 

In Montreal, the service de- 
partment of Sanquinet Automo- 
bile, Ltd., has been closed and 
picketed because of a strike of 
50 nonunion mechanics who are 
protesting against the transfer of 
@ service manager to another de- 
partment. 

Shop employes of Cornish Auto 
} (Continued on Page 43, Col. 5) 





Business Barometer 


Auto Production — 133,738 cars, 
trucks in week vs. 182,045 year ago. 

Business Failures — 223 in week 
vs. 172 year before. 

Department Store Sales — Up 
2 percent from yeor before. 

Freight Loadings — 619,988 cars 
in Week, a decline of 174,150 cars 
from year before. 

Gasoline Stocks — 178,366,000 
barrels, a decline of 183,000 barrels 
in week. 

Jobless Claims — 258,200 in 
week vs. 316,700 week before. 

New-Car Registrations — 2,- 
727,514 in 1956 to date vs. 3,070,780 


year ago. 
New-Truck Registrations—401 - 
511 in 1956 to date vs. 373,668 year 


ago. 
Oil Stocks — 275,132,000 barrels, 





an increase of 
week. 

Steel Output — 15.6 percent of 
capacity estimated vs. 15.3 percent 
week before. 

Used-Car Prices — $847 average 
in July to date vs. $864 in June. 

Wholesale Prices — 114.0 per- 
cent on 1947-49 index vs. 114.1 per- 
cent week earlier. 

a 

Common Stocks 
July July 
25 is 
6% 6% 
64% 
59%, 
47% 
8 


1,846,000 barrels in 


1956 
High 
8% 
87 
63% 
49% 
10% 


Low 
Am. Motors 6% 
Chrysler 60 
Ford 
GM 
S-P 


Average 37.05 








Dodge Launches Truck Sales 


New S-P Deal 


Believed Near 


Curtiss Is Expected 
To Assume Control 


DETROIT. At press time 
Thursday negotiations for Curtiss- 
Wright to take over management 
of Studebaker-Packard appeared 
near completion. 

The cards had not been turned 
over yet, but here is an informed 


= |guess on how the deal will look: 





Contest— 


Dodge officials were in Cincinnati last week to explain details of a 30-day national 


sales contest for Dodge truck salesmen. 
John B. Naughton, Dodge assistant sales 
sales manager; E. C. Howe, central zone 


On hond for the meeting were, from left, 
manager; Floyd Dugan, Cincinnati regional 
manager; and Harlan Graves, national fleet 


sales manager. The Greater Cincinnati winner of the “Dodge trucks for more bucks” 
contest will receive an expense-paid trip for two to Bermuda. - 





Lincoln, Continental Merge; 


Field Sales Force Named 


DEARBORN, — Ford Motor Co. | 


has consolidated Continental and 


Lincoln divisions and last week an- | 
nounced key members of a field | 


organization to handle sales of both 
cars. 


“The consolidation will advance 
the company’s position in the 
fine-car field,” said L. D. Crusoe, 
car and truck division executive 
vice-president. “It will effect no 
change in either car’s program.” 
William C. Ford, Ford vice- 

president and director, has been 
group director of the two divisions 
since Apr. 15, 1955. His new posi- 
tion will be announced later by 
Henry Ford II, president. 


The new field organization was 
announced by Henry B. Daniels, 
Lincoln general sales manager. 
Lincoln district sales operations 
have been managed through Mer- 
cury offices. 

Daniels said 13 district sales 
offices have been authorized and 
will assume _ responsibility for 
Lincoln-Continental merchandis- 
ing when the 1957 models are 
introduced this fall. 

The new district sales managers, 
and their districts, are: 

J. C. Clennan, Cincinnati; J. J. 
DeGeorge, New York; F. R. 
Hodges, Dallas; M. D. Imus, De- 
troit; D. A. Kuhn, 
Washington; J. R. 
Larason, Minnea- 


Kenzie, Kansas 
City; F. J. Mul- 
len, Los Angeles; 
E. R. Ratcliffe, 
Seattle; D. D. 
Ross, Cleveland; 
G. H. Schricker, 
Atlanta; P. W. 
oe Smith, Boston, 
J. C. Clennan and R. H. Whit- 
ney, Chicago. 

Clennan joined Ford Motor Co. 
in 1915 as a clerk and in 1954 
was appointed Lincoln-Mercury as- 
sistant district manager in Jack- 
sonville, Fla. 

DeGeorge was assistant district 
sales manager for Lincoln-Mercury 
in New York and joined Ford in 
1946 as a payroll clerk. Hodges was 
Lincoln-Mercury assistant manager 


Exner Is Hospitalized 
By Heart Attack 


DETROIT. — Virgil M. Exner, 
director of styling for Chrysler 
Corp., had a heart attack July 
17 at his home and is now re- 
ported convalescing satisfactorily 
at Mt. Carmel Mercy Hospital 
in Detroit. 

Although Exner was on the 
critical list for two days, a 
Chrysler spokesman described 
the attack as “not too severe” 
and said that he will be able to 
discuss business at his home in 
several weeks. 








polis; G. B. Mac- | 


in Dallas and joined the company 
in 1947, 

Imus began his career in a Ford 
| dealership in Sturgis, S. D., in 


4. 3. DeGeorge 


| 1937 and before his appointment 
was Lincoln sales planning and 
analysis manager. Kuhn, former 


F. R. Hodges 





| Washington assistant Lincoln- | 


| 





| : - 
ia 
M. D. Imus 





D. A. Kuhn 


| Mercury district sales manager, 

joined Ford in 1934. 

Larason moved up from assistant 

district sales manager for Lincoln- 

Mercury in the Twin Cities and 
started his automotive career as 

a retail car salesman in 1933. Mac- 

(Continued on Page 42, Col. 4) 





Sales Up 25 Percent— 


Mandell Ourisman, left, points out the 
record sales figure of 724 new cars 
and trucks sold by Ourisman Chevrolet in 
June to Harry Messer, Chevrolet Wash- 
ington assistant regional manager. The 
figure represents an alltime high for the 
35-year-old firm and boosted sales for 
the first six months to 25 percent over 
the same period of 1955. Ouriman oper- 
ates four dealerships in the Washington 
area. 





‘|Nichols, Dodge 


Curtiss-Wright will assume con- 
trol under a management con- 
tract looking toward eventual 
merger. 

Financial crisis of S-P will be 
eased by C-W purchase of defense 
inventories and leasing of certain 
S-P plants. This plus new man- 
agement will improve S-P borrow- 
ing position. 

Automotive headquarters is ex- 
pected to be at South Bend, the 
home of Studebaker, but that does 
not mean a decision has been made 
to drop the Packard, 

Plans are ready for mid- 
November introduction of the 
57 Packard. Whether they are 
implemented or not will be up 
to the new management. 

An operating committee, report- 
ing to C-W President Roy T. Hur- 
ley, will run the automotive end. 
Hurley is a former Ford Motor Co. 
executive. 

S-P directors met last week in 
New York City. No announcement 
had been made, however, as to 
any decision as Automotive News 
went to press Thursday. 


Auto Exports Hit 
232,519 for Half; 
30,259 for June 


DETROIT. — U. S. vehicle man- 
ufacturers sold 11,899 cars and 18,- 
360 trucks and buses in export 
markets during June, according 
to the Automobile Manufacturers 
Assn. 

The car total was well below the 
| 18,473 sold at export in June, 1955, 
but the commercial-vehicle figure 
climbed from the previous year’s 
| 17,662. 

Export sales accounted for 5.6 
percent of total factory sales for 
the month, AMA said. 

For the first six months of this 
year, AMA said, export sales made 
up 6.1 percent of factory shipments, 
compared with 5.1 percent in the 
corresponding period of 1955. 

The six-month totals showed 123,- 
613 cars and 108,906 cominercial 
vehicles were exported for a total 
of 232,519. The 1955 figures were 
146,847 cars and 99,577 commer- 
cial units for a total of 246,424. 

AMA said six-month factory 
sales, both domestic and export, 
totalled 3,207,774 cars and 598,918 
trucks and buses for a total of 
3,806,692. For the first half last 
year, the figures were 4,226,729 
cars and 636,604 commercial units 
for a total of 4,863,333. 


Dodge Promotes 


Fischer in Sales 


DETROIT.—Promotion of Robert 
H. Fischer to the position of Dodge 
new-car sales 
Manager, has 
been announced 
by Byron J. 











vice-president. 

Fischer has 
been with Dodge 
since 1947 and has 
held many ad- 
ministrative and 
executive posts in 
its field sales * 
force. He served R. H. Fischer 
as region manager in Cleveland 
and New York and as western zone 
manager in San Francisco. Prior to 
joining Dodge, he had several years 
of auto sales experience at the re- 
tail level. 


‘Neals’ ‘Buy Dealership 
Neal Murray of Ohio and Neal 
Cantrell of Georgia have purchased 
the Frank McCurdy Motors (Dodge- 
Plymouth) in Corpus Christi, Tex., 
and have renamed it Neal Motor 
Sales, Inc. 
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Dealers tell me 


By John 0. Munn 





I ON’T neglect make-ready service 
just becausé factories now are 
extending 100 percent warranty pro- 
tection. To do so is to put yourself 
in the same position as a dealer who 
extends a 50-50 used-car guarantee, 
fails to recondition the used car and 
expectes the buyer to pay half of 
what should have been the dealer’s 
reconditioning cost in the first place. 

Both are sure to be costly mis- 
takes. It certainly will prove an 
expensive idea to neglect either 
one, the consequences of which 
are far more costly than when the 
work is done right in the first 
place. 

The first dissatisfaction of an 
owner cannot be erased easily. It 
influences his attitude toward both 
the dealer and the car and increases 
the cost of selling him both service 
and cars for years on end. 

Besides, the owner who has taken 


Columbus Aides 
Say Dealer Lacked 
City OK on Order 


* 

COLUMBUS, O. — A Dodge- 
Plymouth dealer in nearby Ashville 
ordered 20 police cars for the City 
of Columbus before the City Board 
of Purchases met to consider bids 
on the vehicles, according to two 
Columbus officials. 

The charge, made by Service 
Director Floyd Redick and Board 
of Purchase Secretary Clovis Noga- 
wick, was in answer to a threat by 
Mae Rife, Rife Motor Equipment 
Co., to sue the city for her loss on 
the order. 

City records disclosed that the 
contract was awarded to Miss Rife 
and rescinded the following day. 

Redick and Nogawick based their 
charge on phone conversations with 
a man they identified as “Mr. 
Graves, a Dodge representative.” In- 
formation from “Mr. Graves,” they 
said, showed that Miss Rife had 
placed her order before the con- 
tract was awarded officially. 

Miss Rife contends that she 
placed the order after being noti- 
fied by Nogawick (after the board 
meeting) that she would get the 
contract. 

It was reported that Columbus 
Dodge dealers did not bid on the 
contract because they did not know 
that Police Chief George Scholer 
had recommended heavier cruisers. 

Mayor M. E. Sensenbrenner, it 
was said, ordered the contract be 
taken away from Miss Rife in order 
to give local dealers a chance to 
bid. New bids will be considered 
Aug. 9. 


Ashland Dealers Unite; 


Sale Named President 

ASHLAND, O.—E. H. Sale has 
been elected president of the newly 
formed Ashland Franchised Auto- 
mobile Assn. 

Other officers of the association 
are L. B. Fritz, vice-president; Russ 
Brown, secretary, and Art Vanos- 
dall, treasurer. 





Index 





Advertising News .........-++++ 33 
Auto Market Reports ............ 40 
Auto World in Brief ............ 14 
PPT ee 11 
Coming Events .......ccccceees 12 
Cet ES svc gn eds bies sense 16 
ee errr eer ree 39 
ER Pe rere eae 12 
Engineering Highlights .......... 17 
Engineering New Products ...... 20 
Engineering Briefs ............. 25 
Highway and Safety News ...... 15 
GO pki vivcs os 2 hb veaensuic 12 
SE hc a nee ssesedase ks 32 
BRE TREEUEE ELTA CL 44 
Personnel (Factory) ...........:. 30 
OE SON ® 6 coca sede cietdws 38 
Production by Makes ..........-. 46 
Registrations, Cars, Trucks ....... 38 
WRUMANS. ois oss ee ec bt ecovccecces 17 
Used-Car Auctions ............ 8, 34 
Washington Column ............ 10 





delivery of an unsatisfactory car 
spreads a lot of poison in the com- 
munity and makes it needlessly 
difficult for a dealer to sell cars or 
service to the unhappy buyer’s 
friends. 


We are hearing a lot now about 
reducing expenses but you don’t re- 
duce expense by neglecting car 
make-ready. On the other hand, 
there are real opportunities to con- 
trol such cost through efficiency. 


Every effort to prevent wasteful 
practices in preparing the car for 
delivery is all to the good. It is 
up to the dealer and not the owner 
to discover what, if anything, is 
wrong with the car and to correct 
the trouble in the first place. 

Testing and tuning-up cars can 
be reduced to clear-cut operations 
if the dealer and his staff will 
work hard to set up a thorough 
and low-cost system of deter- 
mining and rectifying faults. 

All through the years, responsible 
dealers have put special emphasis 
on the make-ready of new cars. The 
owner confidence that has resulted 
has been a bulwark of their strength 
in the market. 

* 





Send Warranty Letter 


— is another duty any 
dealer can well assume on de- 
livering a new car, and it is 
a duty that can be made to pay 
dividends both in customer under- 
standing and satisfaction. To em- 
ploy it will result in reduced policy | 
adjustment cost. 

This is accepting the responsi-| 
bility to notify every new-car cus-| 
tomer of the specific terms of the! 
factory warranty prior to the ex- 
piration of the warranty period. 

Of course, the buying public 
is familiar with the terms of the 
standard warranty. They are 
printed in the instruction manual. 
These terms have been the same | 
for 40 years, but nevertheless the 
dealer has an obligation to notify | 
the customer before the expira- 
tion of the time and mileage limits 
of the guarantee. 

To notify your buyer in writing 
on your own stationery is a friendly | 
act. By doing so you turn a dis- 
advantage into an advantage. With | 
such notification a customer cannot 
come back long after the warranty | 
period for a policy adjustment with 
the plea that he was not familiar 
with the terms. 

So convert this disadvantage to| 
your advantage. You go on record| 
with the customer as extending a 
friendly gesture to protect his in- 
terest, and at the same time you 
are protecting your own interest be- 
cause you eliminate or at least! 
lessen the number of requests for'| 
policy adjustments at your own) 


expense after the warranty date. | 
” ” * 





Here’s a Sample 


ETTERS to a new customer re- 
minding him of the warranty 
limitation are usually typed per- 
sonally on the dealer’s stationery. 
Following is an example of one that 
has been used successfully for this 
purpose: 
Dear Sir: 
There are but a few days left 
before the expiration of the 90-day 





| per month for each employe into pension fund. 








warranty coverage for your new 
car. You will remember that the 
warranty covers a 90-day period, or 
4,000 miles, whichever comes first. 

To avail yourself of this free 
protection service, bring the car 
in before 90 days have elapsed 
from the date on which the car 
was delivered to you, or before 
more than 4,000 miles are regis- 
tered on the speedometer. 

Check your speedometer at once. 
If the 90 days will elapse before 
the car has gone more than 4,000 
miles, set a time to drive in for the 
final inspection and such free serv- 
ice as the car may need. 

We want you to have all the bene- 
fits to which you are entitled. So 
make a date for your car at our 
service department before it is too 
late. 

Sincerely yours, 
CAR DEALER & COMPANY 


They Draw Only Shoppers, Not Buyers... 





Blitz Ads Spurned 


By John K. Teahen Jr. 
Staff Writer 


oo ads bring in buyers, 
blitz ads bring in shoppers,” 
the sales manager of a large mid- 
west Ford dealership remarked 
last week in a discussion of dealer- 
ship advertising techniques. 

“We do a lot of advertising in 
a daily suburban newspaper that 


‘in a lot of people and a good 
many of them are ready to talk 
business.” 

The sales manager, who has 10 
years experience in selling new 
cars, also took a rather dim view 
of expensive contests and promo- 
tions, saying, “You don’t sell many 
cars to people who just come in 
looking for something free.” 


has a big circulation in our a tee ae 
area,” he continued. “We men- 
tion models and prices. It brings 


E MENTIONED a contest 
staged by a dealer friend in 


Pension Pact Signed— 


New contract providing pension at age 65 and 10 cents an hour wage increase 
for service department employes is signed by representatives of Eastbay Motor Car 
Dealers Assn. and union in Oakland, Calif. Seated, from left, are E. H. Vernon, 
machinists union representative; Tom Ray, jr., association president; Leslie K. Moore, | 
painters union representative. Standing: William F. York, teamsters union; Ed Slus- 
ser, EBMCD manager; and Marc Hardin, dealers’ legal counsel. Dealers will pay $5 | 


It Must Be Registered... 


Mich. Defines Used-Car 


LANSING. The sale by a 
used-car dealer of a new car that 
has not been “registered for use” is 
a violation of Michigan’s vehicle 
code and the used-car dealer is 
open to license suspension or re- 
vocation, according to the Secre- 
tary of State’s office here. 

Furthermore, the Attorney 
General, in an opinion, advised 
the Secretary of State to “take 
appropriate action to suspend or 


nition of a used vehicle. The law 
sets this as a motor vehicle which 
has been registered for use on the 
highway. 

Richardson noted that the Attor- 
ney General had to consider two 
acts in framing his opinion, the 


cle Code. 

It was explained that the tax law 
provides for payment of this tax 
on “sales at retail” and the sale of 
revoke the license of a used-car | 2 vehicle by one dealer to another 
dealer who violates any dealer | for resale is not taxable because 


| Studebaker we sold this year. 


| Sales Tax Act and the Motor Vehi- | 





licensing provision of the Mich- (it is not a retail sale. 

igan Vehicle Code.” However, under the vehicle law, 
This ‘violation, according to in- (See MICHIGAN, Page 6, Col. 5) 
formation given to the Michigan 
Automobile Dealers Assn. by Lee 
C. Richardson, director, driver and 
vehicle services of the secretary 
of state’s office, is under the defi- 


New-Car Dealers 
Join Used-Car 


Fall Promotion 


NEW YORK. — More than 1,500! 
franchised automobile dealers will 
participate in a fall used-car pro- 
motion co-sponsored by Look 
magazine and the NADA, according 
to Fred Talento, Look automotive 
merchandising manager. 

The dealers have purchased $15 
point-of-sale kits to use in their 
merchandising tie-in. They are lo- 
cated in 900 cities throughout the 
48 states, Canada and Alaska. 

The promotion, approved by 
major automobile manufacturers, is 
scheduled to start Sept. 6 and run 
through Sept. 8. 

Each dealer will receive as a part 
of the kit an all-weather banner 
20 feet long for outdoor display and 
a supply of point-of-sale posters, 
windshield stickers, check sheets 
and envelope stuffers, as well as 
newspaper ads and mats, suggested 
radio and TV commercials and 
other promotional material. 








and Alaska are expected to participate 
sponsored by Look and NADA. 


another city in which visitors were 
asked to select a key from a large 
container. If the key fitted a locked 
car on the showroom fioor, the 
entrant would win that car. 


“The contest was handled by 
an outside firm and cost the 
dealer about $3,000,” the sales 
manager recalled. “It sold a few 
extra cars, but you have to sell 
a lot of cars to make $3,000 these 
days.” 

In the used-car field, the sales 
manager deplored the practice of 
advertising cars which are not on 
the lot at extremely low prices. 
“It may bring a lot of inquiries, 
but it just doesn’t pay,” he said. 

He also slapped “buy-my-equity” 
ads which dealers place in classi- 
fied columns but which read as 
though they were placed by private 
owners. He noted that Better Busi- 
ness Bureaus in many areas are 
working to eliminate this practice. 
o a * 

LSEWHERE in dealer advertis- 

ing, Clyde Garfield Ford, Inc., 
Manchester, N. H., announced its 
willingness to forego profits to 
achieve sales leadership. 


“Last month,” the firm declared, 
“we were beaten for new-car sales 


|leadership in New England by a 


Ford dealer in Connecticut. We 
do not intend to allow this to hap- 
pen again. 

“To regain our new-car sales 
leadership this month (July), we 
will not turn down a deal on @ 
new Ford that shows a $1 profit.” 

In Springfield, Ill., Monroe Stu- 
debaker staged a half-price sale 
of accessories with purchases of 
56 models at “special reduced 
prices.” 

The firm explained, “We need to 
sell 50 cars this month to take 
full advantage of a factory dis- 
count retroactive to the first °56 
It 
is definitely good business for us 
to sell these new cars even if we 
just break even on every sale.” 


a = * 
OY Burnett Motors (DeSoto- 
Plymouth), Portland, Ore. 


mentioned the steel strike in an ad 
and urged, “Be wise. Buy now. 
Prices will be higher.” 

Another Springfield (TL) 
dealer, R. E. Broe, Inc., (Dodge- 
Plymouth), said it was over- 
stocked, announced a 72-hour 
sale and declared, “No deal 
turned down.” The company 
offered 5,000 trading stamps with 
each new-car purchase. 

A Ford salesman in Detroit 
sought to reach the 35,000 out-of- 
towners attending the Shrine con- 
vention in the Motor City. 

He advertised: “Welcome, Nobles. 
Buying a new Ford? See or call 


| Noble Al Lewis with Bill Brown, 


Inc.” 





Used-Car Promotion Draws Big Response— 


look magazine and NADA representatives wade through a pile of $15 orders and 
checks sent in by franchised dealers for “Operation Demonstration” point-of-sale 
merchandising kits. From left are Dick Harmel, Look merchandising manager; Walter 
Kiplinger, NADA promotions director; and Fred Talento, Look Automotive merchandis- 
ing manager. Over 1,500 dealers in 900 cities throughout the United States, Canada 


in the Sept. 6-8 used-car promotion co- 
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1956 Effort Tops Last Year... 


53 Cities, 12 Counties 
Cited in Safety-Check 


WASHINGTON. Fifty-three 
cities and 12 counties have been 
announced as winners of national 
and state awards for conducting 
outstanding community vehicle 
safety-check programs. 

Gastonia, N. C., and Craven 
County, N. C., each received a 
“Special Judges’ Citation,” the 
grand awards for the best city 
and county safety-checks in the 
nation. 

Gary, Ind. Great Bend, Kans., 
Trumbull County, O., and Gates 
County, N. C., were winners of 
“National Awards of Excellence” 
for top national city and county 
programs in their population 
groups. 

Fifty other cities and nine 


U. C. Shortage 
Pushes Wholesale 
Rush to New High 


(Continued from Page 1) 





emphasis on used units in his regu- 
lar TV advertising. 

“Advertising new cars on tele- 
vision is a waste of money for 
the average dealer,” he said. “Let 
the factories buy the time. 

“Everybody knows what the new 
car looks like, anyway. You don’t 
add many prospects by showing 
more pictures of it on the screen. 

“On the other hand, maybe I 
have a '52 Chrysler Saratoga I’m 
trying to move. A prospective buyer 
can’t get an accurate image of 
what I'm trying to sell if I use a 
classified ad. But he knows exactly 
what the car looks like if he sees it 
on his TV screen. 

“Furthermore, you have to play 
coy with prices in new-car adver- 
tising or you run into a lot of 
trouble. On one of my used cars, I 
can paint the price right on the 
car door in foot-tall letters if I 
want to, and nobody cares—except 
the buyer, and he's happy about it.” 

= 

oe shortage of used cars has 

also had a strengthening affect 
on prices. According to AUTOMOTIVE 
News’ index, the overall average 
price of all used cars sold at auction 
last week rose $2 to $847 compared 
with losses in the three previous 
weeks. While minor losses, they 
were losses nevertheless. 

Four models on last week’s in- 
dex showed gains: ’56s were up 
$13 to $2,169; 55’s, up $7 to $1,553; 
"52s, up $4 to $476, and ’54s, up $1 
to $1,090. 

The price of °49s remained un- 
changed at $178. 

Only losses were: °53s, down $2 
to $733; ’51s, down $2 to $335, and 
50s, down $4 to $241. 





A Dealer with Queens— 








counties were cited for “Outstand- 
ing Achievement Awards” in recog- 
nition of programs judged the best 
by population groups in their re- 
spective states, 

The judges selected award win- 
ners from entries submitted by 
cities and counties which took part. 
More than 800 cities and 95 
counties participated this year. The 
previous high came in 1955 when 
422 cities and 17 counties conducted 
community programs. 

National Vehicle Safety-Check 
for Communities was sponsored by 
the Inter-Industry Highway Safety 
Committee, Look magazine and the 
National Safety Council, in coop- 
eration with the National Confer- 
ence of State Safety Coordinators. 

Serving as judges were L. S. 
Harris, executive director, Amer- 
ican Assn. of Motor Vehicle Ad- 
ministrators; Patrick Healy jr., 
executive director, American 
Municipal Assn.; Keith L. Seeg- 
miller, executive secretary, 
National Assn. of County offi- 
cials; J. W. Bethea, deputy direc- 
tor, President’s Committee for 
Traffic Safety, and Ray Ash- 
worth, acting director, traffic in- 
stitute, northwestern university. 

All other participating communi- 
ties and counties will receive cer- 
tificates of achievement in recog- 
nition of their support of this 
traffic safety activity. 

Awards were based -on effective 
promotional and cooperative efforts 
in an area, with consideration 
given to the quality of the Safety- 
Check as well as the total vehicles 
checked in relation to the total 
community potential. 


Items checked for safe vehicle 
operation at community check 
lanes during May and June were: 
brakes, front lights, rear lights, 
steering, tires, exhaust system, 
glass, windshield wipers, rear-view 
mirror and horn. 


Birmingham BBB 
Notes Ad Cleanup 


BIRMINGHAM, Ala.—There has 
been a marked improvement in 
the quality of local new-car adver- 
tising since the members of the 
Birmingham Automobile Dealers 
Assn. formulated and adopted a 
code of ethics, according to the 
Better Business Bureau. 

The BBB said no dealer has 
inserted bait or gimmick advertis- 
ing and no dealer has been cited 
for violating the code. 

New-car advertising in Birming- 
ham has declined in recent weeks. 
Some sources attribute the de- 
crease to the steel strike. 


Paul D. Loranger of Paul's Chevrolet, Torrance, Calif., and president of LFD Chev- 
rolet Associates, Inc. (Southern California Chevrolet dealers) poses with the “king” 
and a bevy of queens from the Western Do-it-Yourself Show. The 1956 Chevrolet 
has been named “King” of the fourth annual show at the Pan Pacific Auditorium, 


Los Angeles. 














Ford Dealer Celebrates 40th Anniversary— 


Lasky Motor Car Corp., Brooklyn, N. Y., has celebrated its 40th year as a Ford 
dealership. Taking part in the anniversary were, from left, R. F. McNulty, Ford New 
York district sales manager; Sam Weiss, Lasky general manager; A. C. Dencker, district 
sales promotion and training manager; Max Lasky; J. Ferguson, district business man- 
agement manager; Richard Salzer, vice-president, Chemical Corn Exchange Bank; and 


E. T. Cirino, district field manager. 
its employes. 


The plaque was presented to the dealership by 





6 Reasons Why Employes 


Decide to Join Unions 


(Eprror’s Notre: A number of 
sources report that this fall, at 
new-car introduction time, there 
will be an allout drive to organ- 
ize the nation’s auto dealerships. 
To help prepare for his AFL- 
CIO push, Automotive News has 
prepared a seven-part series on 
some of the problems and situa- 
tions that will confront dealers. 
Material for the series has been 
supplied by Arthur Stringari 
and Richard Fritz, labor consult- 
ants for 400 Michigan dealers, 
and editors of the Auto Dealers 
Labor Relations Guide, a publica- 
tion issued bi-weekly in Detroit 
for dealers across the country 
by Management Labor Relations 
Service, Inc.) 

* * > 
By Joseph M. Callahan 
Staff Writer 

HE six principal motivations 

that cause dealership employes 
to join unions and what the dealer 
can do to counteract these motiva- 


tions have been compiled by 
Arthur Stringari, Detroit labor 
consultant. 


Said Stringari, 

‘Many dealers, 

when in a _ contest 

with unions prior to 

representation elec- 

tions, earnestly seek 

the true reason or 

reasons why their employes should 

choose to be represented by a 

union. Expert classification of all 

reasons is impossible. However, 

more than an informed guess is 
possible. 

“It is not fair to say that most 
union organization today is the 
result of some particular failing 
of management to provide for 
their employes fairly in an eco- 
nomic fashion. Much union 
organization is accomplished by 
a breakdown in communication 
between the employer and the 
worker. The emloye is not sold 
on his job.” 

He said motivation for joining a 
union should be analyzed by the 
organized employer as well as the 
unorganized employer, because 
many of these conditions will con- 
tinue to exist after a contract has 
been signed and the end result will 
be more waste, higher labor costs 
and a non-competitive product or 
service, 

of * o 

HE six motivations 

follows: 

1. INEQUITIES IN WAGES, HOURS AND 
OTHER CONDITIONS. 

(The next article in this series 
will explain wages, hours and 
working conditions an alert auto 
dealer will offer if he’s keeping 
abreast of the times.) 

Stringari said, “Union organ- 
izers are quick to point out wage 
inequities. Often they will select 
exact job classification and show 
that in the same industry on the 
same job a union employe re- 
ceives $1.80 per hour, while your 


are as 








employe receives $1.60 per hour. 

“Sample contracts are often used 
for this purpose. This contract 
may be the union ideal. Perhaps 
no industry employer has agreed to 
the terms in the ‘sample’ contract, 
but it is still advanced as incorpo- 
rating the union rate. 

“A certain magical significance 


j}attaches to the union rate, even 


though in an organizing drive the 
‘union contract’ may be no more 
than an embodiment of the accum- 


ulated promises of the organizers.” 
* = * 


Facts Vs. Promises 


RGING dealers to meet the 

promises with facts, he said a 
dealer must know the facts con- 
cerning competitive wage rates, 
hours and conditions. If, by com- 
parison, his wage and hours or 
conditions are out of line, they 
should be adjusted, he added. 

Stringari said that if the dealer 
finds that no inequities exist he 
must sell his employes on the 
equity of their wages, hours and 
conditions. 

2. FAVORITISM. 

He declared, “The total disregard 
by some dealers of seniority prin- 
ciples especially in making layoffs, 
selection of vacation periods and 
recalls has resulted in a great 
many employes joining up. 

“Preferential treatment of one 
employe over another — for no 
sufficient reason — in even the 
most unimportant matters, gives 
rise to enmities and rancor that 
quickly drive employes to seek 
outside help,” said Stringari. 

To counteract this motivation, he 
advises dealers to follow seniority 
whenever possible, but not to go 

(Continued on Page 6, Col. 1) 


Jeep Gets Metal Cab— 





GM Earnings Hit 
$503 Million; Fall 
23 Pct. for Half 


(Continued from Page 1) 
lion from $557 million in the cor 
responding period a year ago. 
* * * 


ACTORY vehicle sales for the 

six months totalled 2,284,904 
units. GM said it was the second- 
best first half in history and 13 
percent below last year’s record. 


Curtice and Bradley said GM’s 
worldwide employment in_ the 
first half averaged 617,302 and 
payrolls totalled $1,441,000,000. 


The corporation’s average U. S. 
employment was 392,106, compared 
with 408,933 in the first six months 
of 1955. Weekly earnings averaged 
$92.06 in the 1956 period on an 
average work week of 38.3 hours. 


L.A. Reports 85% 
Dealer Compliance 


In Sunday Closing 


LOS ANGELES.—After 19 weeks 
of Sunday closing, more than 85 
percent of the new-car dealers in 
Southern California are abiding by 
the decision on a voluntary basis, 
according to Clarence Dixon, presi- 


dent, Los Angeles Motor Car 
Dealers Assn. 
“This is really an outstanding 


situation and is contrary to what 
anyone might expect, particularly 
in an area of this nature,” said 
Dixon. 

Dixon said that the Los Angeles 
area new-car dealers voted March 
11 to close on Sundays and “for a 
number of weeks we had almost a 
100 percent compliance, including, 
much to our surprise, most of the 
used-car dealers.” 

The area involved includes _prac- 
tically all of Los Angeles County, 
Orange County, a good portion of 
Ventura County, Riverside County 
and the City of San Diego, Dixon 
said. 


i 
Orphans’ Day 
Dealers Help Outing 

In Chicago 

CHICAGO. — Chicago automobile 
dealers are being asked to supply 
cars and to make contributions for 
the annual orphans’ automobile day, 
August 22. 

The outings were originated in 
1904 by a group of automobile 
dealers and sponsored by the Chi- 
cago Automobile Trade Assn. 

Now sponsored by the Orphans’ 
Automobile Day Association, or- 
phans, crippled children and aged 
people from Chicago area institu- 
tions are taken to Lincoln Park for 
box lunches, soft drinks, toys and 
a two-hour stage show. 

This year, nearly 5,000 are ex- 


pected to attend with many being 
taken to and from the park in auto- 
mobiles loaned by Chicago dealers. 





A cab with sliding doors is now an optional factory-installed feature of the Jeep. 
Willys Motors, Inc., Toledo, announced that the enclosure, steel throughout except for 
a reinforced fibergias top, was designed to provide all-weather driver and passenger 
protection without interfering with normal cargo capacity. The same cab with hinged 
passenger doors is available as a dealer installation. 









You have asked for it, my good woman. You 
have asked why automobile dealers expect so 
much more from me as an Associates representa- 
tive than they do from others. You will now 
listen. But good.”’ 

“Well all right,” said Mrs. Witherby. “I 
didn’t mean...” 

“First, my chickadee, they expect more be- 
cause they get more. For instance, I give ’em 
Associates’ complete one-stop finance and insur- 
ance service—fast. They sell the car and get an 
Associates okay on the financing all in one 
sitting. That means they keep the customers 
right in their pockets. They don’t send ’em out 
looking for a loan somewhere—and, baby,:a bird 
in the hand is worth two on the prowl.” 

“No need,”’ said Mrs. Witherby, “‘to mix 
metaphors.”’ 

‘“‘Don’t change the subject!” cried Witherby. 
“What I meant is, they’ve got the deal closed 


says Old Sage 


THE PROSPEROUS PRO 
OF AUTOMOBILE ROW 





“Mrs. W. makes sense. A full time auto 
finance specialist is good to have on 
call. Better give Associates a ring.” 


Associates Investment Company 


“Now hear this,’’ 
said Witherby... 


and in the cash register before you can knit one, 
purl two.”’ He took a breath. 

‘Furthermore, I’m a specialist in auto finance. 
I am in business to help the dealer all the time, 
give him a complete service, not just skim the 
cream. I’m there to keep his customers happy, 
keep those buyers coming back to him, help him 
get more time business. Of cowrse he expects more 
from Associates and me. From us he gets the 
simplest paperwork in the business. 
He gets sales aids, displays, 
co-operation. He gets...” 

“Tired of hearing you talk;”’ 
said Mrs. W. ‘‘So Associates is terrific 
and you’re terrific and every dealer 
within hearing should call you up 
tomorrow and get full informa- 
tion. Now take your shoes 
off and relax.” 





SOUTH BEND, INDIANA 





Associates Discount Corporation Emmco Insurance Company 
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Why Employes Join the Union 


(Continued from Page 4) 


overboard to the exclusion of spe- 
cial skills, merit, fitness and ability. 
* * + 


E ADDED that dealers should 
establish a policy and let the 
employes know about it, since this 
is a form of security which costs 
little and means much to employes. 

3. ARBITRARINESS. 

“This kind of employe discon- 
tent goes hand in glove with 
favoritism,” Stringari com- 
mented. “The arbitrary attitude 
shows itself especially in a dis- 
regard for the gripes, grievances 
and complaints of your employes. 
The attitude, ‘that’s it and that’s 
the way it'll be’ can be costly.” 
As a counteraction he urges 
dealers to “instruct your super- 
visors to give direct answers to 
employes’ questions and com- 
plaints. If they don’t have the 
answer, follow up later—but follow 


up. 
“Establish a procedure for 
handling complaints. Handle each 


complaint individually and on its 
own merits. Don’t overlook your 
employes’ gripes.” 

* * a 


Union Persuasion 


PERSUASION sy Nucieus oF 
© UNIONISTS. 

He said that oftentimes the first 
employes in a dealership to join 
the union will be the older workers 
who form a starting point — a 
nucleus. 

“Younger employes may natur- 
ally follow, he continued, “To get 
the ball rolling, many unions 


Upholstery Leather Group 


Moves Its Detroit Office 


DETROIT. — The Upholstery 
Leather Group, Inc., has moved its 
offices here from 99 W. Bethune St., 
to 527 Fisher Building. 

The change, according to William 
G. Wall, automotive director, is a 
result of increased activity by the 
group. 





make a practice of planting pro- 
fessional organizers in the com- 
pany. These, in turn, enlist vol- 
unteer organizers, 


“The employer is often the last 
to know that union activity exists 
in his plant. A small minority of 
good union salesmen can sell a lot 
of promises. As in the case of 
so many other labor relations prob- 
lems, supervision has fallen down. 
Supervisors themselves may be 
sympathetic to unionization. Many 
times supervisors will condone or 
actively help the campaign. 

“They may believe that their own 
economic advancement will come 
quicker if a union secures benefits 
for others. Too often this has 
been true. Most often, though, 
supervisors are at a loss as to 
how to handle the situation when 
faced with an active union cam- 
paign.” 

Stringari urged dealers to over- 
come this problem by schooling 
every supervisor in the funda- 
mentals of labor relations, in 





Paper Bags Protect 


New Cars from Spray 


ST. PETERSBURG. — Marion 
Ross, Ross Chevrolet, Inc., St. 
Petersburg, has solved a problem 
troubling most of Florida’s auto- 
mobile dealers when he put his 
cars in paper bags to protect 
them from airplane spraying to 
control the Mediterranean fruit 
fly. 

Dealers throughout the citrus 
area have been forced to wall all 
their cars on display, sometimes 
several times a month, when they 
were hit by spray from the low 
flying planes. With new cars, 
some permanent has been 
done by spots left on the finish. 
Ross has packaged only some 
50 cars of overflow stock. 





what he can and cannot say to 
employes and in the company 
policies on labor relations. 

He said, “Supervisors must be 
sold on the company before they 
can sell others.” 

7 * + 


5 CLIMBING oN THE BANDWAGON. 
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“Employes will join the union in 


Heard about the latest 
farm surplus...money! 


For the past two years, farm lobbies 
and politicians have publicized the sad 
plight of the American farmer, who was 
becoming impoverished by falling farm 
prices and rising costs. 

But oddly enough, the US Treasury 
estimate of the farmers’ liquid financial 
assets at the end of 1955 was nineteen 
billion dollars—an all time peak, up 
from $4.1 billion in 1940, in spite of 
@ 1,300,000 decline in farm population 
since 1940! 

The assets include $5.4 billion in US 
bonds, $3.8 billion in savings deposits 
(both figures new highs), $7 billion in 
checking accounts, and no less than 
$2.8 billion in currency. 

The fact is that farmers as a whole 
have become richer rather than poorer. 
‘True, many with too little capital, land, 
machinery, experience, and too little 
production, are not doing well. 

Farming is more competitive today. 
Farms are larger—the average size up 





from 215.3 acres in 1950 to 242.2 acres 
in'1954; and use almost a million more 
tractors than in 1950. Farms earning 
more than $10,000 ayear have increased 
by 91,000 in the same period. 

And farm prices rose 9% between 
December 1955 and May of this year. 





Goon farmers are better prospects, 
and a better market, than ever before. 
And easier to sell because you can reach 
the best of them, more effectively, most 
economically; in one farm magazine— 
SucCESSFUL FARMING. 

Three-fourths of SF farm subscribers 
are in the 39% minority which earns 
88% of the total US farm income. 
They have better land, more buildings 








and machinery, better brains; get larger 
yields, higher cash incomes — averaged 
$10,260 from farming in 1955! 

Moreover, the SuccEssFUL FARMING 
farm family has more spendable money 
than the urban family in the same 
income bracket. And is still spending 
heavily on better living—repairing and 
remodeling homes, adding bathrooms 
and modern kitchens; buying furniture, 
furnishings, domestic appliances, cars; 
on education, recreation, and travel. 

Because SuccessFuL FARMING for 
more than fifty years has been helping 
farmers make more money and live 
better, no other medium can match its 
actual influence and sesponsiveness with 
the country’s best farm families. 

For more volume and to balance 
advertising schedules in an important 
segment of the national market where 
general media spread thin... you need 
SuccessFuL FARMING. 

Any SF office can give you the facts. 


Merepitu Pusuisuinc Company, Des Moines... 
with offices in New York, Chicago, Detroit, Philadelphia, 
Cleveland, Atlanta, San Francisco, and Los Angeles 





droves if an active campaign is 
conducted by the union with the 
‘suggestion’ that unless the em 
ployes join within—for example— 
seven days, the initiation ‘fee wi!! 
be doubled, tripled or higher. 

“Other employes hold back to 
see how the wind is blowing. 
At the first sign of dealer weak- 
ness, these employes choose sides 
and sign up.” 

Stringari asserted that union ini 
tiation fees cannot be excessive or 
discriminatory and that the threat 
to raise union initiation fees is 
generally empty talk. He added 
that most initiation fees are regu- 
lated by the union constitution and 
that this would prevent any local 
tampering. 

“Be frank with your employes,” 
he urged, “If you don’t want the 
union in your plant, say so. 
Above all, don’t begin to meet 
informally with the union prior 
to an election just to show you 
are being fair and openminded. 

“When you do this you are recog- 
nizing the union. Your action in 
this regard may be misunderstood 
by many of your employes as a 
sign of your weakness or indiffer- 
ence.” 

* * * 

TO PROVIDE ovt tet For aspP!- 
® RATION OF LEADERSHIP. 

Stringari said that employes who 
are “passed up” when promotions 
come around are often bitter and 
vindictive. 

“All the more so is a recently 
demoted supervisor,” he said. 
“These employes will rarely look 
to their own shortcomings as the 
cause for their missed opportu- 
nity. 

“Some employes in this situation 
will quit. Others will work harder. 
Still another type of employe will 
bear a grudge, will pout, will be 
vindictive. He: will look for power 
and a position to use it. The union 
often provides the answer.” 

He stated that dealers can coun- 
teract this situation by explaining 
to their employes the reasons for 
actions that concern them. 

Stringari continued: “Do this 
through your supervisors or do it 
yourself. If an employe lacks the 
experience, education or other 
qualifications for a job, tell him. 
Explain that another opening or 
upgrading will fit in better with 
his background. Don’t let these 
things take care of themselves. 

“Before you demote an em- 
ploye, consider whether he can 
adjust to the change. It may 
be better for the employe and for 
the company to discharge rather 


Summing up, Stringari said that 
this analysis does not tell the whole 
story, but if none of these motiva- 
tions existed, the unions would be 
playing largely to an unreceptive 
audience. 

(Next week’s article will dis- 
cuss the wages and working con- 
ditions that an alert dealer will 
offer his employes.) 


° 
Michigan 
(Continued from Page 3) 

a used-car dealer can sell only 
used vehicles as defined by the 
law. 

This states that such a vehicle 
is one to “which a certificate 
of title and license plate have 
been issued and which motor 
vehicle has been registered for 
use ... by a consumer or a 
dealer.” 

Thus, the term “registered for 
use” means that all applicable 
taxes have been paid and is the 
only method by which a new-car 
can be sold by a used-car dealer, 
Richardson said. 

“This,” he added, “was the basis 
of the Attorney General’s advice 
to us, (Secretary of State) that we 
should take appropriate action to 
suspend or revoke the license of a 
used-car dealer who violates the 
code by selling a new car that had 
not been previously ‘registered for 
use.’ ” 


Schneider Comes Back 
After $150,000 Fire 


ST. PAUL.—Schneider Motor Co. 
(Studebaker-V n-Mercedes) 
has resumed operations following a 
$150,000 fire which gutted its build- 
ing and damaged 24 cars. 

The. firm’s stockroom also was 
burned in the fire, according to Joe 
Schneider jr. Extensive repairs still 
have to be done to the building in- 
cluding a new roof, Schneider said. 
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After weighing the evidence, police declare airtight case for DODGE! 


California Highway Patrol 
orders 200 DODGE D-500's 
after competitive “showdown” tests! 


You can’t find more critical appraisers of an automobile’s merits 
than the men who patrol the nation’s highways. So when the 
California Highway Patrol was ready to order 200 new pursuit 
cars, they invited five auto manufacturers to a series of “show- 


down”’ tests. 


Only three, including Dodge, accepted this challenge to compete 
in tests for acceleration, stopping power, brake fade and general 
roadability. The pictures (taken by Universal International News- 
reel for showing to millions in theatres across the country) and 
the chart tell the story: 


Dodge outperformed the other entries in every department! 


On the basis of this superior showing, the California Highway 
Patrol ordered 200 D-500’s, and now have a total of 598 Dodge 


cars in service. 


Dodge is also the choice of 13 other state highway patrols... 
plus many individual counties and municipalities . . . eloquent 
proof of its outstanding performance. 


Speed attained in 3 test runs of %4-mile from standing start (75-M.P.H. necessary to qualify) 


74, 75 ond 7S met. 76, 77 ond T7 wen. | B81, BL one BLY2 mer. 


Speed attained in 3 test runs of %-mile from 50-M.P.H. start (80-M.P.H. necessary to qualify) 


80, B81 ons BO wen. | B82, BB ons B2 urn | BC, SA ons B7 meu, 


Speed attained in 3 test runs of 1-mile from standing start (100-M.P.H. necessary to qualify) 


96, 98 ona 9B mew. | 9V9,1O1 ong LLOQ mer. | OBB, LOZ onc LOB me. 








Maximum stopping distance from 60-M.P.H. speed 


DODGE superiority pays off—for the man who sells it! 
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Burtrum Pays Salary, Commission .. . 


‘Dealer, Salesman Must Profit’ 


By L, H. Houck 

Staff Correspondent 
MIAMI, Okla. — “Any sales pay 
program must be set up to provide | 
reasonable profits for both sales- | 
men and the) 
dealer,” said C. 
lL. Burtrum, 
owner and gen- 
eral manager of 
five Lincoln- 
Mercury dealer- 
ships in Miami and Vinita, Okla., | 
and Joplin, Carthage and Granby, 

Mo. 


“Too often in bad times only the 
salesman makes any money,” he 
continued, “and during the more 
than a quarter of a century we 
have been in business we have had 
various plans and methods for com- 
pensating: salesmen but we believe 


St. Louis ‘Blue’ 
Begets Plymouth 
‘Special’ in U. S. 
DETROIT. — Plymouth’s “local 
pride” merchandising idea, which 


started with St. Louis “Blue,” has 
spread to 25 other cities. 

Dexter Motors Dodge-| 
Plymouth), New York City, has 
advertised “The New York Special” | 








as a “special Plymouth luxury 
model loaded with extras.” 
Equipment was listed as “two- 


tone finish, special chrome trim, | 
deluxe heater, directional signals, | 
white wall tires and full factory) 
warranty.” 

In Akron, Plymouth dealers ad- | 
vertised “The Akron Special” for | 
“as low as $54.75 per month.” The | 
ad said it was a “special Plymouth 
model, built especially for Greater | 
Akron.” 

Other cities besides New York | 
and Akron which will feature the 
“Special” are Columbia, S. C.;| 
Jacksonville, Fla.; St. Petersburg; 
Tampa, Fla.; Miami; Chicago; Mil- 
waukee; Cincinnati; Columbus, O; | 
Dayton, O.; Indianapolis; South 
Bend; Detroit; Toledo; Newark, N. 
J.; Bridgeport, Conn.; Pittsburgh; 
Erie, Pa.; Youngstown, O.; Wash- 
ington; Baltimore; Newport News, 
Va., and Norfolk, Va. 


Oldsmobile Sales 
Show Advance 


LANSING. — Oldsmobile dealers | 
delivered 12,505 new cars in the) 
second 10 days of July, it was an- 
nounced last week by J. F. Wolf- 
ram, Oldsmobile general manager. 
This marked an increase of 31 per- 
cent over the retail deliveries in 
the first 10 days of the month, he | 
said. 

Oldsmobile’s dealer inventories | 
continued to decline, there being a| 
24.9 days’ supply of new cars in 
dealerships as of July 20, Wolfram | 
said. 








Wins Studebaker Award— 


S. A. Skillman, left, Studebaker New 
York zone sales manager, receives the 
Blue Vase Award from Paul W. Pursley, 
dealer development: manager, for achiev- 
ing the greatest increase in dealer sales 
potential of any zone during the first 
six months of this year. Formerly Phila- 
delphia zone manager, Skillman won the 
company trophy while breaking in on the 
New York assignment. 





|lar commission depending on how 


accepted. 


|our present method offers more 
for both parties. 

“We do know that our large 
staffs in all our dealerships are 
happy and prosperous and that’s 
the best yardstick.” 

Salesmen earn from $7,000 to $9,- 
000 a year, Burtrum said, and while 
they are not cramped with a rule 
book full of rules, there are certain 
regulations that make the plan 

workable. 

Take demonstrators, for instance. 
Each salesman buys his demon- 
strator at cost for $60 a month 
and can buy a new one every four 
months. He can sell it at any 
time but any loss incurred is split 
equally with the salesman standing 
half the loss, 

Any profit goes to the company 
and the salesman makes his regu- 


the deal works out, usually 3 per- | 
cent commission on the difference 
between selling price and trade 

Each 


salesman is paid $35 a 





Canada Won’t Restrict 
U.S. Auto Imports 


OTTAWA, — Despite protests 
that imports threaten industry, 
Canada will not restrict imports 
of U. S. automobiles and parts, 
Trade Minister C. D. Howe told 
Parliament, 

Last year, Canada _ imported 
27,392 American vehicles valued 
at $50.8 million. This was 7.25 
percent of Canadian production, 
a fraction above the average of 


|ing to Burtrum, 
| quate stocks of new and used cars | 
| which makes 





5 to 7 percent for the past six 
years. Howe said vehicle imports 
from overseas are declining. 





Turning ‘No’ to ‘Yes’ 





* week base salary. He is paid 
3 percent commission on the 
difference on all “off-the-lot” 
deals. This gives him a chance 
to make a future profit on trades 
that he takes in as he can con- 
tinue to collect his 3 percent 
whether the cars are new or 
used, 


Since he only makes $10 per car 
on lot deals it behooves the sales- 
man to work out his own deals 
with his own prospects or leads 
furnished him which are closed by 
going out and completing them. 
This also makes for good followup 
work as well as good, intelligent 
prospecting. 

Normal deals can be handled 
from start to finish by the salesman 
but any deals which depart from 





the usual normal procedures either 
|in allowances or terms must be} 
| approved by the credit manager or 
the general manager. 

An essential of a good sales staff 
besides earning potentials, accord- 
is to have ade- 


it possible for the 
salesman to sell what he has on 
hand, complete the sale and make 
delivery in the shortest length of 
time. 

With five outlets where large 
stocks are maintained there is 
always a large variety quickly 
available although each _  sales- 
man serves the outlet to which he 
is assigned. 

Another important factor, accord- 
ing to Burtrum, is to hang onto 
good salesmen. This opens the door 
to good earnings for both dealer 


|and salesmen, he said, adding that 


his sales crews have records of 
long-time service. 


Phone Used as Sales Tool 


By W. C. Lockwood | 

Staff Writer | 

DETROIT. — The experience of | 
Harry Sullivan, an insurance sales- | 
man, and how he uses the tele- 
phone as a major sales tool might 
be of interest to salesmen in the | 


| auto business. 


And a peak into the training 
methods given Sullivan in the 
insurance business might be of 
interest to dealers and factory 
sales supervisors. 

One night, the phone rang in a 
Detroit living room and the man 


|of the house answered. 


“Good evening, Mr, Denny,” a 


pleasant, friendly voice said. “My 
name is Sullivan. I'm in the in- 
surance. 

“Sorry,” was the reply. “Mr. 


| Denny isn’t here, he’s in Europe.” 

“Is that right? Is he on a visit?” 

“No he’s working there. We're | 
renting his home.” 

“Oh, I see. By the way what is | 
your name?” 

“Lockwood.” 

“Well Mr. Lockwood, would you 
mind telling me when your auto- 
mobile insurance expires?” 

“We don’t have a car.” 

“Is that right? When does the 
insurance on your furniture ex- 
pire?” 

“We're renting the house fur- | 
nished. We don’t have any.” 

“But you must have something, 
clothing and other things of value, | 
don’t you?” 

“Well, yes .. .” 

“Probably if you sat down and | 
jotted down what you do have, it 
would amount to quite a bit, | 
wouldn’t it?” 

“Well, yes... .” 

“Now why don’t you let me come | 
over and we'll see just how much 
you have that we can insure?” | 

Just analyze that conversa- 
tion. For one thing, a less deter- 
mined man probably would have 
given up at “Denny doesn’t live | 
here anymore.” However, the 
most significant point is that 
each sentence spoken by sales- 
man Sullivan was a question 
which required an answer and 
was designed to supply informa- 
tion he wanted. 

He wasn’t thrown off. He used 
each objection as a positive factor 





in his favor, either to lead to 





another point or to cut off the 
prospect’s avenue of “escape” 
like painting a man into a corner. 
He didn’t push. His attitude was 
one of interest and a desire to help, 
he put over the idea that “we” 
(Continued on Page 44, Col, 1) 
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Latest Auction Prices 


(Copyright, 1956, by Automotive News) 


(Aptco Auto Auction. Sales every Wednesday and Friday.) 


July 25 
(One of our best sales in spite of 
rain all day. Prices still holding. 

Sold 146 cars out of 182 entered.) 

BUICK ‘56 Century 4-dr., $2,600*; 
Super Riviera, $2,580* (ps); Special 
Riviera, $2,270*. '55 RM conv., §2,- 
135* (ps); Special Riviera, $1,960. 
"54 Super Riviera, $1,510*; 4-dr., $1,- 
350* (ps); Special Riviera, $1,405*, 
$1,150. °53 Special conv., $1,015*; 
Super 4-dr., $900*%; RM _ Riviera, 
$860*. ‘52 Special Riviera, $665*; 
Super 4-dr., $640*. ‘51 Special club 
coupe, $235. 

CADILLAC — '56 (62) sedan de Ville, 
$4,375* (ps). °53 (62) coupe de Ville, 
$1,825*. °52 (60) Special 4-dr., $1,- 
O85*. ‘51 (62) 4-dr., $965*. 

CHEVROLET — ‘56 Two-ten 
dr., $1,760*; Bel Air (8) 
$1,700. 55 Bel Air (8) conv., 
675*; Hardtop, $1,660*, $1,650*, $1,- 
585*; 2-dr., $1,555*; Two-ten (8) 
Delray coupe, $1,410; 2-dr., $1,325; 
One-fifty (6) station wagon, $1,440. 
‘54 Two-ten 4-dr., $860; 2-dr., $980, 
$810. '53 Bel Air conv., $925*; Hard- 
top, $935*, $S70*, $840; Two-ten 4- 
dr., $675; 2-dr., $625. '52 SL Deluxe 
Carryall, $500. 

CHRYSLER — 
$2,590* (ps). 
$2,680* (ps); 
000". °53 NY 
station wagon, 


(8) 4- 
2-dr., 
$1,- 


‘56 Windsor Newport, 
‘55 Imperial Hardtop, 
Windsor Hardtop, §2,- 
4-dr., $1,020* (ps); 
$1,020*; Imperial 4- 
dr., $935* (ps). ‘52 Windsor club 
coupe, $275. *51 Windsor 4-dr., $360*. 

DeSOTO — '53 Fire Dome (8) Hard- 
top, $860*. 

DODGE ’56 Coronet (8) 2-dr., $1,- 
725. '55 Royal (8) sedan, $1,560* 
(ps); Coronet (6) 2-dr., $1,280. '54 
Royal 4-dr., $900; Coronet (8) 4-dr., 
$900, ‘53 Coronet (8) 2-dr., $690; 
4-dr., $555; Meadowbrook 4-dr., $310. 
‘52 Coronet 4-dr., $370. ’51 Coronet 
Hardtop, $310; club coupe, $230. '50 
Wayfarer 2-dr., $140. 

FORD — '56 Fairlane (8) conv., 
140*; Victoria, $1,980* (ps), $1,960* 
(ps); 2-dr., $1,725*; Custom (8) 2- 
dr., $1,600*; 4-dr., $1,500. '55 Fair- 
lane (8) conv., $1,735*, $1,660, $1,- 
575; Crown Victoria, $1,720* (ps); 
Victoria, $1,670*; 2-dr., $1,450*; 
Custom (8) station wagon, $1,615; 
2-dr., $1,200; 4-dr., $1,055; Main 


$2,- 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auction Reports are on Pages 34, 35, 36, 37 








‘Selety F Patrol’ Movie Wins Award— 


“Safety Patrol,” for 
Detroit, 


in national competition in Chicago. 


produced 


illustrates nine rules for pedestrian safety. 


General 
has won the Silver Reel motion picture award of the Film Council of America 
Shown above is a scene from the picture which 


Motors by Jam Handy Organization, 


The 16 mm. picture may be obtained 


free for use by community groups by writing to General Motors Corp., Public Rela- 
tions Staff — Film Library, General Motors Bidg., Detroit 2, Mich. 


Wheels Beginning to Turn 


NEW YORK. — “America on 
the Move” will be the underlying 
theme when the National Automo- 
bile Show opens here next Decem- 
ber after a lapse of 16 years. 


The industry’s 42nd _ national 
exhibition, running Dec. 8-16 at 
the New York Coliseum, will 
highlight the introduction of new 
1957-model cars and trucks. 


No dream cars will be permitted 
at the show, although one speci- 
ally painted and trimmed vehicle 
may be displayed by each manu- 
facturer in its space. 

The show is sponsored by the 
Automobile Manufacturers Assn., 
with Ford Motor Co. participating. 

Managing director of the show 
is William J. Cronin, who is also 
managing director of the AMA. 
On the AMA show staff are Wil- 
liam F. Sherman, director of expo- 


‘54 Cus- 
2-dr. 


(6) station wagon, $1,410. 
tom (8) station wagon, $1,150; 
$905, $850; Crest (S) Victoria, $1,- 
155; Main (6) station wagon, §$1,- 
110. ‘53 Crest (8) Victoria, $870*; 
conv., $710*; Custom (8) 4-dr., 
$685; Custom (6) 2-dr., $645, $635; 
Main (8) 2-dr., $575. '52 Crest (S) 
Victoria, $575; 4-dr., $580; Custom 
(8) 4-dr., $520; 2-dr., $500; Main 
(6) station wagon, $530*. ‘51 Cus- 
tom (8) conv., $315. °50 Custom 
(6) 2-dr., $175. 

HUDSON — ‘52 Wasp 2-dr., 

KAISER — '51 2-dr., -$125. 


LINCOLN — '52 Capri Hardtop, $SS0*. 
’51 Cosmopolitan 4-dr., $175*. 

MERCURY — '56 Medalist 2-dr., $1,- 
700. °55 Montclair conv., §$1,955*; 
Hardtop, $1,915*; Monterey 4-dr., 
$1,550*. '54 Monterey conv., $1,310, 
$1,140; Hardtop, $1,100*; 4-dr., $1,- 
210*; 2-dr., $1,100. '52 4-dr., $635. 
"50 4-dr., $170. 

NASH — ’'52 Rambler conv., 
Rambler Hardtop, $345; 
wagon, $275. 

OLDSMOBILE 


$280. 


$585. '52 
station 
(98) 


— ‘'56 Holiday, 
$2,840* (ps). '55 (88) Super conv., 
$2,160* (ps). '54 (88) 2-dr., $1,360*. 
"53 (88) coupe, $1,200*; 2-dr., $970*; 
(98) 4-dr., $1,050*. '52 (98) 4-dr., 


$730* (ps). 

PACKARD 55 (400) 4-dr., §2,- 
250* (ps); Panama Hardtop, $1,700". 

PLYMOUTH — '55 Savoy (8) 4-dr., 
$1,370*, $1,290; Savoy (6) 2-dr., 
$1,250*. '54 Plaza 2-dr., $650. ‘53 
Cranbrook conv., $690*; Belvedere, 
$655, $650; 4-dr., $490. °52 Cran- 
brook club coupe, $325. ’51 Cran- 
brook Belvedere, $270. 

PONTIAC — '55 Star Chief (8) conv., 
$1,775". 54 Chieftain (8) 2-dr., 
$975*. '53 Chieftain (8) 4-dr., $890* 
(ps). ‘'52 Chieftain (8) Catalina, 
$625*; 4-dr., $445*; Chieftain (6) 
4-dr., $340. ‘51 Silver Streak (8) 
4-dr., $350*. ‘50 Silver Streak (8) 
Catalina, $330*; Silver Streak (6) 2- 
dr., $140. 

STUDEBAKER — ’'54 Champion 2-dr., 
$710. '53 Commander Land Crusier, 
$480. 

MISC, 
$875. 
$770. 


— '55 Chevrolet %-ton, pickup, 
’54 Chevrolet %-ton pickup, 
52 Henry J (4) 2-dr., $175. 





For National Auto Show 


sition, and Harry A. Williams, who 
heads advertising and promotion. 

Revived along with the show 
will be the annual AMA show 
banquet, to be held Dec. 6 in 
the grand ballroom of the Wal- 
dorf Astoria Hotel. 


The banquet is expected to 
attract 1,500 leaders of business, fi- 
nance and government. Additional 
special events also are being de- 
veloped. 

During the show itself, a 30- 
minute Broadway-type musical will 
be presented six times daily. Orig- 
inal songs and dances will be keyed 


to the “America on the Move” 
theme. 
At each stage presentation, five 


production automobiles — one from 
each manufacturing corporation— 
will be presented, with emphasis 
on luxury and pleasure. 


Cunningham & Walsh, Inc. a 
New York advertising agency, has 
been retained to develop and con- 
duct an allout advertising and pro- 
motion campaign in all media. 


AMA has already set up show 
headquarters at its Detroit offices. 
After Nov. 20, show headquarters 
will be located in the Coliseum 
itself, 

C, A. J. Hadley, at show head- 
quarters, has been named exhi- 
bitor services contact to provide 
help in planning displays. 
| Arrangements have been made to 
|\lease the third and fourth floors 
of the Coliseum, starting Nov. 28. 
This will permit access to the 
| building for 10 days ahead of the 
show opening. Normally, only 2% 
to 3 days are allowed by the Coli- 
seum for a movein. 

Each exhibitor will be provided 
with plans for the movein. All 
exhibitors on the third floor are 
to have their displays moved in 
and erected in the week starting 
Nov. 28, 

All other exhibitors will be able 
to utilize the fourth floor for re- 

(Continued on Page 46, Col, 3) 


Sunday Closing 
Fades in Chicago 


CHICAGO. — An ordinance that 
would compel Chicago dealers to 
close on Sunday has apparently 
died in a subcommittee of the City 
Council. 

The bill remained in committee 
despite efforts of the Chicago 
Trade Assn., the Greater Chicago 
Used Car Dealers Assn. and other 
groups. There is a remote possi- 
bility that the ordinance will be 
revived next fall. 

A survey by AvTomotTive News 
showed that about 50 percent of 
the CATA dealers were open, 
|despite the fact that 90 percent 
|of the CATA dealers had agreed 
to voluntary Sunday closing dur- 
ing July and August. 








What does it take 
to SELL. 
North Texas? 





The Dallas News 


... with the LARGEST DAILY CIRCULATION 
in Texas--212,708! 


A new all-time high in Texas—morning or evening 


HAT TEXANS GO FOR, goes far in Texas 


. . and North Texans go for The Dallas Dallas Morning News (MORNING). . . . . .212,708 
News. With Texas’ largest circulation, The News Houston Chronicle (EVENING). . . . . . . . 204,054* 
alone delivers both Dallas and the surrounding Houston Post (MORNING). . . .. . . + « « 202,944 
market as well. This is important, for more than Dallas Times Herald (EVENING) . . .. . . . 173,560 
a third of Dallas’ retail sales volume results from Fort Worth Star Telegram(EVENING) . . . . . 134,810 
the buying of out-of-town customers. Houston Press (EVENING) . . . . . . . « « 120,015* 

If you plan to take Texas, base your campaign Fort Worth Star Telegram (MORNING). . . . . 116,381 

in The Dallas Morning News. Exceeding the cir- San Antonio Light (EVENING). . . . . . . . 105,810* 
culation of Dallas’ second paper by 22.6%, The News San‘Antonio News (EVENING). . . . . . . . 75,163* 
assures advertisers greater, more selective cover- San Antonio Express (MORNING) . . . . . . . 70,033* 
age and larger, all-day, same-day response from Fort Worth Press (EVENING) . ..... . . 56,367 
throughout Texas’ largest and richest market! ABC Publishers’ Statements March 31, 1956 


*5.day average, Monday - Friday, all others 6-day average 


Only The Dallas News 
COVERS the 
Bigger Dallas Market! 








Ghe Dallas Morning News . 


NK 





CRESMER & WOODARD, INC., National Representative 
New York * Chicago * Detroit « Los Angeles « Atlanta * San Francisco 
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‘aside various percentages of speci- 
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AUTOMOTIVE WASHINGTON 


Road Program Called 


Boon to Small Business 


By William Ullman 


Washington Correspondent 


ee of the new highway bill, Wendell Barnes, 
administrator of the Small Business Administration, ex- 
pressed the opinion that the trend of people to the suburbs 
may be accelerated, with consequent increase in the number 


and volume of business of suburban stores. 
oR 


and business, undoubtedly |Judge Stanley Barnes as head of 


will increase tremendously,” | the antitrust division of the De- 
he said. “This in turn will mean | P@ttment of Justice, has pledged 


expanded demand for automotive 
equipment and services, for tourist | 
accommodations and for other 
goods and services required by the | Hansen pointed out that in the 
motoring public.” 66 years since the passage of 

In some areas, said Barnes, as| the Sherman Act, 26 contempt 
traffic shifts from presently used| Proceedings have been brought 
roads to new highways, small firms | for violations of outstanding de- 
along the present traffic arteries| Crees. Of the 26, he said, nine 
will face a difficult problem. 
But to the alert small-business | 

joes : owner who for- 
sees the change 
and takes steps 
to meet it, the) 
future under the 
new highway 
program should 
hold even greater 
opportunity, the 
SBA chief de- 
clared. 


The long-range 
effect, of the new 
highway system is of great signi-| 
ficance to small firms, Barnes said. | 
Construction of thousands of miles | 
of new and finer highways will | 
bring about great changes in the 
United States, he declared, and 
small manufacturers and distribu- 
tors will find it easier to supply 
both present and potential markets. 

= - 7 

Surplus, but No Tax Cut 
oe the Administration 

would up fiscal 1956 with a 
surplus of $1.75 billion—slightly 
under the mid-May estimate of 
$1.8 billion, but well above the 
prediction of President Eisenhower 
in his budget message to Congress 
last January — it was not deemed 
sufficient for a tax cut this year. 

Treasury Secretary George | 
Humphrey and Budget Bureau | 
Director Percy Brundage issued 
a joint statement applauding the 
achievement of “a balanced bud- 
get, to which this Administra- 
tion has been pledged from the 

” 


himself “to continue this Adminis- 


antitrust enforcement.” 





William Uliman 


beginning. 

“With such financial stability 
and sound fiscal conditions,” they 
said, “the American people can go 
forward with their constructive in- 
dividual plans looking toward bet- 
ter living and more and better 
jobs.” 

The report showed that the 
Government took in $68.1 billion in 
the 12 months ended June 30 and 
spent $66.4 billion. The income 
figure was a new record, reflecting 
last year’s economic boom. 


U. S. Metal Mende flee 


Office of Defense Mobiliza- 
tion last week announced 
slightly higher set-asides of steel 
and aluminum for “A” products for 
the fourth quarter of 1956. At the 
same time, the ODM reduced the 
copper allotment for the same 
Period and ordered mills and 
foundries to set aside 24 million 
pounds of nickel for defense users 
— the first time this metal has 
come under the distribution control 
system. 

The allotments are those regu- 
larly ordered under the Defense 
Production Act. 

As a result of the steel strike 
the Government also has ordered 
mills still in production to set 





fied products for defense users and 
has frozen the sale of certain other 
products in warehouses from civil- 
ian buyers. 

The “A” products allotments rep- 
resent purchase authority to prime 
contractors and producers of speci- 
ally designed military equipment. 

7 ” = 


Antitrust Pledge 
2 eT ANT Attorney General 
Vietor Hansen, who succeeded 


were brought in the last 3% 
years. 

“IT will make every effort to carry 
on this policy of hard-hitting but 
even-handed enforcement,” he told 
the recent annual conference of 
U. S. attorneys. 


* *® * 


Chained to the Curb 


| lgrwearne one picked up at AAA 
headquarters the other day: 
The city council in Kimball, 
Neb., has authorized a plan where- 
by cars of persons who refuse to 
pay parking fines will be shackled 
to the curb. A police officer will 
unlock the chains for a fee of $2 
plus the fine for overtime parking. 
* + oa 
Auto-Lite Goes South 
N INFORMATION sheet from 
the Venezuelan embassy here 
| states that Electric Auto-Lite Co., 
Toledo, has established its first 
South American plant in Caracas. 


| partnership involving Auto-Lite and 


| Venezuelan interests. 
Sa * * 


Excise ‘Take’ Climbs 


SS to official Treasury 
figures, the Federal Govern- 
ment last year collected 16.7 per- 


iT’Ss DIFFERENT! 


Guaranteed beauty protection 


every make and model 


Automobile dealers and owners alike will be amazed and 
thrilled with the long-lasting brilliance obtained with 
Super Liquid Glaze—-greatest advance in car appearance 
treatments in the last decade. 


Super Liquid Glaze is vastly superior to waxes and polishes 
primarily because of Glasite—an exclusive ingredient de- 
veloped secretly by our Research Chemists. 


Super Liquid Glaze lays down a glass-hard coating of 
protective beauty which lasts for months and months and 
months. In fact, actual tests show it to be more lustrous 
after each repeated washing. 


What’s more, Super Liquid Glaze stands up under tough- 
est weather and road conditions. Dust, dirt and grit do not 
mar its beauty. Even road scum and salt spray do not 
impair its glass-like lustre. 
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cent more from automotive excise 

taxes than in 1954, The amount is 

a staggering sum — $2,724,485,000. 
- + > 


Good Roads for Mexico 


URING the seventh annual as- 

sembly of the Mexican Roads 
Assn. last month, it was revealed 
that in 1956, Mexico will spend 762 
million pesos on highway develop- 
ment. That is the about $63 million 
in U. S. dough and a sizable ex- 


penditure for Mexico. 
* 


+ * 

Last Mile for Appian Way? 

CCORDING to the International 

Road Federation, the famed 
2,268-year-old Appian Way soon 
may be retired, not because of its 
age but because archaeologists 
want to explore the secrets of its 
construction. The road was built 
in 312 B. C. by an engineer named 
Appius Claudius Caecus. 


Highway Offices Asked 





tration’s policy of vigorous but fair| The new firm, it is stated, is a) ~apCcRETARY Weeks has asked 


| Congress to create the offices 

|of Federal Highway Administrator 
and an additional Assistant Secre- 

|tary of Commerce with responsi- 
bilities in the field of transporta- 
tion. 

| The Federal Highway Admin- 


iT 


Naturally, for best results, Super 


Liquid Glaze must be applied to a thoroughly 
clean car. Brand new cars need only to be washed 
before Super Liquid Glaze is applied. The Super 

Liquid Cleaner is for cars having mild cases of oxidation 
and road scum. The Super Paste Cleaner is for cars which 
have been subject to oxidation or road scum to a greater degree. 


FOR "'DO-IT-YOURSELF’’ SALES, TOO! 


Super Liquid Glaze and Super Liquid Cleaner are also available in 
retail containers—the glaze in an easy to use Aerosol bomb, and the 
cleaner in a non-spillable, non-breakable plastic bottle. 





istrator, he said, should be ap- 
pointed by the President to head 
the Bureau of Public Roads. 
Weeks emphasized the fact that 
Federal expenditures for high- 
ways soon will jump from about 
$500 million a year to $3 billion 
a year. The man who adminis- 
ters such a vast program, he 
said, should enjoy the prestige 
which stems from a Presidential 
appointment. 

Under the plan, the Commis- 
sioner of Public Roads would con- 
tinue to be chosen by the Secretary 
of Commerce, but would perform 
duties specified by the Adminis- 
trator. 

In addition, Congress is expected 
to create some 22 “supergrade” 
jobs in the Bureau for top engi- 
neers, supervisors and adminis- 
trators. 


| * * * 


Top and Body Boom 


Receipts of auto top and body 
repair shops shot up 40 percent 
|during the six years which ended 
in 1954, according to statistics just 
|released by the Bureau of the 
Census. 








"Ss BRANI 
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ip- = a long time and unless things 
| ° S T'l hinki 
- Meeting the Practical Problems . . . + dent tekenee bel Amanan® fen 
Se a , 

iat said. “All I want to do is to buy a 





h- fe > ee to . 
wt Case Histories of a Salesman new car and start enjoying 
























on J * * * 
is Epitor’s Note: This is one of a | shop for a new car, he was | back and went to another 7. guy was sincerely aggra- 
he series of letters on practical | amazed—as he put it—at the “go- dealer. vated with all auto dealers 
ge problems encountered in auto | ings on” in the automobile busi- Here he met an eager sales- | 29d salesmen and I knew it 
ial selling. It is written by a veteran | ness. When I got him, he was | man who felt it was time to blow | would take understanding and 
salesman, Bert Simons, who is | about ready to go back to Japan | his demo and make a nice profit. | patience plus a cut and dried 
lis active in today’s market. and settle for a rickshaw. So, without telling Sgt. Murray | deal that I could and would de- 
on- Pie. Because I saw Sgt. Murray was | about the 8,000 miles already on | liver right now. 
wy | Dear Ba: confused, afraid and disappointed | the ‘car, he wrote what would | After about a half an hour of 
rm T’S been a long time since I | car, I sat him down in a corner eee ee friendly and understanding vis- 
I ; ee brand new car. iting with the sergeant, he 
Lise had the occasion to sell a new | and tried to find out what was : = 1 ’ 
i ; : : Again the sergeant was dis- | picked out the one phrase that 
car to a returning GI, especially | happening to cause his present ; ; 
hat’s b , appointed when he was given to he wanted to bank on and that 
: one that’s been | state. Here’s the story as he told 
ted overseas for the | jt: understand that he was to take was—right now. He Tests by E 
ie past 12 years. ; * * * delivery on a car that had been Here’s how he expressed him- e Tests by Ear— 
- » Sgt, Murray YEAR or so ago, while he was used. self. “Mr. Simons,” he said, “the Wavometer testing machine enables op- 
= was the guy and A still in Japan he answered an Ed, I had to smile with the only thing I want you to make |erator to hear whether a part meets 
Tokyo was the | ad in the Army News and—after sarge when he good-naturedly sure of is that what ever you say | tolerances. Electromagnetic tracer is ap- 
place he came | some correspondence—made defi- said: “It wasn’t like the sales- | you can do, you will do and you | plied to part which is rotated on a spin- 
from. The ser- | nite arrangements to pick up his man was going to let me think will do it right now and only |dle. Voltage produced is transmitted to 
geant had been | new car on arrival stateside. I was getting a new car, it was right now. I don’t want any more | dials, screen and loudspeaker which re- 
dy dca away from When he got here, the deal just that he didn’t mention it | disappointments.” produces surface irregularities as sounds 
ont a ' home so long fell through for reasons that he until I was ready to take de- Ed, I did it right now and Sgt. | of varying frequencies. 
= A i that n oe couldn’t explain except that the livery.” Murray is driving a new car in 
us — felt likea salesman wanted another $200. He paused a moment and lit a | America instead of a rickshaw in 
he Bert Simons stranger. This was quite distasteful to the cigaret and looked me square in | Tokyo. U-C Dealer Pens 
And when he started out to sergeant so he got his deposit the eye. “Well, I’ve been away for —Bert Simons. 





Book About 

His ‘Gold Mine’ 
NEW YORK.—Vantage Press has 
published “Used Cars — A Gold 


Mine,” by Eric Cassirer, who oper- 
ates Automobile Exchange, Oxnard, 


iD NEW! IT’S SENSATIONAL! _ 
® * Cassirer, who came to the U.S. in 


1938 from Germany with $5 in his 
pocket, wrote the book while re- 
cuperating from an operation for a 
spinal injury. 

He started as a new-car dealer 
and then switched to used cars. 


Since then, it is said, he has sold 
more than $8 million worth of cars. 
In 11 chapters, Cassirer discusses 
' the used-car business from “human 
y relationship to material” through 
“groundwork before begining a 
dealership” to “human chain reac- 
tions.” 
Written in anecdotal style, the 


book contains A wealth of ideas for 
building a money-making used-car 
business and “tricks of the used- 
car business that may make your 
fortune.” 


Spray it on in 5 minutes—wipe it off in 10 Finance Firm Bids 


For Westeen Ualt 
for the world’s finest finish szaurecune oe 


ceptance Corp. has signed an option 
agreement to acquire Securities 
Credit Corp., Denver, according to 











Just think of the time and labor you'll save by using Super F. R. Wills, General president, and 
on . . * L. B. Dukes, Securities president. 
Liquid Glaze. It can be wiped or sprayed ona clean car in 5 min- The eequisition would be Ghainel 
utes—wiped off in 10—absolutely no polishing or buffing required. exchange of 132,000 shares of Gen- 
j j , a : : eral Acceptance common for all 
And just think of the increased satisfaction and good will that qattentiog Game, ¢ 
Super Liquid Glaze will build with customers. New Car buyers filed a 830 million canior Gehuniual 
will take delivery with added pleasure. Used Car buyers will issue and if the issue is made ef- 
‘ ‘ . . fective, it will use $16 million of 
get the best-looking cars in town. And Service customers will the proceeds to liquidate Securities’ 
ivi i liability for notes receivable dis- 
be sold on giving you repeat business. ae 
’ . . ‘“ Securities operates 15 offices in 
Don t delay sending in the coupon below. The Dollars and Calesadn, Edahe, Mabsauhe al 
Sense”’ booklet will give you complete information on— Texas. The acquisition would give 
~ y Pp 
‘ : General 149 offices in 22 states. 
How you can install an Appearance Department with complete -e 
new equipment at no cost! How the Super Liquid Glaze program Bliss Discontinues ; 
can make money for you! How we train your men and supervise Hints New Location 
' hel d s d oneil Bliss Motors, Inc. (Chrysler- 
your department! How we help advertise and merchandise Plymouth), 5925 Woodward Ave. 
your dealership at no cost to you! Detroit, has announced that it has 


discontinued business in cars, parts 
and service. 

C. H. Bliss, president, said that 
he is “hopeful that in the not too 
distant future we will be able to 
announce a continuance of this 
organization in another location.” 





LIQUID GLAZE, Inc., Dept. A 


704 Sheridan Street, Lansing 6, Mich. 2 Detroit Assn. Warns 
=> Of Counterfeit $5 Bills 
Gentlemen: DETROIT, — A new deceptive 
Please send me at once, your FREE booklet, counterfeit $5 Federal Reserve 
“Dollars and Sense”, that describes, in detail, how to note recently appeared in circula- 
set up and operate a profitable Super Liquid Glaze appearance tion in the East and there is a 
department, plus samples and prices on Liquid Glaze products. possibility the passer is headed 


west, the Detroit Automobile 
Dealers Assn. bulletin warned 
DEALER NAME -- -- last week. 


ADDRESS The bulletin said the note was 


Liquid Glaze needs 20 top flight issued on the Federal Reserve 
District Managers in protected cITY ans: . at at Chteven, em of 1950-A. 

‘tories. Wri Wire. ts check- plate and face - plate 
ae ae STATE al numbers are J-171 and 0-23, and 


its back-plate numbers are 2117, 
2102 and 8225. 
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AUTOMOTIVE 


AUTOMOTIVE NEWS PLATFORM 
1 |. Fair and equitable contracts between manufacturers and dealers in | 
motor vehicles, parts and accessories; | 
{ 2. Every dollar of gasoline and oil taxes, collected by states and federal 
governments, applied to the building and maintenance of highways; 
1 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere | 
else in the world. 








Capsule Comment 


Union organizing activity among dealers reportedly has 
been slowed down until 1957 models are introduced and 
dealer profits have improved. 

A lull before the storm? 
* * = 

New-car stocks in the field have declined 116 percent to. 
664,000 units in the past month, AUTOMOTIVE NEws’ compila- | 
tion shows. 

An orderly cleanup of °56 models appears to be in the 
works. 





Pennsylvania dealers association hails the end of “‘a give-| 
away program” in makers’ sales of new cars to the state. 
Showing dealers and manufacturers can cooperate. 
* * * 
The Small Business Administration approved loans to six 
more auto dealers in a recent two-week period, the largest 
loan being $181,000 to an Alabama agency. 
Helping to meet the payroll. 
* 


* * 


e 


Ira Saks, executive director of the Automotive Service 
Industries’ antimonoply committee, charges auto makers and | 
big oil firms with continuing “coercive selling and unfair 
advertising,” despite recent cease-and-desist orders. 

The ASI plans to carry its fight to Congress if necessary, 
Saks declares. 


The “refferal” scheme, whereby “customer bird dogs” 
supposedly can pay for their new cars by corralling other 
buyers at $100 apiece, is spreading in the Midwest. 

Better Business Bureaus warn that the scheme is “vici- | 
ous and deceptive” for both dealer and buyer. 


* * oe 
The Forand subcommittee of the House this fall will start 
hearings on the possibility of lowering excise-tax-—rates. 
Let’s hope the auto industry gets into this one with both 





feet. 





Dealers Assn. Mitchell, S. D. 
Sept. 23-25—Colorado Automobile Deal- 


er's Assn., Colorado Hotel, Glenwood 
Springs, Colo. 
Sept. 23-25 — Texas Automotive Dealers 


Assn., Commodore Perry Hotel, Austin. 
Sept, 24-25—Wisconsin Automotive Trades 
Assn.. Hotel Schroeder, Milwaukee. 
Sept. 26-28 — New Jersey Automotive 
Trade Assn., Chalfonte-Haddon Hall, 

Atlantic City, 

Sept. 30-Oct. 2. — Tennessee Automo- 
tive Assn., Gatlinburg, Tenn, 

Sept. 30-Oct. 3—New York State Automo- 
bile Dealers, Inc. 33rd Annual Conven- 
tion, The Concord, Kiamesha Lake, N. Y. 

Oct. 3-4—25th Annual State Convention, 
Kansas Motor Car Dealers Assn., Baker 


Hotel, Hutchinson, Kansas. 

Oct. 14-26—Automotive Trade Assn. of 
Virginia, John Marshall Hotel, Rich- 
mond. 


Oct. 21-22—Oklahoma Automobile Dealers 
Assn., Skirvin Hotel, Cklahoma City. 
Oct. 21-23—Automobile Dealers Assn. of 
Alabama, inc., Buena Vista Hotel, 

Biloxi, Miss. 

Oct. 21-23—Florida Automobile Dealers 
oe Fort Harrison Hotel, Clearwater, 
la, 


Oct. 21-23—Tenth Annual Convention, Na- 


MOTORS CO. INC. 
GENERAL OFFICES 








tional Independent Automobile Dealers 
Assn., Hotel New Yorker, New York City. 
Oct. 30-31 — Illinois Automotive Trade 
Assn., Pere Marquette Hotel. Peoria. 
Nov. 3-5—Texas Independent Automobile 
Dealers 12th Annual Convention, Statler 
Hilton Hotel, Dallas. 


Nov. 11-13—Kentucky Automobile Dealers 


Assn., Sheraton-Seelbach Hotel, Louis- 
ville. 
Nov. 13—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford. 


Dec. 2-4—Ohio Automotive Dealers Assn., 
Cleveland, 


Dec. 4—Utah Automobile Dealers Assn., | Letterbox 


Salt Lake City. 


Jan. ee ee —, Soasee- ‘Bi f Hi 
tion and NA Quipment Exhibition, t t 
San Francisco. 1 O 1S ory . . ° . + 
7 * ® 
This is an open forum for the discussion of any subject of interest to our 
Auto Shows readers, and your letters are welcomed. No attention is given to unsigned 


letters but you may sign your name 

Nov. 10-17—International Autorama, Com- 1 
mercial Museum, Philadelphia. 

Dec. 8-i6é—National Automobile Show, 
Coliseum, New York. 

Jan. 5-13—Chicago Auto Show, 
tional Amphitheatre, Chicago. 

Jan. 19-26—Pittsburgh Automobile Show, 
Hunt National ward Armory, Pitts- 
burgh. 

Jan. 19-27—Detroit Auto Show, State Fair 


| Lot of Memories 


i 

| 

| 

i 

| 
ae When most persons look at it, it 

|}is just a 2x10 board which was 
| painted white. It also has some 
wire loops on it. 


Coliseum, Detroit. To me it represents a lot of 
Feb. 2-10—Omaha Auto Show, Civic Audi- | memories — some happy, some 
torium, Ohama. sad — of people and official rec- 


Feb. 4-9—Denver Automobile Show, Den- | ords of racing. 
ver Coliseum, Denver. 


Feb. 9-16—Albuquerque Auto Show, Coli- | On_ this board, the history of 
seum Bidg., State Fair Grounds, Albu- | the Indianapolis Speedway was 
gureque, N. M. recorded when Ottis (Pop) Porter 

Feb. 9-16—Milwaukee Auto Show. was the first to place the electric 


_ - - |timer on this board and terminated 

General |when the Pagoda was demolished 

July 26-28—Automotive Trade Association | to be replaced by a new one after 
Managers Meeting, Benjamin Franklin | the 40th running of the “500.” 

sat aaa ed convention of | It was through the kindness and 

Notional, Congress of Petroleum Re. | thoughtfulness of Clarence Cagle, 


tailers, Shoreham Hotel, Washington, | superintendent of the Speedway 
D. C. grounds, that I was able to secure 


Sept. 20-22—Automotive Parts Rebuilders | this momento which represents the 
Association Convention and Trade Show, | 


| 2 
Edgewater Beach Hotel, Chicago, recording of speeds up to the 
Sept. 21-29 — International Commercial |close of this year’s race and 
Motor Transport Show, Earls Court, |through these portals (of wire} 
London, England. loops) the tape passed which 
eo aa hos showed the time printed on it. 
Oct. 414 — Paris Auto Show, Grand This board is the symbol of 


Tempus Fugit and also represents 
|Tempo Fidgets until one sees the 


Palais, Paris. 
(See CALENDAR, Page 14, Col. 5) 


30 Years Ago... 


The Big Stories 


The output of Ford Motor Co. of Canada is reported to be 65,000 
cars for the first six months of this year, as compared with 79,000 
for the entire year 1925. At this rate, production in 1926 will top all 
Canadian Ford records. 

The United States Bureau of Standards is testing what is described 
as a new Motor fuel which the Petroleum Conservation Corp., New 
York, claims will increase mileage per gallon and reduce the annual 
cost of operating automobiles by millions of dollars. The new fuel, 
it is claimed, is not a gasoline but a benzol compound. 

Net income of Dodge Bros., Inc., for the first half of 1956 amounted 
to $15,801,364. Net sales for the first half were $156,041,866, as 
compared with $117,045,569 for the same period last year. 

Production of motor vehicles in the U. S. in June, as reported to 
the Department of Commerce, totalled 383,575, of which 339,543 were 
cars and 44,033 were trucks. 

—From the files of Automotive News. 








used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


“Reshuffling top management again .. .' 
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with the assurance that it will not be 


driver step safely from the car. 
There were comparatively few 
persons who were privileged to 


ever have seen this board in its 
place. Except for the regular tim- 
ing and scoring staff, a small 
group of newsmen and an occa- 
sional driver or car owner 
because of some gripe — its exist- 
ence was never known. 

Hundreds of drivers through the 
years have had their time pass 
on the tape through these loops 
and never knew that it even 
existed —E. F. (Gene) CHASKEL, 


Florence, Ind. 
= * x 


Packard on Record 


Without any intention of making 
your Letterbox Department a has- 
sle-ground for settlement of the 
how-far, how-fast automobile per- 
formance competition, will AvuTo- 
MOTIVE News give its readers one 
more look at the facts? 

Certainly, the 1954 achievement of 
|}one make of car traveling at an 
average speed of 89.88 miles per 
hour for 2,157.5 miles suggests fine 
performance and durability quali- 
ties. The same is true for another 
|make of car having averaged 107.126 
miles per hour over a distance of 
| 500 miles. 

However, both those marks and 
any others are a long, long way 
| from the 104.7 miles per hour 
| averaged by a 1955 model Packard 

Patrician, powered by a Packard 
V-8 engine, over a distance of 
25,000 miles, including all pit 
stops. 

The Packard durability run was 
supervised by the American Auto- 
mobile Assn. Contest Board and 
James Lamb, contest board secre- 
| tary, at the end of the nearly 10-day 
| test, said: “No other make of car 
has ever traveled so far, so fast.” 

This should settle the issue, be- 
cause Mr. Lamb, an authority on 
| automobile performance for many 
}-years, has never had that state- 
|ment challenged.—B. F. THoMas, 
manager of public relations, Pack- 
ard Division. 
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Mr. Used Car Dealer: 


This dealer shopped at ordinary auctions .. . 





IF YOU’RE IN THE MARKET FOR USED CARS, you'll find 


the biggest selection at your nearest Fidelity - Insured Auto 


Auction. No need to travel to half a dozen ordinary auctions 


when one trip to a Fidelity-Insured Auction gets the job done. 


Try it. 


This dealer went to a Fidelity-Iinsured Auction! 





More cars to choose from 
at Fidelity-Insured Auctions! 


AND THAT’S ONLY THE BEGINNING of a long list of 
advantages offered by Fidelity-Insured Auctions, including 
these: (2) your travel expenses go down because you make less 
trips, (3) you get accurate market prices from the bidding around 
you, and (4) you get insured titles to all cars you buy at Fidelity 


Title-Insured Auctions. 


Pick out the Fidelity-insured Auction nearest you and give it a try. You'll find more sellers, more action, and many more cars to choose from. 


A-1 AUTO AUCTION Tuesday 
707 W. Waterloo Road, Akron, Ohio F 
AIRPORT AUTO AUCTION Friday 

U. S. Truck Route 22, Weirton, W. Va. 

APTCO AUTO AUCTION Wed. & Fri. 


19241 Dix-Toledo Hwy., (U.S. #25), Melvindale, Mich. 


BIRMINGHAM AUTO AUCTION, INC. Monday 
Roebuck Drive-in Theater, Huffman Rd., B'ham, Ala. 
BRADLEY AUTO AUCTION, INC. Wednesday 
South Lee Highway, Cleveland, Tennessee 

CAPITAL AUTO AUCTION, INC. Thursday 
Ohio State Fairgrounds, Columbus, Ohio 


CENTRAL STATES AUTO AUCTION Wednesday 
211 South Delaware, Mason City, lowa 
CHATTANOOGA AUTO AUCTION Thursday 


35th & 36th St., Rossville Bivd., Chattanooga, Tenn. 


CINCINNATI AUTOMOBILE AUCTION Friday 
10160 Reading Road, Cincinnati 15, Ohio 


CLEVELAND AUTO AUCTION, INC. 


Tuesday 


4305 Euclid Ave. (rear), Cleveland 3, Ohio 


CONCORD AUTO AUCTION, INC. 
Hosmer Street, Acton, Mass. 

CORRY AUTO AUCTION 

R. F. D. No. 3, Corry, Pennsylvania 
DAYTON DIXIE AUTO AUCTION, INC. 
5310 North Dixie, Dayton, Ohio 


DEALERS AUTOMOBILE AUCTION, Inc. Thurs. & Fri. 


3528 South 7th St. Road, Louisville, Ky. 
DIXIE MOTORS AUTO AUCTION 

718 Angier Avenue, Atlanta 8, Georgia 
GREATER SHREVEPORT AUTO AUCTION 
1310 N. Market St., Shreveport, La. 
LEITCH MOTOR SALES, INC. 

1450 E. Main St., Owosso, Michigan 


LIMA AUTO AUCTION 
4409 South Dixie, Lima, Ohio 


Mon. & Fri. 


Friday 
Monday 


Tuesday 


Thursday 


Thursday 


Wednesday 


MIDDLE GEORGIA AUTO AUCTION Wednesday 
Eastside Highway, Macon, Georgia 

MONTPELIER AUTO AUCTION CO, Monday 

R. F. D. #1, Montpelier, Ohio 

MUNCIE AUTO AUCTION Friday 


3344 So. Madison St., Muncie, Ind. 
NATIONAL CITY STOCKYARDS AUTO AUCTION, INC. 


Barn 17, National City, Illinois Mon. & Thurs. 
QUINCY AUTO AUCTION Friday 

3220 Broadway, Quincy, Illinois 

SKYWAY AUTO AUCTION Wednesday 


Talladega Highway, Anniston, Alabama 
SOUTHERN AUTO SALES, INC. Wednesday 
9 Mi. N. of E. Hartford on Rte. 5, East Windsor, Conn. 


SYRACUSE AUTO AUCTION Wednesday 
R. D. #1, La Fayette, New York 


THOMASVILLE AUTO AUCTION Thursday 
U. S. Air Base, Thomasville, Georgia 

THRUWAY AUTO AUCTION Monday 

2224 Union Road, -Buffalo 25, N. Y. 

TOLEDO AUTO AUCTION Co. Thursday 


5902 Telegraph Rd., Toledo, Ohio 

TRI-STATE AUCTION CO. 

3021 West Main Ave., Fargo, North Dakota 
TRI-STATE AUTO AUCTION, INC, Friday 
Valley Springs, S$. Dakota 

TULSA AUTOMOBILE DEALER AUCTION Thursday 
Tulsa State Fairgrounds, Tulsa, Okla, 


ART WATSON MOTOR CO. Wednesday 
2979 N. W. 36th St., Miami, Fla. 
WAUSAU AUTO AUCTION Monday 


Highway 29 W. Route 4, Wausau, Wisconsin 


WILLIAMS MTR. SVC. AUTO AUCTION CO. Tuesday 
R.F.D. #11—Hwy. 360 S. of Richmond, Richmond, Va. 


FIDELITY INSURANCE COMPANY OF TENNESSEE 


Stahlman. Bldg.. 


Nashville, Tenn. 
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News to Note... 


AUTOMOTIVE NEWS, JULY 30, 1956 


Auto World in Brief 





TOLEDO. — Another record in 
stock car racing is being set this 
season by Champion spark plugs, 
according to NASCAR records. 

Since the season started at Hick- 
ory, N. C., Nov. 13, every NASCAR 
grand national stock car race run 
through May 30 has been won by 
cars using Champion spark plugs, 
Champion said, The winning cars 
have been Chryslers, Chevrolets, 
Dodges and Mercury. Buck Baker, 
with eight wins, has been the lead- 
ing driver, pushing both Chryslers 
and Dodges to victory for the Keik- 
hafer Mercury Outboard racing) 
team. 

+ + . 


$3.5 Million Terminal 
Opened by Union Oil 

LOS ANGELES. — Union Oil Co. 
has opened its $3.5 million petro- 


leum compounding and packaging 
terminal here. Its blending and/| 





canning capacity is 15 million gal- 
lons of lubricants a year, according 
to the company. 

The terminal’s output will go to 
the export trade and to retail and 
wholesale customers in Southern 
California, Nevada, Arizona, New 
Mexico and Mexico. 

* * a 


AAA Expands Inspection 


To Europe, Mideast 


WASHINGTON. — Inspection 
of overnight lodgings, restaurants 
and travel attractions will be un- 
dertaken in Europe by the Ameri- 
can Automobile Assn. along the 
same lines it has followed for 
many years in this country. 

The AAA has announced it has 
sent the first group of field re- 
porters to cover Europe’s high- 
ways and byways. Starting from 
LeHavre, they will conduct a pre- 
liminary 30-day survey in France, 


Holland, Belgium,:Germany and 
Denmark. Their long range mis- 
sion will be a continuing inspec- 
tion of travel facilities in 24 coun- 
tries of Europe and the Middle 
East. “This service is being ex- 
tended because of the increasing 
importance of motoring by Ameri- 
cans who journey abroad,” said 
Russell E. Singer, AAA executive 
vice-president. 
* * cz 


Jersey City Student Wins 


Brand-Names Essay Contest 

NEW YORK.—Thomas P. Fin- 
nerty, recently graduated from St. 
Peters College, Jersey City, N. J., 
has won the $1,000 top scholarship 
award in the national college brand 
retailing contest sponsored by 
Brand Names Foundation, Inc. 

The prize-winning essay on “The 
Influence of Manufacturers’ Brands 
on Better Retailing” was named 
the most outstanding of 440 
original papers submitted. 

* * + 


Share Files Bankruptcy 
BUFFALO. — A voluntary peti- 


tion in bankruptcy has been filed| 
385 W. 
Batavia, N. Y., showing) 


here by Share Motors, Int., 
Main St., 
liabilities of $97,799 and assets of 





“OK, girls, as soon as he steps 
into the demonstrator, you go out 
and give him the eye.” 





$53,413. Attorney for the petitioner 
is David J. Kulick, Buffalo. 


* * * 


Repossession Service 
Expanded in New York 

NEW YORK. — Automobile Ap- 
praising & Adjusting Associates has 
expanded its facilities to offer a 
comprehensive service to out-of- 





town finance companies who may 
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Prevention’ C Can Save Your life! | 
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regular! 

You can bet your life on Armstrong! 





ARMSTRONG - aes 


Nolon 
Tires 


Only Armstrong gives you this solid 2-way sales punch. First: the 
world’s only tires with “Ounce of Prevention” Safety Discs. Second: the most 
dramatic advertising in tire history. Now reaching more new prospects than ever before with 
full pages in LIFE, POST, LEADING FARM MAGAZINES plus a steady diet of sensational 
TV and Radio spots. All this plus a company financed budget program! Feature the tire that 
makes it easy for you to “up-grade” to a longer profit sale — ARMSTRONG! 
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Home Office, 
@ West Haven, Conn. 


have to make automobile reposses- 
sions in the metropolitan New York 
area. 

Under AAAA’s new program, 
autos are recovered and _ stored 
indoors, mechanics’ liens are inves- 
tigated, insurance matters are ad- 
justed, collision or other damage is 
appraised and competitive bids are 
obtained. 


* * + 
Collision-Insurance Rates 


Slashed in Maryland 


BALTIMORE.—A revision in auto 
insurance rates in Maryland will 
save money for some owners, cost 
others more and result in approxi- 
mately the same revenue for under- 
writing firms. 

Maryland motorists are expected 
to save about $1,400,000 a year in 
costs of collision insurance. Rates 
on bodily injury and property dam- 
age are greatly revised, but the 
overall cost will be about the same. 

+ * + 


Packaging Show Slated 


NEW YORK. — The American 
Management Assn. has announced 
that its 1958 National Packaging 
Exposition will be held May 26-29 at 
the New York Coliseum. 


Goodyear Recapping Plant 


Opened in Cincinnati 


CINCINNATI. — Goodyear Tire 
& Rubber Co. has formally opened 
its $100,000 tire recapping plant 
here. 

The plant has a capacity of 350 
car tires and 150 truck tires per 
week on its current 16-hour-daily 
operation. 

* * * 


13-Inch Firestone Tire 


Offered for Foreign Cars 


AKRON. — Firestone Tire & 
Rubber Co. now has tires avail- 
able for use on 13-inch rims. They 
are being made for owners of 
foreign cars with small-diameter 
wheels. Sizes are 5.20x13, 5.90x13 
and 6.40x13. 

Also available are foreign-car 
tires in 5.60x15 and 5.90x15 sizes. 
American cars now use 15-inch 
tires but some makers will adopt 
14-inch rims for their 1957 models. 


* * * 


Canada Revisited 


OTTAWA. — More than one mil- 
lion vehicles crossed the Canada- 
U. S. border into Canada from U. S. 
in April, almost 7 percent over the 
same month last year, according to 
the Canadian government reports. 
Crossings totalled 1,184,200 com- 
pared with 1,107,900 last year. 


(Continued from Page 12) 
General 

Oct. 10-12 — National Transportation 
Meeting, Society of Automotive Engi- 
neers, Hotel New Yorker, New York. 
Oct. 17-27 — International Motor Show, 
Earls Court, London, England. 
Oct. 21-26—Twenty-third annual conven- 
tion, American Trucking Assns., Waldorf 


Astoria Hotel, New York. 

Oct. 22-26—National Industrial Exposition 
& Management Conferences, Detroit 
Artillery Armory, Detroit. 

Oct. 22-26—44th National Safety Congress 


and Exposition, Conrad Hilton, Con- 
gress, Morrison and LaSalle Hotels, 
Chicago. 

Oct. 23-25—I!th Annual National Protec- 


tive Packaging and Materials Handling 
Exposition, Kiel Auditorium, St, Louis. 

Oct. 29-31—Annual Convention and Ex- 
hibit, Truck Body & Equipment Assn., 
Sherman Hotel, Chicago. 

Nov, 1I-12—National Diese! Engine Meet- 
ing, Society of Automotive Engineers, 
The Drake, Chicago, 

Nov. 7-9—American 
Convention, Hotel 
York, 

Nov. 8-9—National Fuels and Lubricants 
Meeting, Society of Automotive Engi- 
neers, The Mayo, Tulsa. 

Dec. 2-4—Third Annual Auto Trim Show, 


Finance Conference 
Commodore, New 


Sherman Hotel, Chicago. 

Dec. 9-l1—Automotive Warehouse Dis- 
tributors Assn., Inc., Membership Meet- 
ing and Conference, Palmer House, 
Chicago. 

Dec. !i—I7th Anniversary Dinner, Auto- 
mobile Old Timers, Waldorf-Astoria 
Hotel, New York. 

Dec. 28-Jan. 6—Annual Upper Midwest 
Auto Show. Minneapolis Auditorium, 
Minneapolis. 

Jan. 14-18—Annual 


oe. Society of 

Automotive Engineers, The Sheraton- 
Cadillac and Statler Hotels, Detroit. 

Jan.—Sixteenth Annual Convention, Truck- 
Trailer Manufacturers Assn.. Hotel Del 
Coronado, San Diego, Calif. 

Feb. 4-7—National Automotive Acces- 
sories Manufacturers of America Expo- 
sition, New York Coliseum, New York. 

March 11-12—Annual Convention, Cana- 
dian Automotive Wholesalers’ & Man- 
ufacturers’' Assn., Windsor Hotel, 
Montreal. 

March 13-14—National Automotive Serv- 
ice Show, Show Mart Bidg., Montreal. 
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Highways & Safety... 


Take Over Turnpike, 
Legislator Urges Pa. 


PROPOSAL that the State ac- | 

quire the Pennsylvania Turn- 
pike through its State Highway and 
Bridge Authority has been ad- 
vanced by Senator John S. Dent, 
Westmoreland Democrat and State 
Senate minority leader. 

Dent is vice-chairman of a Sen- 
ate committee which is writing | 
recommendations on the future | 
operations of the 400-mile turn- 
pike system, which now is owned 
by the Pennsylvania Turnpike 
Commission. 

“T have a feeling,” Dent said, 
“that the turnpike system in Penn- 
sylvania and elsewhere will end up 
as a free road on the Federal inter- 
state system. It seems to me that 
the first logical step in this transfer 
is to have the Highway and Bridge 
Authority assume control of the 
turnpike.” 


* * * 


E SAID this would involve cer- 

tain refinancing but added that| 
it probably could be obtained at a 
lower rate since authority bonds are 
an indirect obligation of the State. 

The authority is a quasi-public 
corporation which builds major 
highway and bridge projects and 
rents them to the State Highway 
Department. It uses the rental 
income to amortize its bonds. 

Its borrowing capacity now is $120 
million. Dent said an increase in the 
borrowing capacity is all that is 
needed to make the turnpike trans- 
fer possible. 

Refinancing of the turnpike ear- 
lier had been proposed in several 
quarters to permit earnings from 
the profitable main system to be 
shifted to the Delaware River ex-| 
tension which so far has not been 
paying its way. 

* * * 
HE main system extends from 
the Ohio line to Valley Forge 
and the extension runs from Valley 
Forge to the New Jersey line, Un- 
der present agreements with bond- 
holders, main-system earnings can- 
not be diverted until all bonds on 
the main system have been retired. 
Meanwhile, the-turnpike com- 
mission reported its revenue for 
the year ended May 31 was $27.7 








Teen Road-e-o 
Aids 1 Million 
Youthful Drivers 


The National Teen-Age Road-e-o, 
a traffic safety program geared to | 
test the driving skills of teen-agers | 
and test their knowledge of traffic 
rules and regulations, has reached 
more than one million eta 
in the last five years. 

The Teen-Age Road-e-o said it 
gives an opportunity to the ma- 
jority of the nation’s non-profes- 
sional teen-age drivers a chance to 
show their willingness to become 
mature, responsible drivers. 

In more than 2,000 Junior Cham- 
ber of Commerce communities, Jay- 
cees have worked with some 300,000 
teen-agers this year. Teen-agers are 
graded after taking a written ex- 
amination and driving through a 
skill course. Each community then 
sends their first place winner to 
their state Jaycee Road-e-o. 

The top contestant from each 
state then competes in the National 
Teen-Age Road-e-o finals. This year 
they will be held Aug. 6-9. 

Organizations which cosponsor 
the Teen-Age Road-e-o are Liberty 
Mutual Insurance Co., American 
Trucking Assns., and Chrysler Corp. 





Automatic Red Light 
Slows Down Traffic 


KUTTAWA, Ky. — A stop light 
is used by this community to 
slow down motorists entering the 
municipality. The light stays red 
most of the time, briefly turning 
green only when a city-bound car 
trips a switch in the pavement. 

Many motorists are puzzled by 
the light as it is far from an in- 
tersection. Some visitors are in- 
trigued by the light and ask the 
officials about it, some say they 
wish such lights were in their 
city, the officials report. 


Quebec City. It is planned to have 
the text of the manual approved at 
a joint committee meeting at the 
CGRA convention in the fall of 
1957, in Saskatoon, Sask. 

* + 7 


Insurance Not Needed 
If He’s Got $25,000 


A minister wrote Joseph P. Kelly, 
New York State motor vehicle com- 
missioner, to complain that it was 

lion the previous year. against his religious beliefs to carry 

This report also pointed up the| insurance. He asked: if it was pos- 
distressed condition of the eastern| sible to drive and not be insured. 
part of the pike. This section netted; Yes, said Kelly, if he would post 
only $406,853 during the first six} $25,000 in cash or securities with 
months of 1956 while the main syS-| the bureau, or get signers who own 
tem netted $6.4 million. $25,000 in real estate, or post a $25,- 

* * 000 bond with the state. 
® * * 


Canadians to Produce ‘ 
New York U. Offers 


Traffic Control Manual : ; 
The Canadian Good Roads Assn.,| 8 Courses in Safety 
in collaboration with the Canadian New York University has an-| 
Section of the Institute of Traffic) nounced that its Center for Safety 
Engineers has set up a joint com-| Education will offer eight courses 
mittee to produce a traffic control|in safety for the fall term com- 
manual scheduled for publication at| mencing Sept. 24. 
end of 1957. | Fee for all courses is $30 except| 
The first meeting of committee on| Marine Accident Prevention, which| 
Uniform Traffic Control Devices for! will be $40. Students may register! 
Canada has been held. The first) for the course by mail or in person| 
draft of the manual is to be pre-| from 12 noon to 7 p.m. Sept. 17-28,| 
pared for consideration of a com-| Monday through Friday, Saturday 
mittee meeting on Oct. 5, 1956, final| registration on Sept. 22 will be from| 
day of the CGRA convention in| 9:30 a.m. to1 p.m. 


million compared with $23.5 mil- 














American Legion Gets Ford Cars— 


Mississippi Ford dealers again this year presented new cars to officials of the 
American Legion, Mississippi Department, and the Woman's Auxiliary. Taking part 
in the presentation are, from left, Frank Chambers, Jackson, adjutant; O. J. Biglane, 
Magee, Ford dealer; L. V. Pringle, Biloxi, dealer; Herb Mead, Natchez, dealer; June 
Kennedy, Magee, Miss Mississippi American Legion; Jack Pace, Magee, legion com- 
mander; Red Lloyd, Jackson, dealer; Mrs. A. J. Mattox, Fulton, auxiliary president; 
Mrs. A. A. Bush, Laurel, past president; Word Gidden, Yazoo City, dealer; J. M. 
Murphy, New Orleans, Ford factory representative; Ll. M. Box, Corinth, and James 
Estabrook, Ford dealers. 


Put open-vision to work for you 


with a Pittsburgh Store Front 





Brenner Motor Sales, Inc., Toledo, Ohio. 


Store Fronts, on the multitude of Pitts- 


Ts success or failure of any retail busi- 
ness depends in a large measure on 
attracting and holding customer attention 
and goodwill. That’s why many mer- 
chants have enlisted the eye-catching, 
business-building help of Pittsburgh 
Open-Vision Store Fronts. 

When an Open-Vision Store Front is in- 
stalled on a retail store it makes the entire 
store one large showroom, permitting the 
display of much more merchandise. An 
Open-Vision Store Front eliminates the 
sense of division between the sidewalk 
and the store. The eye of the passerby is 
drawn right inside, and the sidewalk 
looker often becomes the inside buyer. In 


PAINTS - GLASS 


ry 


Tiseewwk GR 


addition, a Pittsburgh Open-Vision Front 
marks the store as a progressive establish- 
ment, where up-to-date services and prod- 
ucts will be found. 

For more information on Open-Vision 


Pittsburgh Plate Glass Company 
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Room 6331, 632 Fort Duquesne Bivd., Pittsburgh 72, Pa. 
Please send me a FREE copy of your store front booklet. 


<a 


burgh Store Front Products, send in the 
convenient coupon. We'll also send you a 
free copy of our store front booklet, “How 
To Give Your Store The Look That Sells.” 


TC 
Siig 


DIN 





- FIBER GLASS 
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IN CANADA: 


CANADIAN PITTSBURGH 


INDUSTRIES LIMITED 








16 


AUTOMOTIVE NEWS, JULY 30, 1956 








PY ia ead 

Pasi 3 

ps7 testi 

ley i tel) 

Peet iittala 

PSP ttt miei ay 


Fish 
SERVICE STEEL 
TSE TE ident! 


Pe ig ARS CA) 


ENCOMPANY 


Tt dT 





— MIDLAND | 
WELDING NUTS 
oes Make Tough Jobs Easy! 





ye TIME! 
SAVE TROUBLE! 


SAVE MONEY! 


If you’ve got a product involving metal fabricating, 
fastening or assembling, chances are you can use Mid- 
land Welding Nuts to big advantage. 





They come in all sizes for every-sized job. Welded 
to the part or parts concerned, they don’t have to be 
held while bolts are turned into them. Thus one man 
" can often do the work of two. 


And they’re indispensable when it comes to those 
: tucked away, hard-to-get-at places. Welded in advance 
P to those inside spots where it is difficult—or impossible— 
F for hands or tools to reach, Midland Welding Nuts hold 
P fast while bolts are turned into them. 


If you’re a designer, you'll want to know about these 
time and labor-savers, too. Midland Welding Nuts will 
solve and simplify many of your problems, too. 


, Write or phone for complete information! 
| The MIDLAND STEEL: PRODUCTS COMPANY 
: 6660 Mt. Elliott Avenue * Detroit 11, Michigan 


Y Export Department: 38 Pearl St., New York, N. Y. 


; Manufacturers of 
Automobile and Truck Frames ° Air and Vacuum Power Brakes 
Air and Electro-Pneumatic Door Controls 








| selling of used cars is not the type| 


| work. * * 
‘Control’ Is Important 
“WE ARE of the opinion that the | 


| Motor Co. on its 1958 engine 





Lawsuits Affecting Dealers... 


Court Decisions 





By Leo T. Parker 
Attorney at Law 
ONSIDERABLE discussion has 
arisen from time to time over 
the legal question: When and un- 


der what circumstances is an auto-| 
mobile dealer liable in damages for | 


injuries caused by an automobile 
salesman? 

Last month a higher court an- 
swered this ques- 
tion clearly in the 
case of Horne Mo- 
tor Co. v. Gregg, 
279 S. W. (2d) 755. 

Here the testi- 
mony showed 
that one Spang- 
ler was an auto- 
mobile salesman 
for Horne Motor 
Co. He was com- 

pensated on a 
commission ba- L. T. 
sis. He was authorized to take 
automobiles from the company’s 





Parker 





signed before a new usury law was 
enacted, or a new higher court de- 
cision was rendered, the contract is 
valid and enforceable, although such 
contract now is usurious and u: 
lawful. 

For example, in Universal C.I.7'. 
Credit Corp. v. Leon K, Hall, 279 
are sufficient to create a master-|S. W. (2d) 281, it was shown that in 
servant relationship, imposing lia- | June a higher court in Arkansas 
bility on the defendant company | rendered a decision holding that a 
|for the act resulting in injury to| contract is usurious in which inter- 
| the plaintiff.” ; est is charged on insurance and 

For comparison, see Shedd Co. | S€rvice expenses. 

v. Tichenor, 257 S. W. (2d) 894. In In March a dealer sold an auto- 
this case a salesman owned his | ™obile for $695, less a tradein 

own car and did not use it for allowance of $245 leaving a bal- 
demonstrating purposes. He was | 2nce of $450. The insurance was 
paid by his employer on a com- $122.48 and service charge $56.87. 
mission basis. This $169.35 was added to the 

The higher court refused to hold| Contract price of $450 making a 
the employer liable in damages for| total of $619.35 on which the pur- 
injuries caused by the salesman chaser was charged interest. 
while driving his own automobile.| The purchaser, after having made 
In view of the fact that the sales-|the payment for April, May and 
man used his own automobile and|June, defaulted and brought suit 
had an independent business of his| 2gainst the finance company which 
own, it was decided that the em-|held the papers to cancel the con- 
ployer had neither actual nor poten- | tract for usury, and to recover the 
tial control of the salesman, the|three monthly payments which he 








particular trip involved or the auto- 

mobile which caused the injury. 
As pointed out in the leading case 

of American v. Riplinger, 60 S. W. 


| made on the contract. 

The lower court entered a decree 
|ordering cancellation of the con- 
| tract and the finance company ap- 


used-car lot for demonstration | (2d) 115, if the use of an automo-|Pealed to the higher court which 


purposes, 
At about 7 p.m., Spangler took| 
one of the company cars from the} 


lot for the purpose of demonstrat- | potential control of the automobile} 


ing it the next morning to his son-| 
in-law. On the way home he had 
an accident causing serious injuries | 
to a man named Gregg, who sued} 
Horne Motor Co. for damages. | 

In holding the company liable to! 
Gregg for $6,000 damages, the court 
said: “It seems evident that the 


of occupation wherein the employer | 
would be expected to, or could with | 
any degree of practicability, exer- 
cise close supervision over the de- 


tails of selling. Actual and intimate |! 


control of the employe is not neces- 
sary in the vre-formance of the 


ownership of this automobile | 
and the nature of its use at the 
time of the accident, coupled with | 
the other elements of employment, 


Ford to Employ | 


New Switch on | 


28 Engine Line | 


MINNEAPOLIS. 





| 
A magnetic | 


| “proximity” switch described as a 


“step closer to assembly-line au- | 
tomation” will first be used by Ford | 
block | 
lines, according to Doelcam divi- | 
sion, Minneapolis-Honeywell Regu- | 
lator Co., developer of the switch. | 

George J. Schwartz, division gen- | 
eral manager, said the switches 
program the operations as_ the 
metal part moves from one station 
to another. Any break in the 
sequence is detected and generally 
shuts down the line until the cause 
can be determined and corrected. 

Electronic research engineers at | 
the division, who designed it, said | 
the switch operates like a “mag-| 
netic detective” to locate objects 
containing iron on assembly lines, 
in liquids and moving parts of au- 
tomatic machine tools. 

It has no moving parts. There is 
no physical contact with the work 
piece, detection is accomplished by 
the object’s moving through a 
magnetic field set up directly in 


|front of the switch’s sensing end. 


Ford, Schwartz said, has bought 
2,000 of them. 


‘Road Bureau Shift 
Defeated by Senate 


WASHINGTON. The Senate 
has defeated an effort to establish 
new top-level management for the 
Federal highway program. 

The action came on a suggested 
amendment to the Federal Execu- 
tive Pay Act which would have 
created the position of Federal 
highway administrator to head the 
Bureau of Public Roads. It was 
stricken on a motion by Senator 
Lyndon Johnson, Texas Democrat 
and majority leader. 

The amendment was substantially 
the same as a bill presented by 
Senator Frank Carlson, Kansas Re- 
publican. 


vital importance in furthering the 
business of the employer, actual or 


may reasonably be inferred. 
= * * 


aw Not Retroactive 


CCORDING to a late higher 
£ court decision if a contract was 


| bile at the time of an accident is of| reversed the lower court’s decision. 





| Lowe Estate $281,207 


MILWAUKEE.—An estate of 
| $281,207 has been left by Gordon H. 
| Lowe, (Chevrolet), who died Aug. 
11, 1954, of injuries sustained in an 
aute accident, according to an in- 
ventory filed in County Court. 





Evidence of Optimism? ... 


Virginia Dealers Build 


RICHMOND, Va. — Construction 
and remodeling plans undertaken 
by several Virginia dealers have 
been cited as evidence of optimism 
for the future. 

In Norfolk, Perry Buick, Mer- 
lin Motors (Lincoln-Mercury) and 
Nick Wright Motor Co. (Chrysler- 
Plymouth) have built special fa- 
cilities for new and used cars on 
Little Creek Road. 

Another Norfolk dealership, Brat- 
ten Pontiac, also has moved into 
quarters in the same area. One 
dealer commented: “Military High- 
way will soon be Auto Row, if this 
keeps up.” 

Norfolk Motors (Oldsmobile-Cad- 
illac), also of Norfolk, has com- 
pleted its move into its new build- 
ing. The plant is surrounded by 
customer parking, used-car and 
landscaped areas. 

Across from Washington, D. C., 
Polk Motor Co., Inc. (DeSoto-Plym- 
outh), Alexandria, has started a 
major remodeling project. 

Plans call for a new seven-car 
showroom, additional offices, a 


new reception room and tripling 
the present parts storage area. 
Also in Alexandria, Akers Olds- 
mobile-Cadillac Co. has reported the 
continuing expansion of its plant. 
Latest additions are seven new 





- 4 
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Nightly Prayers Bring Pony— 


stalls in the new and used-car 
make-ready building and surfacing 
and fencing of another new-car 
storage area. 


Sales Manual 


Issued by Dodge 


DETROIT.—Dodge dealers have 
received a new 40-page sales pro- 
motion manual containing “prac- 
tical, proven ideas on the basic 
fundamentals of automobile retail- 
ing.” 

Wendell D. Moore, Dodge assist- 
ant sales manager, advertising and 
sales promotion, said the manual 
was prepared as a reminder of 
many of the tested procedures for 
“separating prospects from suspects, 
and getting their names on the dot- 
ted line.” The manual describes 32 
“Prospecting” ideas, 31 “Local Pro- 
motions” and 22 sales contests. It 
also gives details of a prospecting 
plan for salesman’s wives. 

Fire Damages Streit 

VERNON, Tex. Hank Streit 
Motor Co. (Nash) here has been 
damaged by fire. It was estimated 
that loss would run between $25,000 
and $30,000. 


After the pony she won in a contest sponsored by Bacons' Sales Co. (Ford), Her- 
mosa Beach, Calif., died, 8-year-old Linda Gaboury, Van Nuys, Calif., prayed nightly 


Several highway-user| that somewhere, somehow she would get another. 


Hearing of the girl's prayers, 


groups have opposed “hasty” action| lester Bacon, dealership president, decided they should not go unanswered. When 
on changes in the top echelon in| he made arrangements for her to get another pony, she selected .this black one, called 


the Bureau of Public Roads. 


Chubby. 
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Engineering - Production - Materials 


A Monthly Section Describing and Interpreting Technical Developments 





Automatic Anodizing Process... 





Dial Controls Cycle 
Of Metal Finishing 


ATAWAN, N. J. — A new; 

bypass mechanism automati-| 
cally controls as many as nine or 
more complete metalfinishing | 
processes on a single anodizing or | 
electroplating machine, according | 
to its manufacturer, Hanson-Van 
Winkle-Munning Co. here. 

The new mechanism is a part 
of Hanson’s new “Dial-A-Cycle” 
system for automatic metalfin- 
ishing. This system is controlled 
from a dial on the carrier arm 
that moves parts through pro- 
cessing tanks. 

As unfinished parts are loaded 
on the carrier, the machine oper- 
ator sets the dial for the process- 
ing steps through which the load 
is to move. Automatic conveying 
does the rest, lowering parts into 
the prescribed tanks, bypassing 
others, according to the dial set- 
ting. 

~ * * 

—- of the system is said to 

be a series of limit switches | 
and solenoid-operated setdown| 
flippers that control the action of 
the carrier. Different dial settings 
change the position of a “flag” 
which subsequently contacts or 
passes switches and flippers at'! 
each tank in the metalfinishing 
sequence. 

Advantages cited for the new 
system by initial users include: 
Cost reduction, since a system on 
one machine can do the same 
metalfinishing job formerly done 
by as many as nine machines; 
reduction of labor costs; im- 
proved quality, due to close, au- 
tomatic control of transfer and | 
immersion periods, and reduction 
of maintenance costs. 
Dial-A-Cycle can be used at 
any metalfinishing installation for 
anodizing, electroplating or similar 
processing, and is _ particularly 
valuable when a variety of parts 
requires different processes or) 


colors, the firm reported. 
* + + 





HE first installation was at the | 
refrigerator plant of an appli- | 
ance manufacturer, where 15) 






ations in finishing rather than 
color. However, Dial-A-Cycle can 
be used in conjunction with many 
different dye or processing tanks 
in a single machine, with the con- 
trol dial set to bypass all tanks 
except those required for the par- 


|ticular color or process required. 


The control mechanism, located 
at the back of each carrier arm, 
is set after parts have been loaded 


|at the machine's load-unload sta- 


tion. The operator rotates the dial 
to the setting prescribed for the 
raw parts just loaded. This moves 
a contact flag into one of several 
positions, in which it contacts or 


| bypasses flippers and switches at 


each tank. 
No further manual operation is 
(Continued on Page 25, Col. 5) 





Maintenance Engineers 
Influence Buying 


NEW YORK. — Maintenance | 
engineers are assuming major | 


roles in decisions for purchase 


of plant equipment, according to | 


a study by Clapp & Poliak, Inc., 
New York exposition management 
firm. 

Sixty-six percent of those inter- 
viewed play a major part in pur- 
chase of new capital equipment, 
and 79 percent reported that 
maintenance executives sway de- 
cisions on what brand is to be 
purchased. Asked whether the in- 
fluence of maintenance executives 
on purchasing is increasing or 
waning, 78 percent reported influ- 
ence was on the way up; and 22 
percent said it was about the 
same. 





RISTOL, Conn.—A 16-inch Send- 
zimir cold-rolling mill, which 


New Cold-Rolling Mill 


Associated Spring Installs Sendzimir Machine 
With Cooling Lubricant 


by John T. Benedict 





Engine Spectrometer 


In Use at duPont 


At THE duPont petroleum labo- 
ratory new light is being 
focused on happenings in the com- 
bustion chamber. All who are in- 
terested in the combustion process 
will recognize the significance of 
news that researchers finally have 
overcome problems associated with 
the use of spectrographic tech- 
niques in these studies. 

The apparatus, which I saw in 
a visit to the duPont laboratories, 
is built around a single-cylinder 
| engine. Use of the spectrometer 
| makes it possible to study com- 
| bustion chamber events just 
| prior to detonation in a manner 
never before possible. 
Light is passed through windows 
|in opposite sides of the combus- 
tion chamber going in one 
|window, and out the other. The 
engine is operated in such a way 
as to cause the reactions leading 
|to knock to take place throughout 
the- entire combustion chamber, 
rather than the usual situation of 
having knocking conditions in 
|}only a small portion of the cham- 
ber. 

This is, of course, quite a trick 

(Continued on Page 18, Col. 3) 





percent, 
Barnes, 


according to Carlyle F. 
president, Associated 


different aluminum parts are au-|is said to roll much thinner gauges | Spring. 


tomatically anodized. 

A four-process system was | 
built into the anodizing machine. | 
This permits the company to get 
two different anodizing treat- | 
ments and two types of seal, 
thereby permitting a choice of 
plain or colored aluminum 
finishes — all from a single 
machine, 


of steel than possible before, has 
been placed in operation at the 
Forestville (Conn.) plant of the 
Wallace Barnes steel division of 
Associated Spring Corp. 

The mill is said to be the first 
to use a water-emulsifiable min- 


| eral oil as coolant and lubricant 


for the rolls. 
It is said to be capable of rolling 


x * * 


AvtcMats controls provide, it 
was reported, greater accuracy 
| in the gauge of the steel and more 
| uniformity of thickness across the 
|width of the strip and also along 
| the length, 

| The mill was designed by Arm- 
|zen Co. and built by Waterbury 
| Farrel Foundry & Machine Co., 


This particular installation util-| strip steel up to 13 inches wide| both of Waterbury, Conn. 


izes only one color of anodizing 
dye, since the emphasis is on vari- 


and will increase the steel-rolling 
capacity of the plant by up to 50 


Chicago Firm Announces 
3 Plastic Developments 


HICAGO — Three separate de- 
velopments in plastic materials, 
Processing and fabrication tech- 
niques have been announced by 
Chicago Molded Products Corp. 
They are: First successful ex- 
truded copolymer styrene sheet; 
production of the first linear or 
“low pressure” extruded poly- 
ethylene sheet, and Hasko-Struct, 
a new plastics construction panel 
developed by Haskelite Mfg. Co. 
According to John J. Bachner, 
executive vice-president of Chicago | 
Molded, the extruded copolymer 
styrene sheet, has characteristics 
that will make it useful in machine | 
housings and tote boxes. He pre- | 
dicted many automotive applica- | 


tions, including panels, liners and 
seat skirts. 
7 ” * 

ACHNER said the extruded 

polyethylene sheet would be used 

in packaging industrial and con- 
sumer goods. He named containers, 
specially-formed packages, trays 
and carboys as among the products 
and said that, because of resistance 
to grease, it should be a choice for 
machine housings. 

Bachner said the heavy-duty 
polyethylene sheet can be vacuum- 
formed into complex shapes and 
deep draws. 

Hasko-Struct, Bachner said, was 
developed by Haskelite in coopera- 
(Continued on Page 26, Col. 5) 


About 30 percent of the Forest- 
ville output is used by other 
divisions of Associated Spring, 


Barnes said, for precision 
springs and spring steel 
products. 


The remaining 70 percent goes 
to outside customers such as the 
automotive industry for transmis- 
sion parts, horn brackets, all-steel 
piston rings, wheel clips and other 
parts. 

* ca * 

THER uses, Barnes said, are 

pencil clips, guide bars for 
chain saws and flat upholstery 
springs which are becoming popu- 
lar. 

There are, it was said, about 
50 Sendzimir cold-rolling mills in 
the nation today. The Wallace 
Barnes mill is not the largest 


but is the first, Barnes said, to 
(Continued on Page 18, Col. 4) 
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Gasoline Sleuths | 





Try New Blends 


To Boost Octane) 


102 Rating Called ‘Point of No Return’ | 


For Present Engines, but 


‘Floor May Rise 


By John T. Benedict 
Engineering Editor 


| pallcarage gasoline progress will | 


occur in two stages, with the 
dividing line at the 101 to 102- 
octane level. A study of the latest 
refinery technology developments 
and production plans reveals a 
definite industry capability for 
advancing premium fuels from the 
present 97 octane average to 100 
octane quality by 1960. 

Productionwise, the path to 
be followed up to this point is 
fairly clear, involving widespread 
emphasis on catalytic reforming 
processes, with some use of 
alkylation, polymerization and 
various recycling methods, There 
is general agreement that these 
refinery changes will be accom- 
panied by a shift to higher per- 
centages of aromatic hydrocar- 
bons in the fuel itself, 

For the period of 1960 to 1965, 
however, it is not yet clear how 
the advance of commercial fuels 
from 101 to 105 octane will be 
accomplished. Indeed, on the basis 
of present engine knowledge and 
the status of refinery technology, 
there is considerable doubt that 
octanes beyond 102 can be econom- 
ically justified. 

In terms of refinery costs, the 
move from 97 to 100 octane calls 
for an increase of about 1.2 cents 
per gallon. This three-octane raise 
happens to be approximately equal 
(in added cost) to the seven-octane 
jump from 90 to 97 octane. 

As octanes rise, each increment 
becomes more expensive. It is esti- 
mated, for example, that semi- 
production quantities of 104-octane 
fuel would cost 20 to 30 cents 
per gallon more than _ today’s 

7 * * 








premium gasoline, depending upon 
the amounts involved. 
* * * 


HEN octane quality is raised, 
gasoline cost rises more 


rapidly than engine efficiency. As / 
a result, in every projection of fuel 7 
and engine trends, there always is jf 


a point of “no additional return” 
beyond which it is not economi- 
cally feasible to boost fuel quality. 
Fortunately for long-term prog- 
(Continued on Page 22, Col. 1) 


100-Plus Octane 
Yardstick Set 


For Gasolines 


EW YORK. — A method for ex- 

tending the present gasoline 
rating scale to provide a yardstick 
that can be used to evaluate gaso- 
lines exceeding 100 octane has been 
agreed upon by a committee of the 
American Society for Testing Ma- 
terials. 

The decision was not unani- 
mous but it was said to represent 
the feelings of a large majority 
of those attending. 

It was agreed that it will take 
another year to complete the for- 
malities and to publish details. 


* * ~ 


yous are the points the com- 
mittee approved: 

1. Octane numbers below 100 are 
defined by mixtures of iso-octane 
and n-heptane. There will be no re- 
vision in the scale below 100. 

2. Antiknock values above 100 
octane number will be expressed 
as “octane number.” 

3. Reference fuels above 100 oc- 
tane number will consist of iso- 

(Continued on Page 18, Col, 3) 
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Compression Ratio, Octane Spread— 
This chart showing how compression ratio trends affect octane number requirements 


is the key to understanding why Esso 


adopted the three-grade gasoline marketing system. 


has introduced a “super-premium™ and 
in 1946, the difference in 


required octane number between the average car on the road and the average new 
car was about three octane numbers. Today, it is about five octanes — and in 1961, 
Esso estimates the difference at seven octane numbers. At the level near 100 octane, 
octane numbers are “bigger in terms of cost.” In essence, the idea is to sell the 
octane numbers needed by the most advanced engines, without imposing a cost 
penalty on lower compression designs which do not benefit by the higher quality fuels. 
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Quantity 


PRODUGTION 
a 

GREY IRON CASTINGS 

Ne Om ENON 


LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 


a 


FOUNDRY DIVISION 


pa \ 


Busi 
i. 


CHATTANOOGA 2, TENNESSEE 


SAMPLE 


and 


EXPERIMENTAL 
STAMPINGS 


Engineering Bench and 
Layout Work 


Short Run Stampings from 
Kirksite or Plastic Dies 


If your production plans call for sample 
parts or short run stampings, consider 
the special service Anzick provides to 
fabricate these parts from your own 
ideas. In fact, our skilled craftsmen can 
develop a part all the way from blue- 
print or rough sketch to a finished 
stamping whether it is one piece or a 
hundred. We are at your service. 


ANZICK MFG. CO. 


EXPERIMENTAL DIVISION 
23675 MOUND RD., VAN DYKE, MICH. 





CESSNA AIRCRAFT COMPANY 


"Producers of the World's Finest Executive Air Fleet,” 
offers unusual career opportunities in the Sales and 
; Service division 


REGIONAL SALES MANAGER 


Must be competent pilot. Travel and headquarter in Wichita. 
Must have business management experience. Minimum of 5 
years experience in handling distributor-dealer organizations. 


EXPORT REGIONAL SERVICE MANAGERS AND 
DOMESTIC REGIONAL SERVICE MANAGERS 


Must be competent pilots. A background of aircraft maintenance 
desirable. Travel and headquarter in Wichita. Must read and 
speak Spanish fluently for the export position. 


CESSNA 


If you meet these requirements and are interested in unlimited 
opportunities with world’s leading producer of executive air- 
craft, send your resume and recent photo to: Professional Place- 
ment Supervisor, Dept. AN, Cessna Aircraft Company, 5800 East 
Pawnee. Road, Wichita, Kansas. (No phone calls, please). 


Turnings . 


e e By John T. Benedict 


(Continued from Page 17) 


in itself. Many who have studied 
the combustion process intensively 
for many years will be skeptical 
that it is even possible. In any 
case, there will be much interest 
in finding out just how duPont 
manages to set up such conditions. 
* * * 

OR the time being, we'll have 

to concede the ability to estab- 
lish the desired conditions. As the 
light passes through the mixture in 


absorbed by chemicals present in 
the combustion chamber. 

Light leaving the engine cylin- 
der is converted into electrical im- 
}pulses for automatic recording on 
a strip chart. Combustion chamber 
windows of quartz, rock salt and 
lithium fluoride provide coverage 
| of the ultraviolet, visible and infra- 
| red wave lengths. 

Because each chemical reaction 
in the chamber varies the 
amount of light that gets through 
at different wave lengths, the 
spectrometer can make an auto- 
matic record of changes taking 
place within the chamber. 

As with many other types of 
|} complex scientific equipment, the 
| research difficulties actually begin 
|} after successful solution of prob- 
|lems related to design, installation 
|}and operation of the new devices. 
|In pioneering work of this type, 
data interpretation and accurate 
| evaluation of information obtained 
|\is the real key to utilization of 
|new facilities. 








‘Engineer Devises 
‘Formula to Pick 


| Machine Tools 


CLEVELAND.—An engineer has| 


| devised a means for taking 10 vari- 

ables—such as initial cost, space 
|} requirement depreciation, hourly 
| wages and power consumption—and 


| feeding them into a single formula) 
that will tell management whether | 
and how it ought to select new ma- 


chine tools. 


The formula, expressed in what 


the engineer calls a nomogram, uses 
|lars, square feet, percentage, and 
| kilowatt hours. It has been pre- 
sented by Realf Ottesen, senior de- 
| signer, McCulloch Motors Corp., Los 
| Angeles, in an American Society of 
| Mechanical Engineers paper. 
| The system originally was put 
| into practice when Ottesen was re- 
search head of the Motor Engine 
Manufacturers Institute at Trond- 
heim, Norway. It was used to set up 
| general rules for the retooling pro- 
gram of Norwegian motor manu- 
| facturing plants. 
Ottesen said that the nomogram 
not only allows management to de- 
| termine which machines should be 


replaced and how much their re-| 
placements would cost, but can be) 


|}used to 


the engine, some of its energy is| 





Previously, the problem of identi- 





|such different dimensions as dol-| 


fying these dynamic spectrograms 
and understanding data on the 
strip charts has baffled those who 
attempted to use spectrometers for 
such purposes. A major hurdle has 
been lack of any “yardstick” or 
reference for interpreting the lines 
and squiggles since such re- 
search on combustion phenomena 
never before had been accom- 
plished. 


* * * 


—- to the best of my knowl- 

edge, duPont is justified in call- 

ing its spectrometer the “first of its 

kind.” Now that the preliminary 

“learning period” has been com- 
= * * 


| way until 





Spectrometer— 


DuPont has succeeded in building spec- | 
trographic equipment and a strip chart 
data recorder around a laboratory engine 
for the purpose of conducting studies on 
the combustion process. 


Cold-Rolling Mill 
Uses Oil Coolant 


(Continued from Page 17) 

be designed with all the rolls and 
bearings cooled as well as lubri- 
cated by the same liquid. This 
has about four times the heat 
transfer rate of straight mineral | 
oil, it was said. 

With this increase in cooling 
capacity, the mill will permit 
a greater reduction to be made} 
in thickness of the strip at each 
pass through the mill, Barnes said, | 





| without annealing between passes. 
+ 


* x 


DVANTAGES listed of the 

multiple-roll mill design is that 
the Sendzimir mill virtually elimi- 
nates deflection or bending of the 
roll across the width of the strip, 
Associated Spring said. 

The strip as rolled is almost 
perfectly uniform in_ thickness 
all across its width, rather than 
having a heavy center tapering 
to thinner edges. 
It was explained that the basic 


in holding close gauge tolerance 


|in front of the car occupant. 


pleted, and the equipment is in 
regular use on research projecis, 
it is apparent that some sort of 
“scale” must have been worked 
out for translating the strip chart 
data into useful information. 

The facility presently is being 
used exclusively to determine what 
causes knock and how tetraethyl 
lead and other materials react in 
the fuel to prevent it. 

Success df this installation un- 
doubtedly will pave the way for 
similar facilities in the many labo- 
ratories which long have recozg- 
nized the need for such equipment 
and research techniques. 

af * * 


Seat Belt Wins Out 
In Engineer’s Study 


: OU know,” a vehicle safety 

engineer said to me, “I've 
never been in favor of seat belts.” 
His reason was not that he 
doubted the effectiveness of belts 
— but, rather, that he was of the 
opinion that people simply would 
not bother to use them. 

Being in this frame of mind, 
it was entirely natural that my 
friend should have tried earnestly 
to find some adequate substitute 
that would provide the same pro- 
tection as a seat belt. 

In general, his object in examin- 
ing various devices was to look 
for something that offered no in- 
convenience or restraint to car 
occupants yet afforded protec- 
tion against the damaging “second 
phase” of an accident when pas- 
sengers strike the car interior 
immediately after a crash has 
occurred. 

The search encompassed a wide * 


| variety of hinged pads and pivoted 


devices that are stored out of the 
actuated automatically 
by decelerations or “G” forces that 
cause them to swing to a position 
In 


| most such designs, the object is to 
| provide a “barrier” that prevents 


people from being thrown forward 
violently against the dashboard or 
windshield. 

According to the safety engineer, 


|}one such device looked promising 


in theory, and he was hopeful that 


| perhaps it might have some merit. 


However, further investigation 

caused him to reject this just as 
he had all the others. 
* * = 

Cre compelling reason was the 

advice of a medical expert in 


| crash injury research who asserted 
|that the 


“protective device” in 
question (which would contact the 
chest or abdomen over a relatively 
small area) looked like an ideal 
way to “degut” a person in a 
crash. 

Although appearing to offer a 
possible hazard at the high 
forces generated in severe im- 
pacts, some of the devices did 
seem to be capable of protecting 
against injury when sustaining 
low-level forces in the range of 
two or three “G’s” — such as 
are common in low-speed and 
minor collisions. 

Now, having just about run the 
gamut of currently available ideas 
offered as alternatives to the seat 
belt, my safety-minded friend has 


indicate the company’s! key to a Sendzimir mill’s success| come to the conclusion that he 
| status in terms of expenses, price} 


has seen nothing that is quite 


level, trend of wages and salaries| lies in the method of work roll|so simple and effective as the 


and the cost of modernization. 


in groups of tools and to condense 
the cost of an entire factory into a 
single, although necessarily more 
detailed, nomogram, The technique, 
he concluded, makes it possible to 
determine the whole actual cost 
level of the factory and to indicate 
the profit being made, almost at a 
moment’s notice. 


100-Plus Octane 
Yardstick Set 


(Continued from Page 17) 
octane containing up to 6.0 ml of 
TEL per gallon. 
+. x + 
4, ISO-OCTANE containing 6.0 ml 
* of TEL per gallon will be de- 
fined as 120.3 octane number. 

Further description of the ref- 
erence fuels (iso-octane plus 
TEL) for use between 100 and 
120.3 is expected to be available 
about Oct. 1, 1956. 

The committee reported the de- 
cisions have the support of a large 
majority of manufacturers and con- 
sumers of motor fuels. Those who 
were not entirely in favor indicated 
that they preferred these decisions 
to further indecision. 


support. 
It can be further extended to take | 


New Cold-Rolling Mill— 


standard seat belt installation. 


The new 16-inch. Sendzimir cold-rolling mill placed in operation in the Forestville 
(Conn.) plant of the Wallace Bornes steel division of Associated Spring Corp. is shown 


above. 


The mill is capable of rolling strip steel up to 13 inches wide and will 


increase capacity by up to 50 percent, the firm said. 











THE BEST DEALERS 
SELECT THE BEST 


efficiemcy ___ positive air-power 
actuation plus automatic retraction helps 
men do faster, neater, better work. 


styling. .. clean, functional designcom- 
mands customer confidence. . . transforms 
any lube room into a “service showcase.” 


dependability _.. maintenance 
is the lowest ever recorded for similar equip- 
ment... installation is simple and easy. 


When you are ready to make your lubrito- 
rium a proven “Invitation to New Business,” 
contact your Lincoln Sales and Service 
Wholesaler. He will consider it a privilege 
to serve you. 


*Registered Trade Nome 


..-.-Says President Art Grissom: 

ART GRISSOM BUICK COMPANY, CENTER LINE, MICHIGAN 
“The neat, clean appearance of Lincoln equipment has helped 
build prestige for my business. We have chosen Lincoln equipment 
again and have just installed nine new Overhead Lubreels on the 
basis of past service and performance.” 


Engineers and Manufacturers 


AUTOMATIC LUBRICATING EQUIPMENT 











Hyster Lift Truck Features 
Speed, Maneuverability 


The many operating advantages of the 
Hyster Monomast lift truck are said 
to be available for the first time on a 
pnuematic-tired truck, the Hyster QN-20 
of 2,000-pound capacity at 24-inch load 
centers. 

Powered by an air-cooled Wisconsin 
gasoline engine, the QN-20 Monomast 
is claimed to be an ideal ‘work horse” 
for both inside and outside production. 
Specific operating advantages, the result 
of single-upright “panoramic visibility,” 
include faster load placement, reduced 
driver fatigue and greater safety, it is 
claimed. The complete line of Hyster 
attachments can be readily mounted on 
the attachment carriage. Hyster Co., 2902 
N. E. Clackamas St., Portland 8, Ore. 

¢ 2s 








Helium Lamp Employed 


To Measure Flatness 


Portable “Nth” degree measurement of 
flatness is said to be within the reach of 


structural 





every metal shop with the introduction 
of the Spitfire Mono-light manufactured | 
by Spitfire Tool Co., 2931 Pulaski Rd., | 
Chicago 41, Ill. | 

The unit features a helium lamp con- 
sidered the most satisfactory light source | 
for vultra-precision measurement. This | 


lamp is said to assure accurate measure- 

ments for flatness up to one light band 

{.0000116) or less after minimum practice. 
a Se 7 e 
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Centerless Lapping Machine 
Features Hold-Down Device 


A centerless lapping machine designed 
to offer maximum ease of operation has 
been introduced by Size Control Co., 
2500 W. Washington Bivd., Chichgo 12, 
iW. 

Chief feature of the unit is said to be 
an easily manipulated hold-down device 
by which pressure is applied to the piece 
part being lapped or sized. With this 
device, oversized begrings and gauges, 
bearing races, bushings, shafts, and 
cylinders can be lapped to tolerances 
of .000010 inches or less, it is claimed. 
it can also be used to salvage worn 


gauges by lapping to the next smaller 


size. 
od + * 


Yale Lift Truck Features 
4,000-Pound Capacity 


Yale & Towne has announced the 
development of what it says is the indus- 
- try's shortest sit-down electric lift truck 
fo meet the needs of the general ware- 
houser. 

Overall length of the truck is 67 inches 
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to the face of the fork carriage. This 
short dimension is said to permit opera- 
tion in aisles as narrow as 10 feet 6) 
inches. The truck is being introduced in | 
a 4,000-pound capacity model. Loads can | 
be lifted at speeds from 25 to 30 feet 
per minute, it is claimed. Yale & Towne | 
Mfg. Co., 11000 Roosevelt Bivd., Phila- | 
delphia 15, Po. | 


* 





Two Expansible Compounds 
For Filling, Insulating Voids 


Two thermosetting, self-curing polyiso- 
cyanate foams for insulating and rein- 


| forcing voids between structural members 


are now available from Adhesives and 
Coating Division, Minnesota Mining and 
Mfg. Co., 423 Piquette Ave., Detroit 2, 
Mich. 

Designated as Scotchfoam Brand Ex- 
pansible Compound Type A and Type 1, 
these two products are especially adapted 
to filling cavities where lightweight, 
strength, stiffening, vibration | 
dampening and durability are desirable 
factors, it is claimed. Both compounds 
are two-part liquid formulation which, 
when mixed with a catalyst, can be 


sprayed or poured to the desired areas. 
* * * 





"Ride-It or Walk-It' Tractor | 
Unveiled by Lift Trucks 


The Hydrolectric,, model KTR, tractors | 
are manufactured in 12, 18 and 24-volt| 
systems and are capable of speeds up to 
six miles per hour. 

The control handle is hinged so that it | 
may be brought forward and the truck | 
operated as a hand motorized unit. By | 
pulling the handle back, the operator can | 
control the truck from a standing-riding 
position. On the 24-volt unit, there are | 
three speeds forward and reverse. Lift | 
Trucks, Inc., Cincinnati 14, o. 








Battery Charger Available 
For Rider-Type Lift Trucks 


Previously available only for the walkie- 
type trucks, the K-W Battery Complete 
Power unit has been redesigned to ac- 
commodate rider-type lift trucks, accord- 
ing to the manufacturer, -K-W Battery Co., 
3518 W. Howard St., Skokie, lil. 

The unit has a permanently mounted 
charger, permitting the truck battery to 
be given a power boost whenever the 
truck is not in operation during the day 
or overnight. It can be charged by plug- 
ging the charger into any 110 or 220- 
volt, 60-cycle outlet, it is claimed. 


| The 
| engine shoft, is 








Piston Displacement Indicator 
Makes Oscilloscope Displays 


A SLM high-precision piston displace- 
ment indicator is said to make possible 
direct oscilloscope displays of an engine 
or compressor pressure-volume diagrams. 
instrument, which attaches to the 
“electrostatic” in nature. 


The signal is a function of an electro- 


| static charge on a precision-ground vari- 


able capacitor. This approach is said to 
permit using the instrument for very slow 
engine speeds and to indicate static 
positions on the pistons during calibra- 
tion. Kistler Instrument Co., 15 Webster 
St., N. Tonawanda, N. Y. 

* * * 





Scherr Expands Its Line 
Of Precision Dynamometers 


Engineering and Production 
New Products 


| by position or time, and their action in- 
terlocked in the circuit, Ross said. 
SS aa 








Dillion Force Gauge 
|For 50,000-Pound Tests 


W. C. Dillon & Co., Van Nuys, Calif., 
now is producing a 0-50,000-pound ver- 
sion of their force gauge, said to be 
suitable for a variety of testing applica- 
tions hitherto impractical because of the 
| high range required. 

The instrument is available for either 
| compressive or tensile tests and has 
|@ warranted accuracy of within 1 percent 
of the indicated reading, it is claimed. 
Said to be ideal for conducting tests 
where space is at a premium, the gauge 
lis 5Y% inches high, 3% inches thick, 8 
inches wide and weighs 30 pounds 
the compression model, and 10 inches 

thick and weighs 37 


high, 3%, 
pounds in tensile model. 
* * * 


Packaging Story Told 


| A free copy of “Aersols Unlimited,” a 
| new brochure describing the postwar revo- 
lution in ‘packaging, can be procured from 
Sprayon Products, Inc., 2065 East 65th St., 
Cleveland 3, O. 


in 


inches 
the 





A gram gauge for measuring minute | 


pressures, having a range of .5 to 5 
grams, has been added to the line of 
precision dynamometers produced by 
George Scherr Co., Inc., 200 Lafayette 
St., New York 12, N. Y. 

The Scherr line now covers a total range 
from .5 to 1,000 grams, or its equivalent 
in ounces, using only nine gages. The 


first six gages have a dial diameter of 11 | 


inches and the three larger ones 2'-inch 


diameter. 
* * 


Sequence Air Valves 
Introduced by Ross 


Sequencing type air circuits can. be 
controlled by new sequence valves intro- 
duced by Ross Operating Valve Co., De- 
troit, according to the company. 

The Ross TD and WV sequence valves 
are said to provide for a pre-set pattern 
of operations to be automatically carried 
out by a machine after the operator initi- 
ates the cycle. Cylinders con be sequenced 





Sand Coating Foundry Muller 
Available in Three Sizes 


A sand coating foundry muller, special- 
ly designed for preparation of shell mold- 
ings, has been introduced by Shallway 
Corp., Connellsville, Pa. 


The machine is designed for rapid and 
thorough coating or blending of dry 
foundry sands with either dry or liquid 
phenolic resins for use in shell moldings 
and shell core blowing. The mullers are 
produced in three sizes, with capacities of 
125,300 and 1000 pounds. 

. 








Measures Hot Gas Temperatures— 


Pyrometry instrument for measuring the temperature of hot gases in difficult 
situations where the Gas temperatures and surroundings are constantly changing, -has 
been introduced by Fielden Instrument Division, Robertshaw-Fulton Controls Co., 2920 
N. Fourth St., Philadelphia 33, Pa. The instrument, called a Land suction pyrometer, is 
said to provide accurate measurment of heated gas from 0 to 2,900 degrees Fahren- 
heit. Land suction pyrometer with special shields and ejector are shown above. 
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Broaching Machine Models 


Feature Rack, Pinion Drive 


A line of 15-ton capacity Colonial 
“ElectroGear" dual ram vertical broach- 
ing machine have been marketed. Five 
basic models are available with stroke 
lengths of 54, 66, 80, 90 or 100 inches. 

Outstanding feature of the line is said 
to be its exceptional smoothness achieved 
| through helical pinion rack drives and 
| balanced power loading made possible 
through the inter-action of the ascending 
and descending rams. This smoother flow 
gives broached surfaced improved finish 
with 50 to 100 percent faster cutting 
stroke than was previously possible, it is 
claimed. Colonial Brooch and Machine 
Co., P. O. Box 37, Harper Station, De- 


| troit 13, Mich. 
* * * 





~- 


| Industrial Crane Scale Line 


e* Includes 110 Models 


The Hydroscale line of heavy-duty 
crane scales has been expanded to in- 
clude 110 models with capacities rang- 
ing from 500 to 200,000 pounds. 

The scales can be used on any stand- 
| ard crane or hoist equipment, it is 
| claimed. The lifting eyes on the smaller 
models (up to 4,000 pounds) fit on any 
standard five-ton crane Hooks. The lifting 
eyes on models of greater capacity fit 
on any standard crane hook. Large dials 
are available in three sizes, 12, 24 and 
30-inch diameter, to meet particular read- 
ing requirements. Hydroway Scales, Inc., 
2064 West Eight Mile Rd., Detroit 19, 
Mich. 





Automated Gear Speeder 


Includes Electronic ‘Ear' 
A 
speeder which includes an electronic “ear” 


fully automated Red Ring gear 


that automatically inspects and rejects 
gears based on operating sound level is 
now available. 

Known as model GSR, the unit handles 
the smaller sizes of pinion gears and is 
completely automatic. Gears are auto- 
matically loaded, run in both directions 
in mesh with another gear with or with- 
out brake loading, unloaded and passed 
or rejected by the electronic sound dis- 
criminator, it is said. The sound discrimi- 
nator may be adjusted at any time to the 
range of audible noise frequency and 
intensity desired for rejection, it is 
claimed. National Broach & Machine 
Co., 5600 St. Jean Ave., Detroit 13, Mich. 





nial 
ach- 
Five 
oke 
hes. 
said 
ved 
and 
ible 
ling 
how 
nish 
ling 
t is 
line 


De- 


ear 
or” 
cts 

is 


ns 
ith- 
ed 
lis- 
mi- 
the 
ind 

is 
ine 
ch. 





* for 
tomorrow’s 
® car 





a 
ne 


i ee 


Attraction — Car dealers report the rich, luxurious interiors, made pos- 
sible only through the generous use of stainless steel trim, have a definite 
sales appeal to modern day car buyers. But that’s only half of it! 





Lasting Beauty, that resists corrosion, absorbs abuse and wear, yet re- 
turns to its “new car” brightness and color when wiped with a damp 
cloth, convinces buyers even more that the accent metals of their new 
SHARON STEEL CORPORATION car must be of stainless steel. 
* $horon, Pennsylvania 
please cond Sharonart Surface Rolled Patterns in | A¥fomotive Suppliers: Sharon has, since the beginning, been a prime 
BE | Stcel brochure () Galvanite booklet 0 supplier of stainless steel to the automotive industry. For full informa- 
erietiiegs) Sharon 430 Stainless Steel Folder [) tion in all types of this metal applicable to your industry, contact the 
il f Sharon office nearest you or write direct. 


i Name. 


Positiom___ SHARON STEEL CORPORATION 
so Te Sharow, Penntyloaria 
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DISTRICT SALES OFFICES: CH1icaGo, CINCINNATI, CLEVELAND, DAYTON, DETROIT, GRAND RAPIDS, INDIANAPOLIS, 
Los ANGELES, MILWAUKEE, NEW. YORK, PHILADELPHIA, ROCHESTER, SAN FRANCISCO, SHARON, SEATTLE, 
MONTREAL, QUE., TORONTO, ONT. 
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- Seek Way to Boost Octane... 


Gasoline Sleuths Try New Blends | 


another additive to supplement 
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rapid compression ratio increases 
in recent years. 

“(2) From now on, premiun:; 
fuels high enough in octane num- 
ber to completely satisfy each 
year’s high requirement cars wil! 
be more costly to produce, and 
some added return must be 








ADDED COST: CENTS PER GALLON 


(Continued from Page 17) increase 


|100 octane, with a cost 








ress, the combined effects of ad-|of about three cents per gallon| tetraethyl lead as an octane- 
vancements in petroleum refining} (to the motorist) pa orale | booster. 0) Tt io more cman for 
and automotive engine design tend premium fuel prices. Anticipating the development of both the public and the petroleum | 
to move this economic dead-end to * * & other, more prosaic additives, industry to meet this situation with | 
ever-higher octane levels. OMMERCIAL ilabilit ¢|trade talk hints at “more phos- a choice of three grades of fuel 
Only three years ago, the prac- C area pr en sot . ei phorous compounds” to be an- 1 at three price levels, than to 
ticable octane ceiling was 98. | ~~“ % ahi 0 yr renee ee ‘ nounced soon. One in particular is a attempt to cover it with only two 
Now, it has been lifted to about | reasonable cost increase MUSt/ Ku uted to be the answer to high- | fuels.” 


await further developments along 
two general lines. One approach 
involves the familiar evolutionary 
course in refinery methods—which 


102 octane. Up to this point, the 
motorist conceivably may bene- 
fit by getting more “miles per 
dollar,” despite paying a higher 


compression engine surface igni- 


tion and spark plug fouling. 
Complicating the entire question 
of how much gasoline must be 


Cost Vs. Efficiency— 


These generalized trend curves _illus- 
trate the problem revealed by parallel 


traditional practices of annual up- 
grading in octane quality for regu- 
lar and premium fuels in a two- 


Arguments favoring adherence to | 


price for each gallon of fuel. 
The principal fault with this line 
of reasoning, however, is that it 
assumes the translation of higher 
octanes and added engine efficiency 
directly into fuel economy improve- 
ment. If past history of the auto 
industry is any guide, this ap- 
proach is not likely to be followed 





is certain to bring greater use of 


alkylation, polymerization, isomer- 


ization and recycling processes as 


the petroleum industry advances 
beyond the capabilities of catalytic 
reforming techniques. 

The other broad avenue of 
research that is likely to yield 
its fruits in time for the advance 


analysis of sharply rising refinery produc- 
tion costs per gallon and a slackening 
rate of increase in engine efficiency with 
higher octanes and compression ratios. On 
the basis of present knowledge, the “point 
of no return" is shown by crossing of the 


|two lines at about 102 octane. 
* * * e * ¢ 


produced at each octane level, and 
how soon, are controversial mar- 
keting innovations which threaten 
to upset traditional concepts of a 
two-grade “regular and premium” 
system. 


Two-Grade System |ments against continuance of the 





grade marketing system center 
around alleged advantages in com- 
parison with what is termed ex- 
cessive complication and expense 
entailed in any of the currently 
proposed departures from this sys- 
tem, 

In a rebuttal to these views, 
Esso declares that, to provide gas- 








in the choice between “more per-| beyond 102 octane is the develop- | two-grade marketing system. fom ; 
formance or more miles per] ment of so-called “octane im- Future In Doubt | Esso says: “Briefly, our studies oe aie ema pon ol ab ng Ba 
gallon.” | provers.” Companies pursuing N ITS summary of reasoning! show that: (1) In terms of octane ee. > “s 
5 ; . —- : try investments would amount to 
Known refinery methods make it| this goal are highly secretive behind the decision to adopt a | requirements, the latest model cars $3 billion for the two-grade system 
possible to plan for large-scale| about their progress, but it is | three-grade system, Esso does a|are moving rapidly away from the me -19: + iy 
: . . : . as against $1.6 billion for a three- 
gasoline production at slightly over| believed that they are seeking | neat job of presenting the argu-| average car on the road, due to grade setup 
ed oe oe — eee eS : » 
| . @ . 
JBLIC reaction to the Esso 
Standard Oil Co. three-grade | 
system and Sun Oil Company’s ex-_ | 
periment with special five-grade 
custom-blending pumps is being 


closely watched by the petroleum | 
and auto industries. 


Departures from the conventional 





two-grade system have been 
spreading since the original Sun | 
|}and Esso announcements earlier 
this year. Two additional converts 

to the three-grade marketing idea 
are Standard Oil of Kentucky and 
Humble Oil & Refining Co. in | 
Texas. 


Despite their growing scope, 
| these essentially are localized 
| marketing developments, with 

effects confined to limited areas. 
Thus far, none of the major oil 
companies with nationwide dis- 
tribution has made any public 
| move to discard the two-grade 
| system, 
| Currently, the outlook is for 
these organizations to move as 
rapidly as possible in upgrading 
their present regular and premium 
| grades. The objective will be two- 
fold: To satisfy the requirements 
of the highest possible percentage 
of cars on the road, and thus | 
resist any buildup of public 
j}demand for a “super-premium” j 
| fuel. | 


| A typical example of this school 
of thought is the major oil com- 
pany that is basing its facilities 
| planning on contemplated market- 
ing of 100-octane premium and 94- 
octane regular gasolines in 1958. | 
An interesting variation from 
general industry ideas is the | 
alleged intent of an Eastern re- 
finer to market 100-octane clear 
(unleaded) fuel later this year. 
Although regarded as a compara- 
tively expensive procedure, such an 
approach admittedly may offer a 
sales advantage which can be 
exploited among those car-owners 
who still retain a prejudice against 
metallic octane additives, 1 
Remote as they may seem to an 
engineer who primarily is inter- 
ested in fuel octane number, vapor 
pressure, volatility range and 
clean-burning properties, these 
| marketing considerations do have 
a vital bearing on any analysis of 





® Grilles in corrosion-resistant, 
gleaming gold, satin or 
bright aluminum finish 


-@Hood ornament in finely 
textured satin finish 


® Moldings in buffed mirror- 













bright finish Me 
| gasoline composition and perform- , 
® Name plate or insignia in | ance trends. 

gleaming gold From the _refinery economics 
jo © Bumper bars in chtomium- | standpoint, it is one thing to pre- 
: . pare for production of a “super- 
This car has 35 pounds of sales appeal ploteid lightweight alvaioum ass See, peaguction of 6 Cuuper- 
castings of 10 to 20 percent — and it is an 


~~ entirely different matter to plan 
for large-volume “premium” re- 
fining at the same octane level, 
with sales in the range of 35 to 50 


percent of total gallonage. 
* * * 


If you aren’t selling the 35 pounds of aluminum in the average 
1956 car, it’s a cinch your competitors are. One car uses 190 
pounds of aluminum. 

Virtually every car maker uses aluminum for trim... and that’s 
where it makes its biggest sales impression. Point it out to your P . C ds h 
prospects. Tell them it can’t rust, corrode, peel, blister . . . because - Yosie Guida the Best mary Sampemes Senge 
it’s solid aluminum through and through. in Abvimnn: ead J. To Promote Cleanliness 

Tell them it will stay new looking and lustrous for the life of eee x ar a. ro — re _ —. 
the car with only occasional washing with clear water. Stubborn ese iin an aM & tadant th ne t 
film can be removed with mild soap and warm water. There’s no would vie with the _ still-to-be 
scrubbing or hard work needed. No abrasives, chemicals or perfected organic octane improvers 
harsh detergents. for —_ ee a } 

Alcoa does not make. automotive trim, but Alcoa® Aluminum is ieniiade oa ae caeaeied nomena 
widely used.in today’s cars. Be sure to tell your customers more development of a “true purging 
about its advantages and how to care for it. Aluminum Company 
of America, 2192-G Alcoa Building, Pittsburgh 19, Pa. 


THE ALCOA HOUR 
TELEVISION'S FINEST LIVE ORAMA 
ALTERNATE SUNDAY EVENINGS 





compound.” 
Attainment of these research 
goals promises far-reaching 
(Continued on Page 23, Col. 1) 
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Seek Way to Boost Octane... 





Gasoline Sleuths Try 
New Blends of Fuel 


(Continued from Page 22) 


implications in freeing engine , 
designers from compression ratio 
limiting effects of engine de- 
posits. 

At present, the consideration of 
deposit buildup is one of the major 
problems in combustion chamber 
design. With a trend to higher 
compression ratios and an indica- 
tion of higher aromatic content in 
future gasolines, it is anticipated 
that this may become even more 
of a problem than it is today. 

In addition to their other detri- 
mental effects, the deposits cause 
detonation and surface _ ignition. 
These normally are a handicap 
because they increase an engine’s 
octane requirement. 

Actually, it is common practice 
to take this into account in engine 
design and provide a lower com- 
pression ratio than would be pos- 
sible with a clean combustion 
chamber. This is done to compen- 
sate for the detonation effects of 
deposits. 

* * * 

DEALLY, there is the equivalent | 

of a five-octane gain to be had| 
from an additive that would con-| 
tinually purge the engine of both 
carbon and lead deposits. 

Designers would be freed of the | 
present limitation imposed by the | 
knowledge that an engine’s oc- | 
tane requirement increases dur- | 
ing the first 3,000 to 9,000 miles | 
of service. 

In reviewing gasoline octane} 
trends and predictions, an engine | 
designer has a passing interest in| 
references to peak values and pays | 
considerably more attention to na-| 
tionwide averages—but he is most} 
interested in knowing where the} 
“octane floor” is at any given time, 
and how fast it is likely to rise. | 

Since cars must be built with the 
capability of traveling anywhere 
in the country and operating satis- 
factorily on fuels locally available, | 
the engineer is vitally concerned | 

with knowing what the lowest oc-| 
tane values are. 

He doesn’t want to be in the 
position of the six-foot man who 


drowns while fording a stream 
whose average depth is only five 
feet. 


* * = 

Octane ‘Floor’ Moves 
Significantly Upward 

HE octane floor, variously re-| 

ferred to as in the “Kansas City 
or Tulsa” area, recently has taken 
an important jump from 94 to 96 
octane premium. Such develop-| 
ments have been encouraging to 
engine builders, who are not bas- 
ing ’57 plans on immediate national 
availability of three-grade or mul- 
tigrade gasoline outlets. 

Predicated on general availability 
of premium gasoline at the 97% 
octave level, designers have boosted | 
engine specifications from _ one- 
quarter to one-half a compression | 
ratio in the 1957 cars. Compression 
ratios in the range between nine| 
and 10 to one will be common, with | 
options up to possibly 10% or10%:1 
offered on a few makes. 

In automotive design and gaso- | 


line octane distribution, the fa- 


miliar “altitude effect” is, of 
course, taken into consideration. 
The octane requirement of a ve- | 
hicle is lowered when compari- | 
sons are made at higher altitudes. | 
In Denver, for example, at an ele- 
vation of 5,000 feet, 95 octane fuel 


will satisfy a car that normally 





Molding Unit Makes 


34-Inch Castings 


ELLWOOD CITY, Pa—A shell 
molding machine 18 feet long and 
weighing more than four tons 
has been installed by National 
Tube division, U. S. Steel Corp. 
The two-station unit will pro- 
duce castings up to 34 inches 
square on three-foot-square pat- 
tern plates. 

The machine, Model HOM-10, 
was built by Shalco Engineering 
Corp., Connellsville, Pa. Shalco 
said it has the largest pattern 
frames the company has yet pro- 
duced. 





requires 100 octane gasoline at 
sea level. 

In 
“octane ceilings,” a figure of 105 
or 106 octane usually is referred to 
as the “absolute limit” for a prod- 
uct in the normal motor fuel dis- 
tillation range. To back this state- 
ment, mention often is made of 
aviation gasolines—which reputedly 
would rate at about 105 octane 
when translated from the conven- 
tional “performance number” speci- 
fication. 

There is little evidence of pres- 
sure to raise the presently agreed 
upon limit of three millileters tetra- 
ethyl lead per gallon in automotive 
fuel. One reason is that the addi- 
tive has diminishing effectiveness 
for each succeeding amount. 

2 cad = 


O ONE doubts that lead will 
continue to be needed and used 


speculation about ultimate | 


| 
|right up to the three millileter 


limit. But, in thinking toward the 
| far-distant 105 to 110 octane era, it 
jis thought in some quarters that 
the pattern well may be: Refining 
| to the limit of clear octane quality, 
plus three millileter tetraethyl lead 
—plus a shot of the mysterious new 
“octane improvers.” 

Returning to a more practical 
vision of something that may be 
commercial in the period five to 
10 years hence, it may be inter- 
esting to take a look at the analy- 
sis of one company’s prototype 
for 104-octane gasoline. 

Now being made only in pilot- 
plant quantities, this is a highly 


| aromatic blend which also contains | 
much larger percentages of alky- | 
lates and other paraffins than pres- | 
ent-day fuels. This particular| 


breakdown shows 44 percent aro- 

matic hydrocarbons, 27 percent iso- 

pentane, 21 percent alkylates, and 

22 percent toluene. Olefins are used 

in amounts of only 1 to 2 percent. 
« * * 


| 104-Octane Prototype 


|Too Expensive To Burn 

AS SUPPLIED for research pur- 
poses, this gasoline costs 40 

cents per gallon in tank-car quan- 

| tities. In large-scale production, 

|with present refinery technology 


|methods, 


| teristics, 


j}and the most advanced known 
|methods, it is estimated that such 
|}a@ fuel still would cost (at the re- 
|finery) about 10 cents per gallon 
|more than current premium gaso- 
| lines. 

In accounting for the increased 
| costs of producing gasoline, con- 
| Sideration must be given to re- 
search and development expense, 
cost of new equipment and added 
| Operating costs with the new tech- 
| niques. 

However, the major factor 
| probably is the steady downward 
trend of “yield” (percentage con- 
version of crude oil to gasoline) 
that is characteristic of extreme 
high-octane refining. 

Despite this obstacle, theré is 
universal agreement that coordi- 
nated trends will continue toward 
higher compression ratio engines 
and improved antiknock quality | 
gasolines. 

Important areas of disagreement | 
and discussion include: Marketing | 
shift in hydrocarbon | 
blends comprising gasoline, distilla- | 
tion curve and other fuel charac- 
what to do with engine | 
efficiency gains and when to stop 
raising octanes. 

In many circles, there is genuine 
concern that intense competition in 

(Continued on Page 24, Col. 1) 








| Machinery Co., 


| %-inch machines. 


| World's Biggest— 


14-inch Bolt- 
the Cleveland 
Cap Screw Co., Cleveland, by National 


When completed, this 
maker, being made for 


Tiffin, O., will be the 
world's largest cold-forging machine. The 
largest Boltmakers now in use are only 
The new machine, 
weighing 196 tons, will make 400 giant 
cap screws and consume a ton of steel 
every 10 minutes. 








Kelsey-Hayes helps Bell 
put whirlwind power in the 47-G 


1,800,000 cu. ft. of air per minute! That’s the amazing 
downwash of the Bell 47-G Helicopter. Power to propel this 
versatile rotorcraft flows smoothly through a precision- 
geared transmission produced for Bell by SPECO, the 
Steel Products Engineering Division of Kelsey-Hayes. For 
over 40 years, the manufacture of precision gears and 
gear assemblies for aircraft has been a SPECO specialty. 


KELSEY-HAYES 


Keisey-Hayes Wheel Co., Detroit 32, Mich. - Major Supplier to the Automotive, Aviation and Agricultural industries 


TEN PLANTS j/ Detroit and Jackson, Michigan; McKeesport, Pa.; Los Angeles, Calif.; Windsor, Ontario, Canada + 
(French & Hecht Farm Implement and Wheel Division) « Springfield, Ohio (SPECO Aviation, Electronics and Machine Tool Division) 





Crop destroying pests—gone with the whirlwind. 


bomb hoists, gun turrets, 







Bell 47-G transmission is one of over 100 parts pro- 
duced by Kelsey-Hayes for the 47-G helicopter. 
Other products for the aviation field include acces- 
sory gear assemblies, actuators, computers, controls, 


radar tracking and scanning 


assemblies, power recovery units, compressor rotors 
and turbine sections, blades, buckets, vanes. 


Davenport, Towa 
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Gasoline Sleuths Try New Blends 


(Continued from Page 23) 


the oil and auto industries may 
continue present trends beyond the 
limits of economic justification. Up 
to the present time, this has been 
no problem—as indicated by the 
capsule comment that “two gallons 
of gas now do the work of three.” 
bg a * 


MAN* types of calculations and 
graphs are available to show 
the increased value of higher anti- 
knock fuels, in terms of better fuel 
economy. One widely used (but un- 
published) set of curves expresses 
the relationship in terms of cents 
per gallon and includes an adjust- 
ment factor for rear axle ratio to 
maintain constant acceleration abil- 
ity between 20 and 60 m.p.h. 


At constant axle ratio, it was 
found that 100 octane fuel is 
worth 3% cents per gallon more 
than 90 octane. Allowing for the 
trend in rear axle ratio, it is 
worth 5% cents more. 

The same chart shows another 
curve representing increased cost 
of making gasoline with quality 
above 90 octane, This reveals that 

the refinery cost for 100 octane is 
24 cents per gallon over that for 
90 octane. 


The conclusion is that 100 octane | 


is economically justified, since the 
added cost is less than the 3% cents 
per gallon saving due to increased 
compression ratio and reduced fuel 
consumption when rear axle ratio 
remains constant and much less 
than the 5% cents per gallon saved 


due to higher fuel mileage when| 


axle ratio is adjusted. 
* a « 


11:1 Ratio Seen 
Commonplace in 1960 


ee pinned question is: When | 


will premium gasoline of 100 
octane and engines requiring such 


fuels be in substantial production? | 


A consensus says that, by the end 
of 1960, most premium gasoline 


will be at the 100 octane level; and | 


a high percentage of cars in pro- 
duction will have a compression 
ratio of 11 to 1. 

With rising octanes bringing 
changes in gasoline composition, 
there is a primary need for main- 
taining over-all volatility balance 
while providing fairly uniform anti- 
knock quality in hydrocarbon con- 
stituents across the entire boiling 
range. 

Indications are that the all- 
important distillation curve is due 
for only gradual changes. To a 


certain extent, there is a conflict 


here between the interests of the 
car makers and the gasoline 
makers, 

The auto 
lock, starting and warmup troubles 
if “front-end” fuel volatility is 
raised; and, at the same time, is 
worried about crankcase dilution 
and deposit-forming tendencies of 
the extremely high-boiling “heavy 
ends” that some refiners allegedly 
would like to blend into gasoline 
stocks. 

The petroleum industry is under 
terrific economic pressure to use 
more of the plentifully available 
and relatively inexpensive (but 
highly volatile) butanes and other 
low-boiling blends — and, at the 
same time is faced with an increas- 
ing proportion of aromatics and 
high- boiling reformates in_ its 
stocks. 

A further complication is the styl- 


Standard Maps 


Improvements 


JENKINSTOWN, Pa. — Stand- 
ard Pressed Steel Co. has an- 
nounced a long-range program of 
improvement of plants and facili- 
ties on both coasts and in England 
and a plan to prevent it from im- 
posing heavy extra duties on the 
company’s regular management 
team. 

In line with the program, the 
company has named Frank Kauf- 
man to newly created post of 
director of plant improvement. 
Kaufman is vice-president in 
charge of product engineering for 
Cleveland Cap Screw Co., Cleve- 
land, an SPS subsidiary. 


industry fears vapor | 











ing trend to lower hood lines, plus 


tage of 100-octane gasoline, com- 


the mushroom growth of power ac-| bustion chamber design rates as 


cessories and air conditioning that 
dump more heat into the ever- 
more -crowded engine compart- 
ments. The result is certain to be 
higher underhood temperatures, 
which the fuels of tomorrow are 
going to have to live with. 
” * v 


AKING all this into account, 

and allowing for the probable 
effects of positive-pressure fuel 
systems on gasoline characteris- 
tics, it seems likely that there will 
be a gradual tendency toward more 
volatile fuels with slowly rising 
vapor pressures, coupled with a 
possible long-term raising of the 
“90 percent point” and “end point” 
as refineries blend in more of the 


| high-boiling hydrocarbons. 


A study of future fuels is, of 
course, intricately bound in with 
an appraisal of future engines. 
In achieving successful engine 
designs to take maximum advan- 


the most important factor. 


Already, emphasis is being placed 
on designs that promote charge 


turbulence and reduce flame travel. 
Particular attention is given to the | 


| problem of designing chambers that 


minimize deposit-forming tenden- 


cies, as a means of controlling the | 
| octane requirement increase in 


service. 

When compression ratios of pres- 
ent engines are raised experiment- 
ally, tests disclose a wide variance 
in power and fuel economy gains. 
Increased friction and the need for 
stronger components are just two 
of the problems to be overcome. 

In the final analysis, capabilities 


}of the engine designer and manu- 


facturing quality control to reduce 


production-engine tolerance spread, | 


will be the controlling factors in 
determining what is accomplished 
with the valuable octanes in the 
upper nineties and the future “cen- 
tury series” gasolines, 


—e 








So 


| Snyder Tool Completes Plant Expansion— 


Special machine tools assembled during the first month of full operation in the 
newly expanded Snyder Tool & Engineering Co. plant in Detroit are loaded on trailers 
for delivery. The plant expansion, largest in the firm's 30-year history, represents a 
50 percent increase in floor space for the production of automated and special 
machine tools. Transfer-type tools up to 250 feet long and 25 feet high can be 


| assembled in the new area. 








Babs America is your 
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In your own community, in America 
as a whole, AC Quality Products are 
Original Equipment on better than | 
90% of all cars produced! 


From the Golden Gate to Key West, you can look at 
any parking lot . . . any crowded highway . . . or 
count off the cars and trucks as they come into your 
own shop. 


Nine out of every ten of those vehicles are factory- 
equipped with AC Quality Products! 


Translate that figure into totals and you get more * 
than 53,000,000 AC-equipped cars and trucks in 
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ng Briefs 





Tube Manifold Opens 


New One-Floor Plant 


NORTH TONAWANDA, N. Y. — 
Tube Manifold Corp., fabricator of 
tubular products, has opened a new 
plant covering 82,000 square feet of 
manufacturing space. 

New manufacturing equipment 
includes latest-type automatic hy- 
drogen copper brazing furnaces, a 
complete conveyorized materials 
handling system and other facilities 
providing a continuous flow, one- 
floor production layout. 

> * * 


American Brass Begins 


$25 Million Aluminum Mill 


TERRE HAUTE, Ind.—American 
Brass Co. has broken ground for a 
$25 million aluminum integration 
plant on a 315-acre site near here. 
It is expected to be in production 
by the third quarter of 1957. 

James F. Ackerman, formerly 
vice-president of the company’s 
Torrington (Conn.) division, will be 


America today! And, that means the greatest market 
and the greatest potential in the world because, as 
you know, buyers tend to replace with original 


equipment parts. 


| 
|in charge of the new facility. | 
| American Brass is a subsidiary of | 
| Anaconda Co. 

(a + * 


| Alloy Leases New Plant 


| Replaces 2 Ohio Factories 


CLEVELAND. — A new 23,000} 
square-foot plant here has been} 
leased by Alloy Precision Castings | 
| Co. | 

Operations began July 15, 1956,) 
and all production facilities from 
| Alloy’s two other Cleveland fac- 
|tories will be moved to the new 
plant. 

* * 


| Sproul, Stough, Boucher 


|To Head New GE Sections 


| SCHENECTADY, N. Y.—General 
Electric’s direct current motor and 


+ 


erators, Francis J. Boucher. 


generators, Lyman E. Sproul; me-| 
dium director current motors and} 
generators, Paul S. Stough, and air- 
craft and specialty motors and gen- 





U.S. Honors Norton | 
WORCESTER, Mass, — Norton | 


| Co. has received the Department of 


Defense Reserve Award which was 


|set up to honor companies whose 
| policies toward employe-reservists 
| serve to encourage participation in 


reserve activities. The award was 
presented by Rear Adm. John A. 


Snackenberg, commandant, First 


Naval District. 
* + * 


Technical Program Kit 
Available from ASTE 


DETROIT. — Availability of the| 
second in a series of technical pro-| 


gram kits has been announced by 


| the American Society of Tool Engi- 


| generator department has been re-| 


| aligned to include three new prod- 
uct sections. 

The new sections and their man- 
agers are speed variators and 
|small direct current motors and 


Could anyone ask for a bigger selling advantage? - 


Get set for your share of that tremendous market. 
Stock AC ... sell AC. Nine out of ten of your 


customers want AC! 


DIVISION OF GENERAL 


Watch 
BIG TOWN 
on NBC-TV 


MOTORS 


neers. 


The kits are designed for presen- 
tation to an audience by any quali- 
fied individual in the field of engi- 
neering. Each kit includes: A 
speaker’s manuscript, visual aids 
(slide films) and up to 25 free copies 
of the program for distribution to 
the audience. There is no charge 






















“Just let some jerk forget to 
dim once!” 





for the kits except return postage, 
insurance for slides and additional 
program copies. The new program 
is entitled “Process Analysis and| 
Control” and discusses detailed 
planning required for the manufac- | 
ture of a typical mass-produced 


—_ 








25 


part. Included are the personnel in- 
volved and their function, master 
route sheets, the six steps involved 
in planning a process, and a discus- 
sion of “how to do it” involving an 
actual case history. 

* * 


Canfield Expands 


BRIDGEPORT, Conn. — H. O. 
Canfield Co., maker of rubber prod- 
ucts and components, has expanded 
its research and development unit 
with the addition of chemists and 
engineers. The firm has also pur- 
chased new equipment and com- 
pleted new tool designs. 

* * * 


Timken Picks Alloy as Rep 


DETROIT. — Alloy Steels, Inc., 
Detroit, will distribute Timken 
graphitic steels in the Detroit area, 
according to the Timken Steel divi- 
sion of Timken Roller Bearing Co. 

+* * * 


Wettlaufer Expands 


DETROIT. — Wettlaufer Engi- 
neering Corp. has acquired a sec- 
ond plant at 19800 W. Eight Mile 
Rd. 


* 


* » * 


Deutz Sales Jump 


NEW YORK. — U.S. sales of 
Deutz air-cooled diesel engines in 
the first four months of 1956 were 
75 percent ahead of the correspond- 
ing 1955 period, according to R. D. 
Friedlander, general sales manager, 
Diesel Energy Corp. The company 
is U. S. representative and importer 
of the engines produced by 
Kloeckner - Humboldt - Deutz AG, 
Cologne, Germany. 


* > * 


Cole-Hersee Expands 
Purchasing Engineering 

BOSTON.—Cole-Hersee Co., man- 
ufacturer of automotive electrical 
equipment, has opened a new and 
enlarged office area for its expanded 
purchasing and engineering depart- 
ments. 

The new area adds more than 
2,000 square feet to the administra- 
tive floor. 

. 


* . 


Michigan Firm Wins 

License from Nylok 
BIRMINGHAM, Mich. — Forma- 

tion of Nylok-Detroit Corp. to man- 


ufacture. and market self-locking 
screws, bolts, nuts and other 


standard and special threaded parts 

under license by Nylok Corp. of 

New York has been announced by 
(Continued on Page 26, Col. 3) 
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Dial is Set— 


Parts are loaded onto 


anodizing 
machine, shown above, that utilizes the 


new ‘“Dial-A-Cycle” bypass mechanism 
manufactured by Hanson-Van Winkle- 
Munning Co. The firm said operator 
is able to set the dial at start of cycle 
and the carrier then bypasses or lowers 
parts into tanks by means of switches 
contacting dial at each tank. 
o>. ¢ 


Metal Finishing 
Controlled by Dial 


(Continued from Page i7) 
necessary until finished parts are 
unloaded. With bypass features of 
the system plus timing and process 
control features of the H-VW-M 
machine, an almost infinite combi- 
nation of sequences and dwell 
periods for cleaning, rinsing, etch- 
ing, anodizing, plating, coloring 
and sealing can be achieved. 
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Jones & Laughlin's New Galvanizing Line— 


Shown is a scale model of Jones & Laughlin Corp.'s new $6,250,000 continuous 
hot-dip galvanizing line which has a rated capacity of 7,000 to 8,000 tons a 
month. In operation, sheet steel enters the 610-foot line at the payoff reels, right, 
and then goes through the following: Shear, welder, No. 1 loop car, tension control, 
flame heater, reducing furnace, coating unit, cooling tower, levellers, chemical 
treatment and No. 2 loop car. Galvanized sheets shipping as coils then go to the 
reels while galvanized shipping as cut-length sheets go through the haliden shear, 
sheet leveller, sheet printer, and are piled on the prime piler. 


Motor Wheel Buys Delaware Plant Site 


LANSING. — Motor Wheel Corp.!| will be a one-story structure, con- 
has purchased a 33-acre tract of); taining approximately 100,000square 
land near Newark, Del., for the site| feet. Cost of the plant and equip- 
of a new plant to manufacture auto-| ment is estimated at $3.5 million. 
mobile wheels, hubs and drums. 


Engineer 


(Continued from Page 25) 


R. B. Wallace, president of the new | 
concern located here. 

Facilities of the new corporation | 
include special automatic proces-| 
sing equipment designed to insert) 
the nylon pellets in any standard | 
or special threaded part for both| 
long and short run production re- 


quirements. 
+ * + 


$1,000 Prize Offered 


DETROIT.— Cadillac Plastic & 
Chemical Co. has offered a $1,000 
prize to the designer of the best 
thermoplastic rod or tube applica- 
tion now in production or tooling. | 
The contest closes Sept. 30. A paral-| 
lel contest for students carries a 
$250 prize. 

* * * 


84-Station Machine 


DETROIT.—A 100-foot-long, 84- 
station segmented transfer machine 
that machines, washes and air tests | 


facilities. The quality control de- 
partment also is undergoing reor- 


n g B r i e f S | ganization and expansion. 


Scholarship Program 


Expanded by Ethyl 

NEW YORK.—An expanded pro- 
hour at 75 percent efficiency has| 8tam of aid to education, including 
been designed and built by Snyder|for the first time graduate fellow- 
Tool & Engineering Co. ships, has been announced by Ethy! 

ae ie Th $50,000 ill 
e \ program will provide 
Powerfire Adopted 18 graduate research fellowships in 
TOLEDO.—Powerfire, a new elec-| chemistry, chemical engineering and 
trode alloy which is said to increase| mechanical engineering; three 
spark plug life, has been adopted! graduate fellowships for college and 
by Champion Spark Plug Co. It| high school science teachers, and 
was developed by Champion engi-| five undergraduate scholarships in 
neers and has shown in tests that | chemical and mechanical engineer- 
it will withstand up to 200 degrees| ing. The awards will be made at 24 
more temperature than previous! institutions. 
materials, the company said. 

+ + * 


* = 
| Arvin Research Center 


LeRoi Begins Expansion | Planned in Indiana 
| COLUMBUS, Ind. — Plans have 


Of Milwaukee Plant 
MILWAUKEE. —A _ $5.5 million | Peen announced by Arvin Indus- 


engineering and research expansion|tties, Inc. for the opening of a 
program has been started by the|€W research and advanced engi- 
LeRoi division of Westinghouse Air| "eering center here. 


| Brake Co. at its Milwaukee plant.| The laboratory will house some 


As part of the expansion, the| 40 researchists whose activities will 


Plans call for the plant to be in| 
production by the spring of 1957. It! MoTIVE NEWS every week! 


More than 100,000 persons read AUTO- 
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and The Moto-Mated Way 


OES 


New TIMKEN Moto-Mated bearings 
cost 11.3% less than previous designs 


MEET the big change in today’s 

new cars, the Timken Company has 
introduced a whole new concept in bear- 
ing design, manufacture, and supply, 
mated to the needs of the mushrooming 
auto industry. It’s the Moto-Mated Way. 
Launched in a revolutionary new bear- 
ing factory, the Moto-Mated Way: 1) 
re-cements our forward-looking partner- 
ship with the automotive industry that 
anticipates your changing requirements, 
2) provides you with a better product 
for less and less, 3) offers an almost 
unlimited source of supply, 4) puts ad- 
vanced machines to work to provideeven 
better jobs for the people in our plants. 
The new Timken® Moto-Mated 
tapered roller bearings are smaller for 
more compact design. Lighter to cut 


unsprung weight, improve ride. Lower- 
priced to offset spiraling costs. More 
uniform to give you a new high in quality. 

In 1956, the auto industry is saving 
11.3% or more on front wheel bearings 
by adopting the new standardized 
Timken bearing sizes. And other savings 
will occur as the new Moto-Mated sizes 
are adopted for rear wheels, pinions and 
differentials as well. 

The new Timken Moto-Mated bear- 
ings open new possibilities for engineering 
improvements and greater production 
efficiency. And purchasing agents can 
get the best bearings at lower cost. 
There’s no reason to substitute. The 
Timken Roller Bearing Company, Can- 
ton 6, Ohio. Canadian plant: St. Thomas, 
Ontario. Cable address: ““Tmmosco”. 


TURAN ee Me a 


pe, 


TAPERED ROLLER BEARINGS 


ea te ee 


cast-iron automotive oil-pump) division established a metallurgical| ¢ in three general areas: Mechan- 
bodies at a rate of 103 pieces an| section complete with laboratory| ics, electronics and plastics and 


chemicals. 
| + > * 


Screws vs. Bolts 


| PORT CHESTER, N.Y.—Machine 
bolts and cap screws both are pro- 
duced on cold-upsetting machines, 

| but they vary markedly in applica- 
tion, according to Russell, Burdsall 
& Ward Bolt & Nut Co. Cap screws, 
the company said, are held to closer 
tolerances and are used in products 
requiring either higher quality or 
more-finished appearance than ma- 
chine bolts. 

* = = 


Zine Movie Available 


NEW YORK, — “Zinc Controls 
Corrosion,” a 16-mm. sound and 
color film, has been prepared by 
the American Zinc Institute. Book- 
ings for free, 35-minute film are 
being accepted by the institute, 60 
E. 42nd St., New York 17. 


Polyethylene Sheet— 


This extruded linear polyethylene sheet, 
announced by Campco division, Chicago 
Molded Products Corp., is said to have 
high rigidity and impact strength. Many 
applications are seen for the material 
in packaging, housings and other uses. 

* * 


3 Developments 
‘In Plastic Listed 


(Continued from Page 17) 


tion with Chicago Molded engi- 

neers. It consists, he said, of Campco 

| S-300 laminated to a styrofoam core. 

* * ” 

“as new material is beginning 
to see service in food process-.. 

ing plants, trucks and rail cars,” 

said Bachner. 

He said that, with the latest 
equipment, it is possible to pro- 
duce, by mechanical means, parts 
having bends, corners and com- 
plex curves. 

This, according to Bachner, is a 
departure from earlier panels which 
generally were flat and produced by 
hand lay-up. 


Miller Buick Moves 


ALBANY, Ga. Open house has 
been held at the new brick and 
glass building of Miller Buick Co., 
525 Oglethorpe Ave. The business 
moved from Pine Ave. The build- 
ing resembles a supermarket. The 
showroom measures 29 by 65 feet. 
Adjoining is a service canopy, where 
customers may park for consulta- 
tion with a service adviser. 
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Technical. PERSONNEL CHANGES 


Taft Joins Mathieson | 


William K. Taft, manager of the | 
Government laboratories operated | 
by the University of Akron for the | 
National Science Foundation, has | 
joined the aviation division, Olin | 
Mathieson Chemical Corp. Seven) 
members of the Akron laboratories | 
staff joined Taft in the move. 

* aa * | 
Packard’s Weiss Retires 
As Executive Engineer 

Erwin A. Weiss has retired as 
executive engineer of the Packard | 
division of Studebaker - Packard 
Corp. 

Weiss joined Packard as chassis 
engineer in 1934 to design the “120,” | 


Packard’s entry in the medium- 
price field. 

* * * 
Cadillac Appoints Milliman 


To Fill Engineering Post 

Richard J. Milliman has been ap- | 
pointed Cadillac product improve- | 
ment engineer to succeed the late} 
L. L. Kortkamp. 

A graduate of General Motors | 
Institute, Milliman joined Cadillac | 
in 1944. He held 
various positions | 
in the parts. and 
service depart-| 
ment,andwas, 
promoted to dis- 
trict parts and 
service manager 
in July, 1950. He 
was assigned the 
responsibilities of | 
service engineer | 
in January, 1953, | 


R, J. Milliman and, on Jan. 1, 
1955, was promoted to assistant 
general service manager. 


* * * 


Pittsburgh Names Addie 

Appointment of Donald K. Addie 
as production superintendent for 
Pittsburgh Plate Glass Co.’s fiber 
glass division plant at Hicksville, | 
Long Island, N. Y., has been an- 
nounced, Addie, former industrial 
relations assistant in the Pitts- 
burgh office, joined Pittsburgh 
Plate in 1952. 

* ~ * 

U.S. Rubber Appoints 
Berry in Engineering 

J. G. Berry has been appointed 
director of field engineering and 
service for the 
tire division of 
United States 
Rubber Co. He 


formerly was 
automotive engi- | 
neering manager 


and joined the 
firm in 1937. 

W. L..Ford has 
been appointed to 
succeed Berry. 
Ford will be re- 
sponsible for field 





J. G. Berry 
engineering activities on all original 


equipment supplied by the tire 
division. He formerly was chief 
engineer of field engineering and 
service. He started with the com- 
pany in 1929. 

* * * 
Dean Products Names 


3 New Representatives 


The Thermo-Panel division of | 
Dean Products, Inc... Brooklyn, | 
N. Y., has announced appointment | 
of five sales representatives. 

They are Cameron Engineering | 
Co., San Francisco; Allan Edwards, | 
Inc., Tulsa, Okla.; Thermal Special- 
ties Co., Harrisburg, Pa.; Merlo | 
Steam Equipment, Detroit, and J. | 
F. Munn Co., Pittsburgh. 

* * * 


Carboloy Picks Yoblin 


Jack A. Yoblin, former research 
metallurgist, Titanium Metals Corp. 
of America, has been appointed 
carbide products development engi- 
neer for Carboloy department of 


General Electric Co. 
a ae 


GE Appoints Storrs 


Benjamin E. Storrs, former cut- 
ting tool and equipment. co- 
ordinator in the flight control 
department of General Electric’s 
aircraft & ordnance systems, Sche- 
nectady, N. Y., has been appointed 
carbide cutting tool specialist for 
Carboloy department of General 








| Electric Co., Detroit. He has been 


with GE for 19 years. 
* ok * 


Armour and Settles Switch 


Positions with Ford 


Two Ford division assembly plant 
managers are exchanging jobs. 

R, C. Armour, since 1951 mana- 
ger of the Long Beach, 
plant, has been appointed manager 
of the Louisville plant. R. W. 


| Settles, at Louisville since 1948, re-| Sion. 


places Armour at Long Beach. 
ok * cS 


Ford Appoints Franz 


In Indianapolis Plant 
Appointment of Carl F. Franz as 

manager of Ford Motor Co.’s 

manufacturing plant now being 


built in Indianapolis has been an- 
| nounced. 
Franz, a native of Detroit, has 


served as manager of the com- 
pany’s steering gear and machining 
plant in Dearborn since 1954. He 


(Calif. | 


1956 





joined the company in 1935 as an 
apprentice toolmaker and served 
as a general foreman, assistant 
manager of the gear and axle 
plant in Dearborn as well as mana- 
ger of the plastics and machining 
plant. 





* * * 


Smith Replaces Franz 

W. H. Smith has been named act- 
| ing manager of Ford Motor Co.’s 
| steering gear and machining plant 
'at Dearborn, succeeding Carl F. 
Franz, appointed manager of the 
|}new manufacturing plant now 
being built at Indianapolis. 
| A Ford employe since 1934, Smith 
formerly was quality control mana- 
ger of the general products divi- 


* * + 
GE Promotes 4 Engineers 


In Silicones Department 


General Electric Co. has an- 
nounced four appointments in the 


engineering section of its silicone} 
Waterford, | 


products department, 
N. Y. 

The appointees and their new 
positions are: Dr. Stuart D. Brewer, 
manager, resin product engineer- 
ing; Dr. Frederick M. Lewis, mana- 


ger, advance development; Dr.| 


Abbott Pozefsky, manager, analy- 
tical and control methods unit; and 
Dr. William F. Gilliam, specialist, 
technical information exchange. 

oo i * 


Vickers Names Dupuis 
Omaha Plant Manager 


plant manager of the Omaha pro- 
duction division, Vickers, Inc., 


erly was produc- 


ager for all Vick- 
ers activities in 
Detroit. 

In his new posi- 





tion, Dupuis will 
be responsible for 
all activities of 
the Omaha divi- 
sion where com- 
ponents for Vick- 
ers oil-hydraulic 
systems are manufactured. 
* * * 





Russell Dupuis 


Lucht Rejoins Old Firm 


Fred W. Lucht has rejoined God- 
dard & Goddard Co., where he will 
continue to be in charge of a new 
cutting tool application research 
laboratory to be created under his 
supervision. He had been associ- 


Russell Dupuis has been appointed | 


Omaha. He form-| 


tion control man-| 


a ae 


ated with Goddard & Goddard prior 
to 1931, when he resigned to join 
Carboloy Co. 











* * * 


Muller to Canada 


H. N. Muller jr., has been ap- 
pointed chief engineer of Canadian 
| Westinghouse Company, Ltd. Mul- 
ler formerly was assistant to the 
|}apparatus products vice-president 
of Westinghouse Electric Corp. 


Kelly Joins Firestone 


| KE. Dorrance Kelly, who directed 
|the Government-owned synthetic 
| rubber industry for three years, has 
joined the staff of the synthetic 
rubber and latex division of Fire- 
stone Tire & Rubber Co. 





|Zender Remains at Helm 
Of Copper & Brass Assn. 


Austin R. Zender, executive vice- 
president of Bridgeport Brass, has 
been reelected president of the Cop- 
per & Brass Research Assn. 

Reelected as vice-presidents were: 
W. M. Goss, Scovill Mfg.; J. P. 
Lally, C. G. Hussey & Co., and E. A. 

| Oliphant, Small Tube Products, Inc. 

Newly elected vice - presidents 
were: J. M. Kennedy, Revere Cop- 

(Continued on Page 28, Col, 1) 





The ring of quality 


Colorful, low-cost sidewall rings that can be quickly installed on tires are now 
contributing to the luxury-look of today’s new cars. They’re inexpensive, stay 
brilliant for life, wash bright in seconds, out-last tires. A product of The Bearfoot 
Sole Co., Wadsworth, Ohio, these rings are available in a variety of colors or in 
white. They’re made of Enjay Butyl Rubber because no other rubber tested 
could equal its performance in severe laboratory and road tests. The Enjay 
Buty] label on the Flex-A-Wall® carton assures the buyer of outstanding quality. 


Find out for yourself the many technical advantages of Enjay Butyl—the rubber 


that is outperforming natural and other types of rubber in a wide variety of 
industrial and consumer applications. For full information, and for technical 
assistance in the use of Enjay Butyl, write, wire or phone the Enjay Company. 


Pioneer in Petrochemicals 


ENJAY COMPANY, INC., 15 West 51st Street, New York 19, N. Y. 
Other offices: Akron + Boston « Chicago « Los Angeles « Tulsa 


BUTYL 


Enjay Butyl is the super-durable rubber 
with outstanding resistance to aging + 
abrasion. « tear « chipping « cracking - 


ozone and corona « chemicals + gases 
e heat ¢ cold « sunlight + moisture. 
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Technical PERSONNEL CHANGES 





(Continued from Page 27) 


per and Brass; Terry W. Kuhn, 
Bohn Aluminum & Brass; W. W. 
Sieg, Titan Metal Mfg. Co., and D. 
W. Blend, Wolverine Tube. Also re- 
elected were: F. L. Riggin sr., Muel- 
ler Brass, treasurer; T. E. Veltfort, 
manager, and Carl H. Pihl, secre- 
tary. 


* * * 


Vickers Names Wilson 
Appointment of Donald G. Wilson 
as master mechanic for Detroit 
operations of Vickers, Inc., has 
been announced. 
Wilson joined Vickers in 1940 as 


a design engineer. 
* * 


Carboloy Picks Wright 


Paul D. Wright, formerly as- 
sociated with fuel element develop- 
ment engineering at General Elec- 
tric Co.’s Hanford atomic products 
operation, has been appointed re- 
search engineer in the advanced 


+ 


development section of the com- 
pany’s Carboloy department in De- 
troit. 

Michigan Tool Appoints 
Sautter, Lifts Ferguson 


Edward Sautter has been named 
controller of Michigan Tool Co., 


assisting Treasurer Willard H.| 


Holt. 

Robert W. Ferguson, who has 
been on Holt’s staff for 10 years, be- 
comes assistant secretary and as- 
sistant treasurer. 


* * * 


General Names Salem 


General Tire & Rubber Co. has 
announced appointment of Samuel 
Salem as manufacturing analyst. 


| Salem’s new duties include analyses 


and evaluation of manufacturing 
operations, and development of 
plans to increase efficiency, reduce 


| costs and improve product quality. 
|He joined General Tire in 1950. 

- * * 

Greer Names Mercier 


Jacques H. Mercier has been ap- 
| pointed products manager of the 
| recently formed Greer Industries, 
|Ine., New York International Air- 


| port, Jamica, N. Y. The firm is an} 


| affiliate of Greer Hydraulics, Inc. 
| * * 
GE Appoints Stehlik 
Frank E,. Stehlik has been ap- 
pointed general manager of Gen- 
eral Electric’s low voltage switch- 
gear department at Philadelphia. 
* 


* * 


Pennsalt Picks Duffy 


Joseph J. Duffy jr., has been ap- 
pointed manager of executive 
procurement and development of 
Pennsylvania Salt Mfg. Co. 

Duffy joined Pennsalt in 1937. 

* * * 


Wiltse Goes to School 


Thomas R. Wiltse, manufactur- 
ing superintendent of the Saginaw 
malleable iron plant, central foun- 
dry division of General Motors, has 
been selected as a Sloan Fellow. 
He will spend 12 months at the 
Massachusetts Institute of Technol- 


Sell the 
long life of 
Stainless Steel 





agement, 
> 


|Budd Chooses Schiesz 


|As Assistant Comptroller 


| Carl G. Schiesz has been ap- 
| pointed assistant comptroller of 
| Budd Co. 


Schiesz formerly was manufac- 
|turing administration manager of 
| Mercury. 
plant controller of the Brown-Lipe- 
Chapin division of General Motors 
Corp. 


oa 


| ogy studying fundamentals of man- 
* 


* * 


Bendix Names Hauck 


Vernon D. Hauck, former factory 
manager of the Friez division of 
Bendix Aviation Corp., has been ap- 


+ 


pointed to the new position of assist- | 


ant general manager. Hauck joined 
the radio division of Bendix in 1937 


and in 1950 was appointed general | 


factory manager. 
+ e « 


Raybestos Names Four 


Raybestos - Manhattan, Inc., has 
announced four appointments at 
the Wabash division, Crawfords- 
ville, Ind. Clarence P. Schneider, is 
general manager; Norman L. Cald- 
well, factory manager; Dr. Ben T. 





He Bh yt lw 46" 


Ten years in an auto graveyard and not a sign 
of rust or corrosion. 


That’s the story behind the stainless steel wind- 
shield molding shown above. More proof that 
stainless steel brightwork never shows its age. 


No other commercial metal can match the 
corrosion-resistance of stainless steel for auto- 
motive trim. It’s solid, tough, inherently strong. 
Will never crack, chip, flake or peel away. Never 
needs protective platings or coatings. Will never 
fade from exposure to sun or weather. It stays 


REPUBLIC STEEL 


General Offices @ 


bright despite long use. It’s easy to clean... 


and keep clean. 


These are definite advantages 


that only stain- 


less steel brightwork can offer. Advantages that 
help you sell new cars. Advantages that help you 
save on reconditioning costs when those cars 


come back as trade-ins. 


Know the stainless steel trim on your product. 
Check your manufacturer’s parts list. Then sell 
the long life of stainless steel—the brightwork 


they don’t have to “baby.” 


Cleveland 1, Ohio 


THERE IS A BIG DIFFERENCE IN BRIGHT TRIM—LOOK FOR IT Ci 


Prior to that he was| 





Collins, director of research and 
product development and LeRoy 


| Musselman is division comptroller, 
} * x * 


Shallway Picks Boucher 


Forest G. Boucher has been 
|named Shalco service coordinator, 
|Shallway Corp., Connellsville, Pa. 
| He formerly was production super- 
intendent at the Columbia Radiator 
foundry, McKeesport, Pa., and later 
at Penn-Scott Foundry, Scottdale, 
Pa. 


* * * 


Universal Appoints Cannon 


Production Sales Manager 


James D. Cannon has been named 
production sales manager of Detroit 
Universal division 
of Chrysler Corp., 
Detroit. 

Cannon was em- 
ployed as a lab- 
oratory and proj- 
ect engineer by 
Chrysler’s central 
engineering divi- 
sion from 1946 to 
1950. In 1951, he 
joined Universal 
Products Co. as a 
sales engineer and 
continued in that capacity after 
Chrysler bought Universal last No- 
vember. 





J. D. Cannon 


* = = 


Cyanamid Ups Turner 

American Cyanamid Co. has 
jnamed Dr. Richard J. Turner 
resident technical director of its 
|Fortier plant in New Orleans. He 
| formerly was director of process 
development for the company’s 
Fine Chemicals division at Bound 
| Brook, N. J. 


* 


McGinnis, Godley Named 

Appointment of Richard E. Mc- 
|Ginnis as manager of field sales 
| and John S. Godley as marketing 
manager of Nelson stud welding 


| division, Gregory Industries, Inc., 
j}has been announced. McGinnis 
|joined Nelson in 1947, Godley in 
| 1946. 


. = = 


Exide Appoints Smith 


Formation of a new Alkaline divi- 
‘sion in the engineering department 
jof Exide industrial division, Elec- 

tric Storage Battery Co., has been 
| announced. Appointed manager was 
William W. Smith, former head of 
pilot plant activities which have 
been integrated into the new divi- 
sion. 

= > 
| Chrysler Names Rockafellow 
To Engineering Position 

Russell S. Rockafellow has been 
appointed works standards and 
budget manager for the production 
engineering de- 
partment, central 
manufacturing 
staff of Chrysler 
Corp., Detroit. 

Rockafellow 
formerly was staff 
industrial engi- 
neer for the auto- 
motive body divi- 
sion, a _ position 
he had held since 
November, 1954. ” 
He joined the R. 8S. Rockafellow 
staff of the operating manager of 
Chrysler Corp. in April, 1953. 

* . ° 


= 


J 





Smith Promotes Cue 
Dale A. Cue, a member of the 
quality control staff of A. O. Smith 
Corp., has been named assistant to 
the director of quality. 
© * * 


U.S. Names Wasserman 


Rene D. Wasserman, president of 
Eutectic Welding Alloys Corp., has 
been appointed to the national board 
of field advisors of the Small Busi- 


ness Administration. 
x - 


British Honor Wilkins 


Richard A. Wilkins, vice-presi- 
dent in charge of the research and 
development department of Revere 
Copper & Brass, Inc., has been 
elected a fellow of the Institute of 
Metals in London, England. the 
first non-resident in history to re- 


ceive this distinction. 
cd 7 


Commercial Picks Fischer 


Commercial Solvents Corp. has 
announced appointment of Hans M. 
F. Fischer as assistant to W. Ward 
Jackson, vice-president in charge of 
the petrochemicals division. Fischer 
formerly was assistant to the gen- 
eral manager of the petrochemicals 
production department. 


* 
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Of Manufactu 


DETROIT. — General Motors’ re- 
vised booklet “Selling to GM,” 
which was first issued in 1951 to 
assist suppliers who want to do 
business with GM, is being distrib- 
uted to present and potential sup- 
pliers around the world. 


The booklet contains a direc- 
tory of GM’s manufacturing divi- 
sions with a list of the civilian 
and defense products made by 
each. It invites suppliers wishing 
to do business with GM to con- 
tact purchasing departments of 
divisions or plants which they be- 
lieve they can serve. 

“Our suppliers are GM’s other 
arm,” said President Harlow H. 
Curtice. “We could not operate 
without them. Out of every single 
dollar that General Motors takes in 
for the sale of its products, nearly 
50 cents is paid out to suppliers for 
materials, parts and services.” 


The booklet’s foreword points out 
that more than $6 billion of the 
$12.5 billion GM took in during 1955 
was paid out to suppliers. It also 
notes that 70 percent of the cor- 
poration’s suppliers who received 
the money employed less than 500 
persons and 50 percent employed, 
fewer than 100. 


“Many small companies such as 
these, because of their specialized 
knowledge, skills or equipment, 
are ideally equipped to do an out- 
standing job,” the foreword ex- 
plains. 

“It is easy to see that General 
Motors, with all its facilities, its 
people and its know-how could not 
operate at all without the help of 
these thousands of businesses which 


Electronics Show 


Opens Aug. 21 
In Los Angeles 


LOS ANGELES.—The most ad- 
vanced electronic theories and prod- 
ucts of interest to the automotive 
industry will be presented at the 
1956 Western Electronic Show and 
Convention in Los Angeles Aug. 
21-24. 


The show, to be held at the Pan 
Pacific Auditorium, will feature the 
exhibits of 650 firms from all over 
the nation. A major part of them 
will be related to the advancement 
of the automotive industry. 


Among these exhibits will appear 
the latest developments in automa- 
tion, digital and analog computers, 
data processing equipment, servo 
mechanisms, control equipment, and 
instrumentation. 


The convention will consist of 48 
conference sessions, during which 
199 technical papers on the elec-| 
tronic industry's most advanced 
thinking will be given. 

Among the subjects to be dis- 
cussed in the conferences and by 
the papers are engineering manage- 
ment. military electronics, control 
theory and methods, cybernetics, 
instrumentation techniques and ve- 
hicular communications. 


Fluorspar Mine | 
Opens in Kentucky 


PHILADELPHIA.— Pennsylvania 
Salt Mfg. Co., has opened the Dyer’s 
Hill fluorspar mine in Crittenden 
County, Ky. 

The development of this mine 
and the expansion of milling facili- 
ties in the same area began early 
in 1954. Both units were designed 
by the Company’s Central Engi- 
neering staff. 

Fluorspar is an essential raw ma-| 
terial in the production of anhydrous | 
hydrofluoric acid for atomic energy | 
projects and the production of high- | 
octane gasoline, elemental fluorine} 
and many important fluorides. In| 
aqueous form, hydrofluoric acid is 
employed in the descaling and pol-| 
ishing of stainless steel, to frost) 
television tubes and electric} 
bulbs, etching and polishing of 
glassware, and in _ synthesizing 
eryolite—an essential material in 
the manufacture of aluminum, 








Nichols Gets Charter 


Nichols Ford Company, Inc., has | 
been. organized in Rayville, La. 





Want to Sell to GM? 


Revised Booklet Tells Needs and Products 
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ring Divisions 


| supply materials, parts components | 


and services.” 

This production team, however, 
does not stop with the 21,000 sup- 
pliers. The suppliers themselves 
have suppliers. For example, a 
direct supplier of molded nylon 





Electronic Controls 


Explained in GE Film 


SCHNECTADY, N. Y.—A new 
slidefilm instruction course de- 
signed to aid in the training of in- 
dustrial personnel in the selection 
and application of modern electric 
and electronic control equipment 
has been made available by Gen- 
eral Electric Co. 

To be used for the indoctrination 
of both technical and non-technical 
personnel, the course is composed 
of eight 35-mm. color slidefilms and 
recordings. It also includes an in- 
structor’s manual and eight review 
booklets which contain the script 
and illustrations from the films. 


| 
| parts has 75 of its own suppliers— 


more than the total number of per- 


| sons employed by the finished nylon 


parts supplier. 

Because of GM’s decentraliza- 
tion—it operates 123 plants in 68 
communities in 19 states—there is 
broad distribution of economic 
benefits, the foreword points out. 


A substantial number of firms 
have been members of the GM pro- 
duction team for 20, 30 and 40 years. 
An even greater number have done! 
business with GM continuously for| 
5 to 15 years. 





Governing factors in the choice} 


of suppliers are (1) quality of ma- 


terial and workmanship, (2) service| 7 


that fits the needs of production| 
and (3) the right price. 

“We know,” the foreword states, 
“that the right price is not always 
the lowest. The right price is a 
balanced combination of things 
that are mutually satisfactory to 
both the supplier and GM.” 

The booklet sets forth GM’s de- 
fense production policies as adopted 

at the beginning of World War II. 
Chief among these is GM’s policy 
of bidding for the most difficult 
production assignments to take full 
advantage of the corporation’s en- 
gineering and manufacturing ex- 
perience. 





13,500 "Horses'— 


Earl L. Chamberlain, hot mills superin- | 
tendent, shown above, has 13,500 horse- | 


power under fingertip control. The panel 
controls the modern rod rolling equip- 
ment in the Cuyahoga Works of the 
American Steel & Wire division of U. S. 
Steel Corp. The new mill rolls rods 
at speeds of 6,000 feet per minute, 
or about 68 m.p.h., 
Wire said. 





American Steel & | 


29 


ASME Nominates 
Ryan to Head Up 
Slate of Officers 


CLEVELAND.— William F. Ryan, 
senior consulting engineer, Stone & 
Webster Engineering Corp., Boston, 
has been nominated to serve as 
1956-57 president of the American 
Society of Mechanical Engineers. 

He will be installed at ASME’s 
annual November meeting in New 
York after a ballot of the 41,000 
members. 

Also nominated were Eugene W. 
Jacobson, chief design engineer, 
Gulf Research & Development Co., 
Pittsburgh, as technical director, 
and V. Weaver Smith, vice-presi- 
dent, Lummus Co., New York, as 


|}administrative director. 


Nominations for four of the eight 
regional vice-presidencies are: Re- 
gion II, William H. Byrne, presi- 
dent, Byrne Associates, Inc., New 
York; region IV, James H. Sams, 
dean of engineering, Clemson Col- 
lege, Clemson, S. C.; region VI, Rol- 
land S. Stover, R. S. Stover Co., 
Marshalltown, Ia., and region VIII, 
Clifford H. Shumaker, department 
of industrial engineering, Southern 
Methodist University, Dallas, 


DUNLOP DEVELOPED THE FIRST 


LOW PRESSURE TIRE 





»».- AND OPENED A WHOLE NEW ERA OF 


In the early twenties, Dunlop scientists and engineers 
developed the first low pressure tire, forerunner of 


today’s cushion tires. 


This pioneering research, coupled with the longest 
pneumatic tire-building experience in the industry, 
has enabled Dunlop to give today’s motorist tire 
improvements which mean greater economy, greater 


comfort, greater safety. 


Dunlop's latest contribution to driving safety is 


AUTOMOTIVE COMFORT 


MAX-GRIP Tread features radically new rubber 
compounds for greater mileage, a smoother, more 
comfortable ride... plus a tread pattern scientifically 
designed for maximum traction, safer car control. 


It’s easy to see why more and more motorists are 
changing over to Dunlop — the tires that offer greater 
safety, greater comfort, greater value in every respect. 


DUNLOP TIRE AND RUBBER CORPORATION 
Factory and Executive Offices: Buffalo 5, N.Y. 


the New Dunlop Super Gold Cup Tire, with Tension- 
Free Construction and MAX-GRIP Tread. 


Dunlop's famed Tension-Free Construction equal- 
izes distribution of internal stresses, eliminates high 
heat-breeding areas — minimizes danger of blowout- 


born accidents. 


DUNLOP TIRES 


for Passenger Cars, Trucks, Farm Vehicles and Aircraft 


DUNLOP — FOUNDERS OF THE PNEUMATIC TIRE INDUSTRY 
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Road Testing Automobile Equipment— 


Automotive equipment is “road tested" for thousands of miles in hours on vi- 
bration testing equipment in the laboratories of Gaynes Engineering Co., Chicago. 
One such item to be tested was installed in an automobile body, above, mounted 
on a Gaynes vibration tester. The addition of an air vibrator mounted on the body 


top and a second mounted on the fire wall completed the test setup. Engineers 
were able to obtain a straight vibration of the entire body at approximately IG, 
and setup separate vibrations to simulate engine action. It was determined that 


139 continuous hours of this treatment was equivalent to 100,000 miles of road travel.| Douglas L. Lane, president; Mile 





Auto Personnel 


Election of Charles M. Scholz as 
vice-president of Thermoid Co. is 
announced by Warren E. Hill, presi- 
dent. Before joining Thermoid in 
1954 Scholz had served as sales 
manager for Pioneer Rubber Co. 
and had been active in sales and 
research activities for Goodrich. 

* * * 


Firestone Shifts 


Appointment of Thomas G. Mac- 
Gowan as director of advance plan- 
ning for Firestone is announced by 
Lee R. Jackson, president. He is 


succeeded as manager of the mar-| 


keting research department by 
John T. Cahoon, assistant manager 
since 1950. 

* * * 


Five Dealers Added 
For Dodge Vehicles 


Dodge announces addition of five 
new car and truck dealers. They 


are: Sanford Motors, Inc., Chicago, | 


J. C. Sanford, president; Lane’s 





High Motors, Anaconda, Mont., Wil- 
liam Ash, owner; Balmer Brothers 
Dodge, Millerton, Pa., Clare A. and 
Wallace L. Balmer, partners; Fair- 
way Motor Sales, Sullivan, Ind., 
Coleman Nash, owner. 
on ae * 
Eaton Names Paterson 


Eaton Automotive Products Ltd., 


London, Ont., has announced that) 


W. A. Paterson has been appointed 
general manager succeeding 
Arthur C. Pullen, who has re- 
signed. 

Paterson has been with the 
parent Eaton Mfg. Co. for 14 years. 


Jardine and Jarosz 
Appointed by Bendix 


Two new appointments to the 
executive sales staff of Bendix- 
Westinghouse Automotive Air 
Brake Co., Elyria, O., have been an- 
nounced. 

John E. Jardine has been ap- 


pointed service sales manager. He 
joined the company in Minneapolis 


Service Garage, Mt. Sterling, Ky., 


The Polk Market 


picks new-car buyers 
out of the crowd 


To meet today’s fierce competition, auto- 
mobile advertisers and their agencies recognize that 
mass advertising is not enough. Everybody is not 
a prime prospect for a new car, just as everybody 
is not a prime prospect for a truck, a tractor or 


a cabin cruiser. 


Certainly, mass advertising is essential to create 
a receptive climate for new automobiles. But the 
complete automobile advertising program must culti- 
vate, personally and intensively, those individuals 


who can buy . . . and who do buy regularly! 


The Polk Market is the one medium that picks 
these regular new-car buyers out of the crowd and 


identifies them by name and address. 


Then the automobile advertiser and his agency can 
direct personal, forceful mail advertisements to 
these identified new-car buyers, using The Polk 


Market exactly as they use other printed media. 


Automobile advertisers and their agencies who 
have used The Polk Market have been impressed 
by its ability to move people into action, to identify 
dealerships and to buttress an. entire advertising 


program. 


Continuing research and experience prove that ad- 


vertisements mailed to potential buyers gain 


greater attention . . . win far higher readership 
than any other form of printed advertising .. . 
tell a much more complete sales story . . . and 
pay off in measurable sales results — all at a sur- 


prisingly low cost per reader-prospect! 


R. L. Polk & Co. functions in mail advertising 
exactly as the publisher functions in other printed 
media. Standard gross rates and specifications have 
been established by R. L. Polk & Co. when acting 
as the complete publisher for specific types of 
mail advertising campaigns. These rates apply 
equally to advertisers and agencies and are fully 


commissionable to the agency. 


We will be happy to show you how The Polk Market can help you make all 


your advertising dollars work more effectively. Let us hear from you. 


431 Howard Street 
Detroit 31, Mich. 


R. L. POLK & CO. 





YOUR LINK BETWEEN MASS ADVERTISING AND SELECTIVE IMPACT 
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in 1942. Clarence A. Jarosz has been 
| appointed general service manager, 
|He joined Bendix-Westinghouse in 
1947. 

* * * 

King Appoints Bender 
King Electric Equipment Co., 
| Cleveland, has announced appoint- 
|ment of William J. Bender as vice- 
| president. Bender has been associ- 
|ated with King for six years in 
ee official capacities, 

* * 


| Clevite Harris Names 


Loomis as Exec Aide 


Appointment of Worth Loomis to 
the newly-created post of assistant 
|to the president of Clevite Harris 
| Products, Inc., has been announced. 
| Loomis, associated with Clevite 
| Harris for two and a half years, for- 
| merly was planning manager at the 
company’s Napoleon (O.) plant. 
* * * 





|Chrysler’s Amplex Division 
| Picks Hints and Rogers 


Appointments of Lawrence G. 
| Hintz as industrial relations mana- 
|ger and Franklin M. Rogers as 
| comptroller for the Amplex division 
of Chrysler Corp. have been an- 
| nounced. 
| Hintz served as employment 
| manager and labor relations super- 
visor at Amplex from 1950 until his 
| present appointment. Rogers has 
been an assistant on the staff of 
Chrysler Corp’s finance forward 


| planning committee since July, 1955. 
| * * * 


| 


| Barrett Names Alexander 
|To Auto Factory Contact 


J. W. Alexander has been ap- 
pointed manager of national ac- 
; counts and auto factory contact 
|man for Barrett 
| Equipment Co. 
| Alexander was 
|service manager 
|of Kaiser Motors 
|Corp., having 
| moved to Willys 

from Kaiser- 

| Frazer where he 
| was service man- 
| ager when Kaiser 
jand Willys con- 
solidated. Prior to 
| that he was with 
| eer Corp. in various service 
capacities. His headquarters will be 
|in his home, 46425 W. Seven Mile 
| Rd., Northville, Mich. 
| * * 


J. W. Alexander 


Leupold Moves Up 


George L. Leupold has been ap- 
| pointed assistant general sales 
|manager of the Fulton Sylphon 
division of Robertshaw-Fulton Con- 
|trols Co., according to George L. 
|Ogdin jr., general sales manager. 
He will make his office at division 
headquarters, Knoxville, Tenn. 
| * * * 


| Ford Shifts Boone 


Merrill C. Boone has been named 
|manager of Ford division’s new 
parts depot in Minneapolis. He 
|had been manager of Ford’s Den- 
|ver parts depot for 10 years. 

* & * 


Seielstad Elected President 


Of Haig & Patterson 


Earl E. Seielstad has been 
elected president of Haig & Patter- 
son, Inec., producer of slidefilms, 
motion pictures and meeting pro- 
grams in its Detroit and Dayton 
offices. 

Seielstad has been connected 
with the creation and production 
of many auto-dealer sales and 
service training programs. 

* Ed Ba 





Tapscott Resigns 

Charles C. Tapscott, vice- 
president of MeQuay-Norris Mfg. 
Co., has resigned. Tapscott has 
been in charge of all advertising 
and sales promotion activities of 
McQuay-Norris, having been con- 
nected with the company for 
nearly 34 years. 
ok ok * 


Westover Moves Up 


M. R. Westover has been named 
assistant to the executive vice- 
president of Bohn Aluminum & 
Brass Corp. He has been with 
Bohn since 1934 and served most 


recently as general sales manager. 
* ck * 


Alemite Names Alexander 


General Sales Manager 


George D. Alexander, formerly 
Ohio sales manager for Alemite 
Co. of* Michigan, has been ap- 
pointed vice-president and general 


sales r. He replaces Bob 
(Continued on Page 31, Col. 1) 
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Auto Personnel 





(Continued from Page 30) 


Smith who resigned to open his 
own business in California. 

Al Raffaelle, former service 
manager, and Harold J. Hill, a 
salesman, have been appointed 
sales supervisors under Alex- 
ander. eres 


GMC Puts Kelly in Charge 


Of St. Louis Wholesale Zone 


John E. Kelly has been appointed 
manager of the GMC wholesale zone 
in St. Louis. 

He succeeds A. A. Butzow who is 
retiring after 30 years with GMC. 

* + * 


Purolator Names Van Nest 
Organization Vice-President 


Joseph G. Van Nest has been ap- 
pointed organization vice-president 
for Purolator Products, Inc. 

He will act as liaison officer be- 
tween the main plant and eight 
other plants in the U. S. and 
Canada. 

* * * 


Dodge Picks Noble to Fill 


Dallas Regional Sales Post 


Appointment of Stephen L. Noble | 
as Dallas regional sales manager 
has been announced by Dodge. He 
formerly was 
Dallas regional 
manager for De- 
Soto. 

Other Dodge ap- 
pointments in- 
clude George E. 
Moore as national 
business manage- 
ment manager; 
Dunbar F. Lippitt 
jr., Minneapolis 
regional used-ve- 
hicle manager; 
Francis E. Webb, Minneapolis re- 
gional car and truck manager; 
Gordon Muske, Minneapolis city 
manager; Donald W. Tuttle, St. | 
Paul city manager, and Marx H. 
Rethwisch, parts and service super- 


visor for the Minneapolis region. 
= oe = 





Schwertfeger Promoted 
F. Edward Schwertfeger, who 
joined Libbey-Owens-Ford Glass 
Co. as an hourly worker 20 years 
ago, has been named manager of 
twin-ground plate glass manufac- 


* * * 


Ace Rubber Names Oden 
As Sales Manager 


Lowell W. Oden has been 
named sales manager of Ace 
Rubber Co., Dallas, to fill the 


vacancy created by the death of 
R. N. Benedict. 

He had been associated with 
Harcourt Brace Publishing Co. 
for several years before joining 
Ace recently. 

* 





m * 


Murphy Reassigned 


William Murphy has been pro- 
moted to production manager of 
Bolta products division of General 
Tire & Rubber Co. 

x * 


Horner Joins Cabriel 


Gordon Horner has been ap- 
pointed Canadian field representa- 
tive for Gabriel Co. and its Briggs 
shock absorber division. 

* x * 


Nelson to Analyze Sales 


For Greer Hydraulics 


Robert L. Nelson has been ap- 
pointed sales analyst for the prod- 
— division of Greer Hydraulics, 
ne, 

Nelson’s activities will concen- 
trate upon examination and im- 
provement of selling effectiveness 
and its contributing factors. He 
will develop and analyze market- 
ing data, research and control re- 
ports. 

K x ~*~ 


DeSoto Triples Men 
In Seattle Region 


DeSoto has trippled its regional | 


manpower and office facilities in 
Seattle, according to E, E. Harri- 
son regional manager. 

Changes include appointment of 
Carl J. Brush as regional business 
Manager and administrative as- 
sistant to Harrison, Edwin D. 
Browning as regional merchandis- 
ing manager and Clair Ogle to 


new-car sales manager in charge 
of distribution. 
* 7 * 


Jackson Appointed 


H. K. Jackson, president, Jack- 
son Supply, Ltd. Oshawa, Ont., 
has been appointed a junior vice- 
president of the Canadian Auto- 
tive Wholesalers and Manufac- 
turers Assn, 

* + * 


Firestone Names Hopper 


In Tire Distribution 

Fred L. Hopper has been ap- 
pointed to the newly-created posi- 
tion of director of tire production 
planning and distribution of Fire- 


stone Tire & Rubber Co., it has| 


been announced, 

Joining Firestone in 1933, Hop- 
per worked in the tire distribu- 
tion department until 1941 when he 
was transferred to the sales oper- 
ating division. He served as proj- 


ect engineer for tubeless truck 
tires during 1955. 


* * * 


Hart to Head J. A. 


Laurence C. Hart has been ap- 
pointed national executive vice- 
president of Junior Achievement, 
Inc. it has been announced. Hart, 
recently retired vice-president for 
relationships of Johns~ Manville 
Corp., will head a Junior Achieve- 
ment organization which this past 
year reached over 40,000 teen-agers 
operating 2,490 Junior Achievement 
companies in 131. cities. 


Plymouth Picks Lacko 


Plymouth has named Stephen M. 
Lacko director of budget, manu- 
facturing. He joined the division 
in 1929 as a drill press operator 
and was budget supervisor at the 
time of his new appointment. 

* + ~ 


L-O-F’s Cahill Retires; 


|5 Promotions Follow 


Five management promotions at 
the Ottawa Ill.) factories of 
| Libbey-Owens-Ford Glass Co. have | 
been announced. 

The changes follow retirement of | 
|D. J. Cahill, assistant plant mana- | 
ger. John W. Copeland and Peter | 











Sears, Roebuck and Co. manu- 
factured automobiles and sold 
them through mail order from 
1908 to 1912. 





J. Kirkman have been named as- 
sistant plant managers; Albert N. 
Gurthrie succeeds Kirkman as 
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plant production manager; John D. 
Hemley succeeds Copeland as su- 
perintendent of the laminating 
plant, and Lucien C. Strow has 
ben named plant engineer. 

* * * 


C. H. Masland & Sons 


Elects 6 to Board 


C. H. Masland & Sons, Carlisle, 
Pa., has named six men to its 
board of directors. 

They are Richard J. Keim, 
special services vice-president; 
Frank E. Masland Il, vice- 
president and general manager; 
Charles H. Masland III, engineer- 
ing vice-president; William S, Mas- 
land, Gerald C, Denebrink, sales 
vice-president, and John R. 
Young, member of a Philadelphia 
law firm and the company’s gen- 
eral counsel, . 

* x * 


Jackson Is Appointed 

F. J. Mitchell, president, Cana- 
dian Automotive Wholesalers & 
Manufacturers Assn, has an- 
nounced appointment of .H, K. 
Jackson as junior vice-president 
for the current year. Jackson is 
president of Jackson Supply, Ltd., 
Oshawa, Ont., and served on the 
board from 1954 to 1956. 


4 
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“Order plenty of Quadromatic Transmission Fluid 
...our Customers expect top quality!” 


There’s big extra business for you these 
days, in Automatic Transmission 
Fluid. And profit in it too, when you 
protect your customers with top .qual- 
ity. And that means Quaker State 
Quadromatic Fluid, unequalled by any 
fluid anywhere. The result of years of 
development, Quadromatic Fluid is 
fully approved for all makes. Gives 


Mixes 


smoothest shifting, quick cold starts. 
Check these Quadromatic qualities: 
Super stability and heat resistance. 


Will not thicken, form sludge, 
or varnish. 


Extra oiliness for smoother shifting. 
Prevents scoring, scuffing, wear. 
Flows freely at 40 below zero. 


with other qualified fluids. 





QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. Member Pennsylvania Grade Crude Oil Association 
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PAINT SPREADER — Smooth surfaces 
are said to be easily striped with the 
Traction Grip paint spreader as a result 
of a tread imbedded in the all-steel 
roller spreader. Noiseless in operation, 
the machine throws off no dust spray, 
it is said. Receiving the paint from the 
gravity line, a distribution apron feeds 


it evenly to rollers which make the 
impression very much as ink rollers on 
G@ printing press, it is claimed. Indus- 


trial Equipment Co., 477 Ashford Ave., 
Ardsley, N. Y. 





OVERHEAD REELS—Adequote light and 
easily accessible reels cre said to be 
combined in the Grover Ceiling Lite- 
Reels. The unit is designed for installation 
ot 96 inches height to place bright light 
under cors on hoists. The fixture will 
accommodate eight reels in a single tier, 
or 12 ovtiets by placing four additional 
reels on second tier mounting. Dimen- 
sions: 72 by 34 by 18 inches; reel hous- 
ing width, 12% inches; weight, 160 
pounds. The unit uses four slim-line 
flourescent lomps. Grover Mfg. Co., 850 
E. Valley Bivd., San Gabriel, Calif. 





SPARK PLUG — A multiple electrode 
spark plug that is precision gapped at 
the factory to auto manufacturer's speci- 
fications is being marketed by Leonard 
Spark Plug Co., 148 Summit St., Newark 
3, N. J. In addition to being factory 
gapped, the three electrodes are pointed 
fo produce a bigger, hotter spark for 
improved power and performance, it is 
claimed. Featuring an exclusive spark 
gop design, the spark plug also features 
exclusive radiated fins for super air 
cooling, it is claimed. 

ee & -» 


Baker Introduces Tools 
For Bearing Handling 


A line of bearing assembly and 
handling tools, equipped with a re- 
taining spring finger to lightly grip 
either the inside bore or the outside 
diameter of the bearing, has been 
announced by Baker Co., Inc., Ma- 
plewood, Me. 

The tools are available in either 
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male or female types to insert bear- 
ings into a housing bore or over a 
shaft. The pressure surfaces of the) 
tools prevent forces: being applied 
through the balls and races with 
consequent damage to precision 
bearings, it is said. 
od ca * 
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| HOLE SAW — The Aladdin hole saw | 
is designed to cut a smooth, perfect hole | 
in wood, plastic or metal, it is claimed. 
The tool has a cast alloy saw body and 
comes with four blades (eight or 14 
tooth) and a centered ‘%-inch drill bit 
used for guiding the blade. Extra blades 
with %-inch cutting depth are available 
for wood or metal in 1, 1%, 2 and 2'%4- 
inch diameters. Aladdin Mfg. Co., 3125 





wilt 





Harrison, Kansas City. 
i oe 








SANDING-DISC PAD — An improved | 


NEW PRODUCTS 








PHOTOCOPIER — A portable photo- 
copier, designed to copy pages of 
bound books just as easily as flat 
material, has been introduced by Rem- 


ington Rand Division, Sperry Rand Corp., 
315 Fourth Ave., New York 10, N. Y. 
Weighing only 13 pounds complete with 
cover, the all-metal unit will photocopy by 
direct light transmission or by reflected 
light. 





VACUUM CLEANER CONVERTER — A 
conversion unit that is said to transform 


any standard 55-gallon drum into a 
vacuum cleaner tank has been introduced 
| by Clarke Sanding Machine Co., 30 
E. Clay St., Muskegon, Mich. The as- 


sembly, named the Clarke giant conver- 
sion unit, offers the cleaning capacity of 
a large wet-dry vacuum cleaner at an 
exceptionally low cost, it is claimed. It 
consists of an air intake and exhaust 
unit powered by a one horsepower 





eight-inch rubber pad for feather-edging | 
and blending contours in metal, wood or | 
plastic surfaces has been developed by | 
Behr-Manning Co., Troy, N. Y. The Behr- 
cat flexible pad, %-inch thick, is. made 
to withstand rough treatment on slow- | 
speed portable grinders and polishers, | 
with a %-inch-11 shaft, operating in the 
range of 900 to 1,500 r.p.m., it is claimed. 
Abrasive discs may be applied to the 
pad by coating it with disc cement and 
placing the disc against the work surface 
of the pad. 





SCREWDRIVER—The Palm-Grip ratchet 
is said to enable maximum leverage up 
|to four times the torque power. The 
fingertip edges of the ratchet prevent 
| slipping, and also lets operator bear 
down without extra wrist strain, it is 
claimed. The ratchet snap-fits into the 
steel socket of the plastic driver handle, 
making tool changing easy, it is said. 
| Over 40 different tools are said to be in- 
terchangeable. Kipton Industries, Royers- 








ford, Penn. 


motor, inside filter bag, and conversion 
adapter cover, said to fit any 55-gallon 
drum. 


TAIL PIPE HANGER — A hanger for 
stocking tail pipes has been introduced 


by AP Parts Corp., Toledo 1, O. The 
hanger, which can be suspended from 
a bar, a bolt, or even heavy wire, has 
an adjustable spring loop which firmly 


| grips the pipe once it is pulled through, 


it is claimed. Its tight grip is said to 
prevent slipping or falling, guaranteeing 
undamaged storage. 

O38 


Sof-Kleen Preserves Leather 


A leather-softener-cleaner, trade- 
named “Sof-Kleen,” designed to re- 
place the oils and waxes leather 
goods lose in everyday use, has been 
introduced by Lowenjon Labora- 
tories, Inc., 701 Seneca St., Buffalo 
10, N. Y. 





| 





Shop Equipment 
A catalog describing Sioux valve- | 
face grinding machines, _ seat- 
grinder sets, electric screw drivers, 
impact wrenches, saws, ‘sanders 
grinders and polishers—52 pages, 
free. Albertson & Co., Ine., Sioux 
City, Ia. 


mr} 
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SAFETY BELT—The harness assembly for 
the Saf-Driv safety belts provides metal 
to metal contact for all movement, thereby 
| protecting the webbing from wearing and 
| weakening, it is claimed. Shown above is | 
a double front seat installation. Only | 
| three holes must be drilled in the vehicle's 
| frame for two belts. Designed to meet 
the rigid requirements of industrial fleet 
owners, the belts’ material strength is 
greater than the 2,250-pound Civil Aero- 
| nautics Administration requirement, it is 
said. Ansul Chemicel Co... Marinette, Wis. 


| 
| 


Se 
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thermal and distortion. It consists of a 
metallic based filler suspended in a carry- 
ing agent until it reaches the distorted 
area. Single cpplication tubes are packed 
wrapped to 
Products 


in a display box, 
preserve freshness. 


soron 


Silver Seal 


Co., 1455 Fort St., Lincoln Park, Mich. 
os. @ 


SALES, SERVICE MANUALS—Editions of 
the companion manuals “The How and 
Why of Automotive Lubrication” and 
“The How and Why of TBA Sales and 
Service" have been published. The lubri- 
cation manval, in its fifth edition, tells 
not only how to perform automotive 
lubrication services but also gives the | 
reasons why they are necessary. The 
fourth edition of the sales manual ex- 
plains and illustrates how to inspect a car 
for TBA needs, install TBA items and 
propose TBA services. Check-Chart: Corp., 
Sales Dept., 33 E. Congress Parkway, | 


| 

| 

| 

| 

GASKET SEALER—Silver Seo! Internal 
gasket sealer, applied through the radia 
tor, is said to correct seepage caused by 





Chicago 5, ll. 


|now being packaged 





LUBRICATION FITTING — The Alemite 
Red Ball hydraulic lubrication fittings are 
said to offer longer life because they 
are case hardened and have a thick- 
wall construction. They offer greater con- 
venience to the user because each fitting 
is designed to provide up to 35 percent 
more working angularity while still main- 
taining a perfect seal, it is claimed. 
The ball of all Alemite fittings are a 
bright red to provide instant and fool- 
proof identification as a protection to 
the buyer against substitutes, it is said. 
of the most popular fittings are 
in cartons of 10, 
50 and 100. Stewart-Warner Corp., 1826 
Diversey Pkwy., Chicago 14, Ill. 


* * = 





TIMING LIGHT — The Allen Mighti- 
Mite timing light is said to give a 
brilliant flash for easy ignition timing. 


The unit operates either on battery or 
magneto-type six, 12 or 24-volt ignition 


systems. Allen Electric & Equipment Co., 
2101 WN. Pitcher St., Kalamazoo, Mich. 
ee oe 





CAR RUGS—Rugs for new and used- 
cars, said to offer original design in 
multi-colored patterns, have been an- 
nounced by Boston Woven Hose & Rubber 
Co., P.O. Box 1071, Boston 3, Mass. 
Called Boston Fashion Aire rugs, they 
ore available in three designs and a 
variety of colors. Made of durable 
rubber, contoured to fit into all car 
interiors, the rugs are easy to clean, non- 
staining and color fast, it is claimed. 

a & 





REPLACEMENT MATS — 


Replacement 
mats for reconditioning used cars are 
available from Mats Unlimited, Danville, 
ill. Shown above is the trunk mat for 
1955 and 1956 Fords. Similar matching 
mats for both rear floor and trunk, tail- 
ored to fit, are offered for all other popu- 
lar makes of cars, it is claimed. 
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By Martin L. Whitmyer 
Staff Writer 

Philip H. Hubbard, president and 
treasurer of Reinhold Publishing 
Corp., New York, has been elected | 
chairman of the board of the 
Associated Business Publications. 

Other ABP officers elected for | 
the 1956-57 fiscal year are: First | 
vice-president, Nelson Bond, execu- 
tive vice-president, publications 
division, McGraw-Hill Publishing 
Co., Inc.; second vice-president, 
Leo E. Williams, advertising direc- 
tor, Retailing Daily; secretary: 
Edgar W. B. Fairchild, vice- 
president and treasurer, Fraichild 
Publications, Inc., and treasurer: 
N. O. Wynkoop, vice-president and 
comptroller, McGraw-Hill. 

Eastern regional vice-president: 
Clifford S. Bailey, publisher 
Motor; Midwestern regional vice- 
president: Herbert A. Vance, presi- | 
dent and treasurer, Vance Publish- | 
ing Corp., Chicago, and westren | 
regional vice-president: William B. | 
Freeman, president, 
man Publications, San Francisco. 

Newly elected directors of the 
association are: Philip D. Allen, | 
vice-president, Maclean-Hunter 
Publishing Corp.; Edward L. Hen- 
derson, president, Air Conditioning | 
& Refrigeration News; Arthur J.| 
McGinnis, executive vice-president, 
Simmons-Boardman Publishing 
Corp., and Perry I. Prentice, editor | 
and publisher, House & Home. 

Continuing as board members | 
are: Robert F. Boger, publisher, | 
Construction Methods and Equip- | 
ment and Engineering News Rec- 
ord; Alan S. Cole, executive vice- | 
president, Breskin Publications; 
Andrew J. Haire jr., executive vice- | 
president and treasurer, Haire Pub- 
lishing Co.; W. D. Littleford, pub- 
lisher, Billboard Publishing Co.; 
George E. Lockwood, president and | 
treasurer, Paper Trade Journal; | 
Robert F. Marshall, general mana- | 
ger, Architectural Record; Charles | 
E. Whitney, president, Whitney 
Publications; E. B. Wintersteen, 
executive manager, businesspapers 
division, Reuben H. Donnelley 
Corp., and Donald McAllister, vice- 
president and general manager, 
Geyer-McAllister Publications. 

* a 


* 


AMC Cuts ‘Disneyland’ Time 


American Motors Corp., it was 
learned last week, will sponsor 
only 15 minutes of the weekly 
“Disneyland” show over ABC-TV | 
next season. Previously the firm | 
sponsored a half-hour. 

The alternate half-hour will be | 
picked up by a Current Disney- | 
land co-sponsor, Derby Foods. 

* * * 
| 


Best Gets IBS Account 


Intercollegiate Broadcasting Sys- | 
tem has appointed Hil F. Best Co., | 
with executive headquarters in De- | 
troit, as national advertising sales | 
representative for its group of 
campus-limited stations at U. S.| 


colleges and universities. 
* * * 


Seiberling Picks Isham 

Jerome C. Isham is the new 
manager of the public relations 
department at Seiberling Rubber 
Co. 

Isham, who has served as a 
writer in Seiberling’s public rela- 
tions department and an editor of 
the company’s employe publication, 
replaces David R. Goldsberry, who 


resigned to enter another industry. 
co * * 


Dodge Mfg. Picks Shamo 


Carlton Shamo has been named 
supervisor of publicity for Dodge 
Mfg. Corp., Mishawaka, Ind. Shamo 
served for 15 years on the editorial 
staff of the South Bend Tribune 
before joining Studebaker Corp. 

He was editor of the “Studebaker 
Spotlight,” monthly magazine for 
employes, and handled various pub- 
licity and employe relations projects 
as a member of the public relations 
and industrial relations staffs. 


American Magazine Folds 


The 80-year-old American 
Magazine will cease publication 
after the August issue, according 
to Paul C. Smith, president of 
Crowell-Collier Publishing Co. 

Killing the American, Smith 
said, is another step in the re- 


Affecting Factories and Dealers . . . 


Auto Advertising 


|urdays at 12:55-1 p.m., 
| Daylight Time. 


AUTOMOTIVE NEWS, JULY 30, 1956 


organization of Crowell-Collier, 
which in April announced pur- 
chase of five radio and four tele- 
vision stations. 

At the same time, Smith an- 
nounced that advertising rates 
will go up 22 percent in Collier’s 
and 12 percent in Woman’s 
Home Companion in January. 

* * * 


Weather on Radio 


The Asphalt Institute, College 
Park, Md., in its first purchase of 
network radio time, is presenting 
“Weather Along the Highways,” a 


|new weather service designed for 


weekenders, on CBS radio on Sat- 
Eastern 


Additional weather bulletins will 
be broadcast Saturdays at 7:55-8 
p.m., and Sundays at 12:55-1 p. m. 
and 7:55-8 p.m. 

On the Saturday programs at 
12:55, culaways will be made to 
six regional areas for local weather 
and road surveys, supplying mo- 





leconditions in relation to the} -— 
| weather along highway routes. 
* 





* * 


|Production Group Elects 


Herbert N. Kessler, of Hixon & 
Jorgensen, has been elected presi- 
dent of the Los Angeles Advertis- 
ing Agency Production Men’s Club. 

Other officers are Walter S. Berk, 
of Stromberger, LaVene, McKenzie, 
vice-president; Clark A. Campaiola, 
of Calkins & Holden, treasurer; Pat 
F. Kater, of Batten, Barton, Dur- 
stine & Osborn, ‘secretary, Mem- 
bers of the board of directors are 
Ralph Nelson, of Erwin-Wasey; 
Dean Pasch, of Dan B. Miner, and 
Petter L. Stacey, of Neale & 
Associates. 

* * * 


Parade Revenue Up 


Parade reports an estimated ad- 
vertising revenue for the first half 
of 1956 of $8,571,903, or a 22.8 per- 
cent gain over last year’s $6,982,- 
607. 

This revenue, according to Ed 
Kimball, director of advertising 
sales, resulted from 430 pages of 
advertising for the first half — 
up 66 pages over the first half of 
1955. * % » 


Names 
Bruce G. Overbey has been ap- 


Miller Free-|torists with a knowledge of road 


pointed an assistant 








“Well, 
Harry would never close that 
deal!” 


finally — I thought 








manager of Chevrolet, assigned to 
the All-American Soap Box Derby. 
Overbey succeeds W. J. King as 
general manager of the Derby ac- 
tivity following the completion of 
the 19th All-American race at Ak- 
ron Aug. 12. King is being promoted 


advertising | to another assignment in Chevrolet. 


33 


Overbey is former director of the 
General’ Motors Parade of Prog- 
ress. 


Andrew V. O’Keefe and Alvie L. 
Smith have been named to the 
Chevrolet public relations staff, 
O’Keefe has been with General 
Motors since 1953. Smith joined the 
corporation last year, 


Kenneth D. Stewart has been 
named Southern California branch 
manager and a vice-president of 
Honig-Cooper Co., Los Angeles. 


Vern Eastman has been appointed 
manager of the Los Angeles office 
of D’Arcy Advertising Co. He has 
been with the agency for nine 
years. 


Henry Hinke, business manager 
for Stromberger, LaVene, McKenzie, 
has been named chairman of the 
speakers bureau of the Southern 
California Advertising Agencies 
Ags" 





Charles C. Tapscott, formerly 
viie-president of McQuay-Norris 
| Mfg. Co. St. Louis, has joined 


Arthur R. Mogge, Inc., Chicago 
and St. Louis advertising agency, 
as an account executive. 

Joyce Louw has been named to 
head the media and production de- 
partment of the Los Angeles branch 
of Albert Frank-Guenther Law, 
Inc., advertising agency. 
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A prescription from ATJT()-MEDIC.. 


¥ 


Poet d 
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; WYNNS 
* 


Mee? 


“The best medicine 
for all car radiators 
and cooling systems 


is 


Wynn's Radiator Additive” 


NOW AVAILABLE IN BOTH 7 oz. AND ONE PINT CANS — 


AUTO-MEDIC is television’s newest and most talked 
about cartoon character. Auto-Medic is on radio too, 
and in the important consumer magazines. And, he’s 
working for you! Every day he tells thousands of 
people about Friction Proofing* products. Right now 
Auto-Medic is telling your customers about Wynn’s 
Radiator Additive. Look for him in the August 18 
issue of Saturday Evening Post. 


Auto-Medic recommends you tell your customers about 
the one-treatment answer to every radiator mainten- 
ance problem—Wynn’s Radiator Additive with ex- 
clusive Friction Proofing*. 


MAKE A PROFIT BY HELPING YOUR CUSTOMERS 
ELIMINATE UNNECESSARY REPAIRS! 


Wynn’s Radiator Additive cleans the entire cooling 
system. Reduces scale build-ups which block the tiny 
passages and coat the walls of the radiator. Gives cars 
sludge-free lubrication. Wynn’s Radiator Additive 
actually seals those undetected leaks in the radiator, 
hoses, lines, and water jackets that can cause costly 
repairs. Its scouring action removes rust deposits, 
and because Wynn’s Radiator Additive contains ex- 
clusive Friction Proofing*, it seals the surfaces and 
prevents future rusting. 


WARN YOUR NEW CAR OWNERS 
Many of today’s high compression engines require cor- 
rugated steel head gaskets for top engine efficiency. 
Because these steel gaskets can not hold a water seal, 
a sealant is necessary! Water seepage through these 
steel gaskets causes oil sludge... reduces effective lubri- 







cation. Wynn’s Radiator Additive prevents sludge re- 
sulting from this source, increasing engine efficiency. 


Complete cooling system protection is more than a 
twice a year job. Troubles can start at any time, (es- 
pecially this time of year) and particularly in new 
cars. Make sure your customers get full protection 
with Wynn’s Radiator Additive. Easy to use. A 7 oz. 
can treats the average passenger car. The one pint can 
treats 12-15 gallons for large stationary engines, trucks 
and tractors. - 


IMPORTANT: Wynn’s Radiator Additive is made by Wynn 
Oil Company, makers of Wynn’s Friction Proofing prod- 
ucts. Be sure you get the can with the red and black 
bullseye. Ask your Wynn’‘s salesman 
for a proof in the performance 
demonstration. 
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BE A WYNNER 
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Auto-Medic prescribes Wynn’‘s Friction Proofing for Engine every 1000 
miles, Wynn's Friction Proofing for Transmission every 5000 miles, and 
Wynn's Friction Proofing for. Upper Cylinder with each tankful of gas. 


WYNN'S FRICTION PROOFING Products Available in Canada And Everywhere in The Free World. 
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Average Used-Car Auction Prices 


(Compiled by Automotive News from auction reports.) 


Market Trend 


The percentage of sales at a 
group of representative wholesale 
used-car auctions reached the 
year’s peak last week, according 
te Automotive News’ Index. 

Of an average 193 units offered, 
79.5 percent were sold. The sales 
ratio was 73.1 percent of 219.7 
units the previous week, The 
year’s previous high sales ratio 
was 79.0 percent in the index of 
March 26. 


Heavy action also pushed up 
prices on the index by an overall 
average of $2. Gains also were 
in the majority among individual 
models. 


Advances were: ’56s, up $13; 
‘565s, up $7; ’52s, up $4, and ’54s, 
up $1. The price of 49s remained 
unchanged from the previous 
week. 

Losses were: ’53s, down $2; ’51s, 
down $2, and '50s, down $4. 
Prices marked with an * indi- 
cate a unit equipped with an au- 
tomatic transmission or overdrive 
and (ps) indicates power steering. 


JENISON, MICH. 


(Grand Rapids Auction, Inc. Sale every 

Tuesday. Prices are for sale of July 17.) 
(Market very steady. Bidding active 

mntil the end of the sale. Sold 115 cars 
out of 139 offerings.) 

BUICK—'55 Century station wagon, $1,- 
950°; Super Riviera, $1,900* (ps); Spe- 
cial 4-dr., $1,735*. °'54 Super Riviera, 
$1,460*; Special Riviera, $1,455°; 4-dr., 
$1,400*, $1,250°;. 2-dr., $1,275*. "53 RM 
conv., $1,125* (ps); 4-dr., $1,040* (ps); 
Special 4-dr., $910*, $870*, $850°, ‘52 
Super Riviera, $585* (ps), $585°; conv., 
$450°. '51 RM Riviera, $395*, "50 RM 
Riviera, $305°. 

CADILLAC—'55 (62) club coupe, 
(ps), "63 (62) 4-dr., $1,475* (ps). 
(60) Special 4-dr., $875. 

‘56 Two-ten (6) station 

’55 Bel Air (8) 2-dr., $1,- 

$1,445°*; Two-ten 

"54 Bel Air conv., 

$1,075°; Two-ten 


$3,200° 
"50 


LET — 
wagon, $1,820. 
500°; Bel Air (6) 2-dr., 
(8) club coupe, $1, 385°. 
$1,200, $1,170°; 4-dr., 
Delray coupe, $1,035; 4-dr., $915. 53 Bel 
Air 4-dr., $760; conv., $775; Two-ten 
4-dr., 2 at $700, $610; One-fifty 4-dr., 
$600. "52 SL Deluxe 4-dr., $500*. '51 SL 
Deluxe 2-dr., $365*, $300. '50 SL Deluxe 
Bel Air, $360°; 2-dr., $185; FL Deluxe 
2-dr., $285, $155, $145*. 

DeSOTO—’'53 Powermaster 2-dr., $330. 

DODGE—'55 Royal (8) 4-dr., $1,580*. °54 
Coronet (8) 2-dr., $625. "52 club coupe, 
$330. °51 4-dr., $250. 


FORD—'56 Fairlane (8) 2-dr., 
900*; Custom (6) 2-dr., $1,690°*. 
lane (8) conv. $1, 700* (ps), $1,635, 
$1,545; Crown Victoria, $1,700; Main (6) 
2-dr., $1,110. '54 Crest (8) conv., $1,225°*; 
Victoria, $1,125°; Custom (8) 4-dr., 
$980*, $950, $900, $795; Custom (6) 4-dr., 
$735. "53 Crest (8) Victoria, $925; conv., 
$695: Custom (8) 2-dr., %610; ——— 
(6) 2-dr., $580; Main (8) 2-dr., $490. 
Custom (8) 2-dr., $510. ‘51 Custom (3) | 


, 2-dr., $400, $300°; club coupe, $335*, 
$335. *50 Custom (8) 2-dr., $245; Cus- 
tom (6) 2-dr., $190. °49 Custom (8) 2-dr., 
$155. 

HUDSON—’52 Wasp 4-dr., $370. 

LINCOLN—’52 Capri club coupe, $1,195* 
(ps), $855°. 

MERCURY—’56 Custom 4-dr., $1,725. °53 
Monterey 4-dr., $860°. ‘52 Custom 4-dr., 
$600*. °51 club coupe, $255. °50 club 
coupe, $195; conv., $180. 

NASH—’'54 Rambler 4-dr., $825. '51 States- 
man 4-dr.. $150. 

OLDSMOBILE—'55 (88) 4-dr., $1,875*, $1,- 


, $1,650°. °54 (98) Holiday, $1,710*; 
(88) Holiday, $1,635°; 2-dr., $1,315. °53 
(88) Super 4-dr., $1,035; Deluxe 4-dr., 
$890, 2 at $880; (98) 4-dr., $1,000* (ps). 
PACKARD—'53 Clipper 4-dr., $710*, ’51 
4-dr., $400*; 2-dr., $250*. 
PLYMOUTH 54 Cranbrook Belvedere, 
$615; club coupe, $530. 53 Cambridge 
sedan, $505. ‘51 Cranbrook Belvedere, 


$325. 

PONTIAC—'55 Chieftain (8) 2-dr., $1,225. 
"64 Chieftain (8) 2-dr., $1,105*, $675. '53 
Chieftain (8) 4-dr., $600, '49 Silver Streak 
(8) 4-dr., $150°. 

DEBAKER — '52 Commander club 
coupe, $405*. '51 Commander 2-dr., $205; 
Champion conv., $200. 

NEOUS — '51 Chevrolet %-ton 
pickup, $910. 


LITTLETON, COLO. 


(Colorado Auto Auction. Sale every Mon- 

day. Prices are for sale of July 16.) 

(Seld 280 cars out of 380 offerings.) 

BUICK—'56 Special station wagon, $2,730°. 
‘55 RM Riviera, $2,155* (ps); Super 2- 
dr., $2,095° (ps); Century Riviera, $1,- 
990*, $1,780°; 4-dr., $1,705* (ps), $1,675* 
(ps). ‘54 Super Riviera, $1,640° (ps); 
4-dr., $1,375*. '53 RM Riviera, 


| CADILLAC- 


| 


| 
| 
| 
| 
| 





| 4595 S. Santa Fe 


1956 


$943* = go15 


$880 $873 


Nov. Dec. dan, Feb. 


* Prices of '56s added; '48s dropped. 


$1,060* (ps). ’52 Special 4-dr., $345*, 


'56 (62) sedan de Ville, $5,- 
470* (ps), $4,600* (ps); coupe de Ville, 
$5,320* (ps), $4,200* (ps); conv., $4,600* 
(ps). °55 (62) coupe de Ville, $3,765* 
(ps), $3,740° (ps); conv., $3,435* (ps). 
"54 (62) coupe, 2 at $2,950* (ps), $2,850* 
(ps). 

| CHEVROLET—’'56 Corvette, 


$3,200*; Bel 


Frequency Rates: rte 
$3.50, 52-times. Oates 
ee For Display 
CALIFORNIA 
SACRAMENTO AUTO AUCT.—4304 
W. Capitol Ave., West Sacramento, 


Ph. HU. 1-4076 (Thurs. 12 noon). 


COLORADO 





COLORADO 


AUTO AUCTION 
LITTLETON, COLORADO 
SOUTH DENVER 


DEALERS ONLY 
Sale Every Monday—11:00 a.m. 
Owners: 


Francis R. Cassell 
Carroll Kopfer 
Phone Denver, SUnset 1-7821 


Wire Colorado Auto Auction FAX 
Denver, Colo. 


Auctioneers: 
Colonels Johnny Wood and Dean Davis 
All cars paid for by our own check through 
the First National Bank of Englewood. 








DENVER AUTO AUCTION 
(Denver's Oldest Auto Auction) 


Littleton, Colo. 
Ph. SU 1-6673 — Ed Smith or Mil Nace 
Auction Every Friday at 11:00 A.M. 


| We Issue Auction Checks and Guarantee Titles 


$1,990, $1,- | 
"55 Fair- | 





ILLINOIS 





| CHICAGO — Greater Chicago Auto 


Auction, 7750 S. Cicero, 1 mile S. 
Midway Airport (Thurs. 12 Noon). 


| QUINCY—Quincy Auto Auction, 3220 
Broadway. Friday. 


MICHIGAN 





GRAND RAPIDS AUCTIONS, INC. 
On M2i—One Half a west of Grandville, 
ich, 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. "i wae Only 
Auctioneer: Col. W. E. “Bill Nagy 
Saaaeu, Best" 

Phone: ARdmore 6-4720 





| Here in the shadow of General Motors, you | 


$873 


March 





$874 


Apr. 





Air (8) 4-dr., 
3 at $2,250*, 


$2,320°, $2,290°, $2,255°*, 
3 at $2,220*, $2,190, $2,- 


155; Two-ten (8) station wagon, $2,245*, | 


$1,805. 
(ps); 


2 at $2,150; Two-ten (6) 4-dr., 
‘55 Bel Air (8) Nomad, $2,200* 
Sport coupe, $1,855*, $1,850*; 
conv., $1,595. °54 Bel Air (6) Sport coupe, 
$1,360*, $1,175*; Two-ten station wagon, 
$1,265* (ps); Delray, $1,040. '53 Bel Air 


(maximum: Siricomins of type) 
7 Nenialanies pita, 1 inch on 1 column—maximum, 5-inches 
ee ee eee 


MICHIGAN 





Flint Auto Auction, Inc. 
3711 Western Rd. Flint, 
Exclusively for Dealers 


get the best buys. 


NEW CAR DEALERS balance their stock here 


—Why not visit us real soon? 
Michigan's Finest Sale 
Titles and Checks Guaranteed 
12:30 — SALE EVERY WEDNESDAY — 12:30 
M. D. McCollum, Mgr. Phone Cedar 9-4492 





MISSOURI 


ST. LOUIS AUTO 


AUCTION BARN, INC. 
3807 Easton Ave. 


St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


Checks and Titles Guaranteed 
Owned and Operated by 
BILL McCRACKEN and 
ROY McMANAMA 
(Dealers Only) 
Operating Since 1946 








NEW YORK 


NEW YORK STATE’S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


Dealer Aut 


io Auction 
Albany 5, N. Y. 
Monday — I! O'Clock 
80 car sale average 
All Titles and Checks Guaranteed 


Eve 


LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State, Fidelity 
Insured Checks and Titles (Wed.). 


Detroit's Barometer 
APTCO AUTO AUCTION 


7 Years Old 
Conveniently located Y% mile from Detroit City Limits 


TWO BIG AUCTIONS EACH WEEK - - - 
WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U. $. ROUTE 25) 
MELVINDALE, MICHIGAN 


Fidelity Insured Checks 


Phone Dunkirk 3-0150 





Bel Air (6) | 





Sport coupe, $875, $825*; One-fifty 4-dr., | 
$385. 


CHRYSLER — '55 Imperial 4-dr., 
(ps); Windsor sedan, $1,970* 
NY 4-dr., $1,250* (ps). °53 NY 2-dr., 
$760* (ps). °52 Windsor 4-dr., 
(ps). 


$2,570° 


DeSOTO—'56 Fireflite (8) Hardtop, $3,275* | 


| (ps); Fire Dome (8) 4-dr., $2,550*, ‘55 
| Fire Dome (8) 4-dr., $1,800* (ps). '54 
| Fire Dome (8) 4-dr., $1,200* (ps). ‘52 
| 


Fire Dome (8) sedan, '$555°, $495*, $280*. 


| DODGE—’55 Royal (8) 4-dr., $1,495*, '54 

| Meadowbrook 4-dr., $875. ‘52 Meadow- 

| brook 4-dr., $335* 

FORD—’'56 Country sedan, 
lane (8) Victoria, $2,150*, 
$2,090*, $2,050* (ps). °55 
Victoria, $1,700*, $1,665, $1,580*, 
Country sedan, $1,840, $1,760, 
$1,745*; Custom (8) 4-dr., $1,280*, $1,- 
245. °54 Crest (8) Victoria, $740. ‘51 
53 Crest (8) Victoria, $1,835; Courier, 
$440. ‘52 Crest (8) Victoria, $740. °51 
Custom (6) 2-dr., $365 

HU DSON—'55 Hornet Hollywood, 
station wagon, $1,475, $1,300*. 
4-dr., $550* 

LINCOLN—'55 Capri coupe, $2,440* (ps). 

MERCURY—'56 Montclair conv., $2,635* 
(ps); Sport coupe, $2,450*. 
station wagon, $2,155* (ps); 
Sport coupe, $1,905*; 4-dr., $1,680*, 
655*, $1,595, $1,570. °54 Monterey 

| coupe, $1,400 
$905*. 

NASH — 
180*, $2,120; 
bassador 4-dr., 
Cross Country, 


$2,185; 
$2,090*; 4-dr., 

Fairlane 
$1,535; 


$1,635* 
"53 Wasp 


$1,- 
Sport 


! 
'56 Rambler Cross Country, 


Hardtop, $1,885. 55 Am- 
$1,950*, $1,835*; Rambler 
$1,530, "53 Rambler Coun- 





ete 


| NEW YORK 


NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 
You are 100% safe because all titles 


and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David B. Spielman 
John W. Becker 





NORTH CAROLINA 


Mann’s Auto Auction 
5. Ph. 3-1564, Titles & 
10 A. M. 


RALEIGH 
Sale, Rt. 
checks guaranteed. Mon. 


OHIO 





| 

| 

MONTPELIER AUTO AUCTION CO. 

| MONTPELIER, OHIO 

Sale Every Monday, 12:30 P.M. 

“WE NEVER MISS” 

| All Checks Insured by Fidelity Ins. Co. of Tenn. 
Your Good Will—Our Most Valuable Asset 
On U. S. Route 20A 





PENNSYLVANIA 








MANHEIM AUTO AUCTION, INC. 
Manhei 


im, Penn. 
On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 
Checks and Titles Guaranteed 
Phone Manheim 5-240! 








EMLENTON —Emlenton Auto Auc- 
tion. Every Tuesday, 12 Noon. 





TENNESSEE 


MURFREESBORO—Don Kelly Auto 
Auction, Junction U. S. Hwys. 70S- 
231-41. Thursday 11:00 a.m. 





JOHNSON AUTO AUCTIONS 
HUNTSVILLE, ALABAMA Every Friday 
NO SALE—NO FEE 
FREE PLANE TICKETS for BUYERS 
(Buy 3 cars or more and we pay plane fare 
from your home town to Huntsville, Alabama) 
Insured Checks and Titles 
Lawrenceburg, Tenn. Every Tuesday 





a 


(ps). °54) 
$520* | 


Fair- | 
(8) | 


$1,750, | 


°55 Custom | 
Monterey | 


’53 Monterey Sport coupe, | 


$2,- | 


| 
a 





| OLDSMOBILE—’55 (88) 2-dr., 


| PLYMOUTH 


| 


Phone 5-9535 





Model Breakdown 
Of Auction Averages 





July, 1956 June, May, 
Model To Date 1956 1956 
1956.............. $2,169 $2,183 $2,164 
a 1,553 1,589 1,573 
1954..... 1,090 1,117 1,082 
1953..... 733 744 740 
1952 476 504 488 
1951 335 344 336 
1950 241 253 249 
1949... den 178 182 181 
Overall ——- — —— 
Average $ 347 $ 864 $ 852 
try Club, $650*. ‘52 Ambassador 4-dr., 
$300* 
| OLDSMOBILE—'56 (98) Holiday, $3,080* 
(ps); (S88) Super 4-dr., $2,625* (ps); 
Deluxe 4-dr., $2,475*, $2,145*. °55 (98) 
conv., $2, 475* (ps); Holiday, $2,435* 
(ps); (88) Holiday, $2,280* (ps), $2,095*. 
"54 (88) Super 4-dr., $1,620" (ps). °53 
(98) Fiesta coupe, $1,105* (ps) 
PACKARD 55 (400) Hardtop, $2,495* 


(ps) 


PLYMOUTH—'56 Belvedere (8) conv., $2,- 


355*; Savoy (8) Suburban, $2,305; Savoy 
(6) 4-dr., $1,750; Plaza (8) 4-dr., $1,620 
'55 Belvedere (8) 4-dr., $1,620*, $1,500", 





$1,390* (ps). °54 Savoy club coupe, §1,- 
170, $850; Belvedere 4-dr., $1,020*, $855* 
(ps) 

PONTIAC—’56 Star Chief (8) Catalina, $2,- 
920* (ps); Chieftain (8) Catalina, $2,- 
525*. °55 Star Chief (8) conv. 55 
(ps); Catalina, 2,000* (ps), 75 
(ps); Chieftain (8) Catalina, $1, 665. "54 
Star Chief (8) conv., $1,265* (ps). ‘53 
Chieftain (8) Catalina, $1,050*. 

STUDEBAKER—’ 52 Commander 4-<r., $350. 
'50 Champion 2-dr., $135. '49 4-dr., $110. 

WILLYS—’55 Bermuda (6) Hardtop, $1,- 
235. °52 station wagon, $450. 50 Jeep- 
ster, $375. 

MISCELLANEOUS— 54 Dodge %-ton pick- 
up, $630; GMC 2-ton cab and chassis, 
$1,370; International %-ton pickup, $600. 
"53 GMC %-ton pickup, $600. °52 Dodge 
%-ton pickup, $550; Chevrolet %-ton 
pickup, $535. "51 GMC ‘%-ton pickup, 
$410. ‘47 International %-ton pickup, 
$125. 


HORSEHEADS, N. Y. 


(Horseheads Auto Auction. Sale every 
Friday. Prices are for sale of July 13.) 

(Market strong on clean merchandise. 
Prices weak on rough units, Sold a high 
percentage of 178 offerings.) 


BUICK—’55 Super Riviera, $2,020* (ps). 
’54 Century 4-dr., $1,310°. ‘36 RM 4-dr., 
$100. 

CADILLAC—’51 (62) 4-dr., $990*. "50 (62) 
4-dr., $300°. 

CHEVROLET — ‘56 Two-ten (6) station 
wagon, $1,860. "55 Two-ten (6) 2-dr., 
$1,250. °54 Two-ten 4-dr., $880*°, $845, 
765; One-fifty (police car), $725; sedan, 
$680. '53 Bel Air Hardtop, $785; 4-dr., 


$850; Two-ten Delray coupe, $815. ‘52 
SL Deluxe 4-dr., $500, $490; club coupe, 
$570. °51 SL Deluxe sedan, $475, $335", 
$300, $275. °50 SL Deluxe sedan, $325, 
$245, $200; Bel Air, $400. '49 SL Deluxe 
sedan, $295, $205; SL Special sedan, $130. 
DeSOTO—’53 Fire Dome (8) 4-dr., $845*. 
"51 Custom club coupe, $180*. ‘50 4-dr., 
$180. 
DODGE—’53 Coronet (8) 4-dr., $660, 
$600*. 51 Coronet conv., $330*. 
FORD—’56 Main (6) Ranch Wagon, $1,- 
720. °55 Custom (8) 4-dr., $1,250. ‘54 
Custom (8) sedan, $890, $875; Custom 
(6) sedan, $750. "53 Custom (8) sedan, 
$775, $770, $650; Custom (6) sedan, $575. 
‘52 Custom (8) sedan, $630, $590; Cus- 
tom (6) sedan, $565, $415. "51 Custom 
(8) sedan, $455*, $355, $350, $335; Cus- 
tom (6) sedan, $270. ‘50 Custom (8) se- 
dan, $300. "49 Custom (8) sedan, $125. 
MERCURY—’52 4-dr., $600, $525; station 
wagon, $840. "51 4-dr., $235. ‘50 4-dr., 
$180. 
NASH- 
bler Hardtop, $400. 
$205; conv., $200. 


$650*, 


'52 Ambassador sedan, $435*; Ram- 
‘51 Rambler 2-dr., 


$1,780*. 53 
(98) Hardtop, $1,190* (88) sedan, 
$1,075*. °49 (S88) 4-dr., 
PACKARD—’'53 Clipper 2-dr., 
53 Savoy 4-dr., 
Plaza sedan, $510; Subur- 
. ‘52 Cambridge 4-dr., $290, 
$270. ’51 Cambridge 4-dr., $275, °49 Spe- 
cial Deluxe 4-dr., $145. ? 
PONTIAC—’55 Chieftain (8) 2-dr., $1,380*. 
‘53 Chieftain (8) 4-dr., $710*. °51 Silver 
Streak (8) Catalina, $360*. ‘50 Silver 
Streak (8) Catalina, $380*. 
STUDEBAKER— 52 Champion conv., $245; 
Commander sedan, $240. '51 Commander 
sedan, $240*; Champion sedan, $120. 
MISCELLANEOUS—'49 Studebaker ‘%-ton 
pickup, $200. 


CHICAGO 


(Arena Auto Auction. Sale every Tues- 
day. Prices are for sale of July 17.) 
(Sold 355 cars out of 466 offerings.) 


(ps); 
$175*. 
$640. 

$610; club 
$640; 


BUICK—’56 Special 2-dr., $2,535*. "55 Spe- 
cial 4-dr., $2,235*, $1,750*; conv., $1,- 
950°; 2-dr., $1,640*; Super 2-dr., $2,050*° 
(ps). °54 RM conv., $1,605* (ps); Special 
station wagon, $1,775* (ps); Century 2- 

r., $1,655". 


CADILLAC—’56 (62) sedan de Ville, $4,- 
325* (ps). "55 (62) coupe de Ville, $3,570* 
(ps); coupe, $3,350* (ps), $3,255* (ps); 
4-dr., $2,965* (ps). '54 (62) coupe, $2,- 
885* (ps); coupe de Ville, $2,825* (ps), 
$2,750* (ps). 

CHEVROLET—’'56 Bel Air (8) Sport coupe, 
$2,130*; Bel Air (6) conv., $1,935, °55 
Bel Air (8) conv., $1,585*; 4- dr., $1,510; 
Bel Air (6) Sport coupe, $1,555; 4-dr., 
$1,400*, $1,345; 2-dr., $1,415"; Two-ten 
(8) Delray, $1,300; Two-ten (6) 2-dr., 
$1,075; One-fifty (8) 2-dr., $1,100. ’54 
Bel Air Handyman, $1,245; conv., $1,200* 
(ps); Sport coupe, $1,150. 

CHRYSLER — '55 NY St... Regis, $2,275* 
(ps); Windsor Nassau, $1,900* (ps), $1,- 
830*. '53 NY 4-dr., $820*; Windsor 4-dr., 
$595°. °52 Imperiai ae dr., $610* (ps)..’51 
Windsor 4-dr., $325* 

DeSOTO — '55 Fire Dome (8) Sportsman, 


$2,000* (ps); 4-dr., $1,830* (ps). '54 Fire 
Dome (8) Sportsman, $1,325"; 4-dr., 
$875*. '53 Powermaster 4-dr., $1,055°*. 


DODGE—’'55 Royal Lancer, $1,575*; 
net 4-dr., $1,410*. °54 Coronet 4-dr., 
$895*. 53 Coronet station wagon, $650*; 
4-dr., $565*; Meadowbrook 4-dr., $530*. 

FORD—’56 Fairlane (8) Victoria, $2,150*; 
Main (8) Ranch Wagon, $1,845. '55 Thun- 


(Continued on Page 35, Col. 1) 
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derbird, $2,630*, $2,610° (ps), $2,375; 
Country sedan, $1,730*; Fairlane (8) Vic- 
toria, $1,695*, $1,650°; conv., $1,615°, 
$1,580°; 4-dr., $1,405*; 2-dr., $1,280°; 
Custom (8) 2-dr., $1,345*. '54 Crest (8) 
conv., $1,265°. 

HUDSON—’56 Rambler station wagon, $1,- 
850%; 4-dr., $1,700. '55 Rambler club 
coupe, $1,455; station wagon, $1,300. 

KAISER—’51 2-dr., $245. 

LINCOLN—’54 Capri coupe, $1,535°. °53 
Capri 4-dr., $1,075*. '52 Cosmopolitan 4- 
dr., $495*; Capri 4-dr., $470. 

MERCURY—'56 Monterey coupe, $2,345°*. 
'55 2-dr., $1,430. "54 Monterey Sun Val- 
ley, $1,340*; Sport coupe, $1,300°; 2-dr., 
$1,150*, $1,005. "53 Monterey conv., $1,- 
145°; 4-dr., $925°*. 

NASH—’55 Ambassador 4-dr., $1,440* (ps); 
Statesman 4-dr., $1,355*°. ‘54 Rambler 
club coupe, $795, ‘53 Statesman club 
coupe, $1,045*; 4-dr., $565. 

OLDSMOBILE—’56 (98) Holiday, $3,300* 
(ps), $2,985* (ps), $2,970° (ps). '55 (98) 
conv., $2,250* (ps); (88) conv., $2,160° 
(ps); Holiday, $2,090* (ps); 2-dr., $1,- 
500%. '54 (98) conv., $1,965* (ps); Holi- 
day, $1,955* (ps); 4-dr., $1,795*. 

PACKARD—’55 Clipper 4-dr., $1,730* (ps). 
’'53 Clipper 4-dr., $640*. 

PLYMOUTH—’55 Belvedere (8) conv., $1,- 
700*; Sport coupe, $1,675*; 2-dr., $1,640°; 
4-dr., $1,280°; Plaza (8) Suburban, $1,- 
410; Plaza (6) Suburban, $1,325; Savoy 
(8) 4-dr., $1,240; 2-dr., $1,215. 

PONTIAC—’55 Star Chief (8) Catalina, 
$2,045*. '54 Star Chief (8) Catalina, $1,- 
385*; conv., $1,355°; 4-dr., $1,175*. °53 
Chieftain (8) Catalina, $1,205*, $1,080°; 
4-dr., $980*; 2-dr., $855°. 

STUDEBAKER — °'53 Commander 4-dr., 

. 


$665°. 
WILLYS—'52 station wagon, $805. 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 
Prices are for sale of July 13.) 

(Market holding firm, Demand for clean 
autos very strong. Sold 203 cars out of 
241 offerings.) 

BUICK—’56 Special Riviera, $2,335°. °55 
Special conv., $2,010*; Riviera, $1,750°; 
Century Riviera, $1,875*. '54 Super 4-dr., 
$1,400*: Special 4-dr., $1,210. ‘51 RM 
4-dr., $860* (ps); Super Riviera, $950* 
(ps). "50 Super 4-dr., $420°, $285°. 

CADILLAC—’'56 (62) sedan de Ville, $4,- 
200* (ps); coupe, $4,050° (ps). °54 (60) 
Special 4-dr., $2,830* (ps); (62) coupe, 
$2,725* (ps). "53 (62) 4-dr., $1,470° (ps). 
'52 (62) coupe de Ville, $1,355° (ps). 

CHEVROLET—'56 Bel Air (8) Nomad, $2,- 
450°; station wagon, $2,195*, $2,025°; 
Two-ten (6) 2-dr., $1,650. '55 Bel Air (8) 
Nomad, $2,035*; conv., $1,660°, $1,640, 
$1,565*, $1,560°; 4-dr., $1,465, $1,330°; 
Sport coupe, $1,555; Two-ten (8) 2-dr., 
$1,220. '54 Bel Air conv., $1,300*; Sport 
coupe, $1,300*; Two-ten 2-dr., $900, $840. 
’53 Bel Air conv., $865*; Two-ten 4-dr., 
$805, $745°. 

CHRYSLER—'51 Windsor 4-dr., $390*; NY 
4-dr., $350°. "49 Windsor 4-dr., $300. 
DeSOTO—'53 Custom 4-dr., $750* (ps). *52 

Custom club coupe, $125. 

DODGE—'55 Royal 4-dr., $1,455*. °53 Cor- 
onet 4-dr., $525*; Diplomat, 2 at $510; 
Meadowbrook 4-dr., $450*°. '51 Coronet 
2-dr., $290. '50 Coronet 4-dr., $100. 

FORD — '56 Fairlane (8) conv., $2,285° 
(ps); Victoria, $2,135°, $2,130°; 2-dr., 
$1,900, $1,900* (ps), $1,810*; Crown Vic- 
toria, $2,250* (ps). '55 Thunderbird, $2,- 
615*, $2,.560*, $2,400°; Fairlane (8) Vic- 
toria, $1,550°, $1,515*; 2-dr., $1,335, 
$1,250* (ps); Custom (8) 4-dr., $1,270°*, 
$1,135. °54 Custom (8) 4-dr., $845*. ‘53 
Custom (8) 4-dr., $910*, $725, $690, 
$685°, $490°. 

HUDSON—’'53 Hornet club coupe, $460°; 
Super Wasp 2-dr., $365; Jet 4-dr., $350. 

KAISER—’51 Deluxe 4-dr., $100*. 

LINCOLN—’54 Capri conv., $1,875* (ps). 
"52 Capri 4-dr., $585*. '51 Cosmopolitan 
4-dr., $100. 

MERCURY—’55 Custom 2-dr., $1,425*. °54 


Monterey conv., $1,460* (ps). '53 4-dr., 
$885*. "52 coupe, $550°; 2-dr., $440. °51 
2-dr., $360°, $325, $295*, $270, $230, 


$185; conv., $150*. 
NASH — ’'55 Rambler Cross Country, $1,- 


500°, $1,245; 4-dr., $1,225, $1,025°; 
Statesman 4-dr., $1,275*. '54 Statesman 
4-dr., $1,075*. °53 Statesman Country 


Club, $825*; 4-dr., $695°. 
OLDSMOBILE — '56 (98) conv., 
(ps); Holiday, $2,885* (ps); (88) Super 
Holiday, $2,590*; Deluxe 2-dr., $2,225° 
(ps), $1,900*. '55 (98) Holiday, $2,240* 
(ps), $2,080%, $2,075*; 4-dr., $2,210°*, 
$2,060*. °54 (88) Holiday, $1,670*. 


$3,200° 


PACKARD — ’°55 Clipper 4-dr., $1,750°; 
Panama coupe, $1,700* (ps). ‘52 4-dr., 
$355°. 


PLYMOUTH—’'55 Savoy (8) 4-dr., $1,165. 
’53 Cranbrook 4-dr., $510*. ’52 Cambridge 
2-dr., $225. '51 Cranbrook 2-dr., $245, 
$210. °50 Special Deluxe 2-dr., $175. 

PONTIAC—'56 Star Chief (8) conv., $2,- 
390° (ps). 52 Chieftain (8) 4-dr., $395°. 
"51 Silver Streak (8) station wagon, 
$375*. 

STUDEBAKER—’55 Commander 2-dr., $1,- 
000*. °54 Champion 2-dr., $690*. °52 
Champion 4-dr., $300*. ’51 Commander 
coupe, $175*; 4-dr., $155*. 

WILLYS—’53 Aero Lark 4-dr., $400*. 

MISCELLANEOUS—'54 GMC %-ton pick- 
up, $725. ’°53 Henry J sedan, $305. '41 
Graham roadster, $320. 


ALBANY 


(Tim Anspach Auto Auction. Sale every 
Monday. Prices are for sale of July 16.) 
(The market here today advanced mod- 
erately on all saleable offerings due to a 
splendid retail market in our area last 
week, Buyers galore were racing the yard, 
buying the choice ones before they hit the 
block, We could easily have sold 50 more 
units. Again not enough cars to go around. 
Sold 150 out of 185 offerings.) 
BUICK—’56 Special 2-dr., $2,235*. "55 RM 


Riviera, $2,000* (ps); Special Riviera, 
$1,860. '54 Century 4-dr., $1,325*; Special 
4-dr., $1,150*. ‘53 Special 4-dr., $800; 


Super 4-dr., $890*. ’51 RM 4-dr., $360°; 
Super 4-dr., $275*. ‘49 RM 4-dr., $110. 
CADILLAC—’56 (62) conv., $4,400* (ps); 
coupe de Ville, $4,350* (ps); coupe, $4,- 
020* (ps). °55 (62) Eldorado, $4,300* 
(ps). '54 (60) Special 4-dr., $2,875* (ps). 
"52 (62) 4-dr., $1,110*. "50 (62) 4-dr., 

$810*. '48 (62) 4-dr., $270*. 
CHEVROLET—’56 Bel Air (8) conv., $2,- 

150°. °55 Two-ten (8) station wagon, 

$1,680*, $1,540; 2-dr., $1,300*, $1,160; 





Bel Air (8) 4-dr., $1,500*, $1,410; Two- 
ten (6) 4-dr., $1,425, $1,150, $1,075. °54 


Bel Air 2-dr., $1,200*, $1,145*, $960*; 
4-dr., 2 at $950; Two-ten 2-dr., $950, 
$945; 4-dr., $980, $910, $550, $525. °53 


Bel Air 2-dr., $835, $780; 4-dr., $800; 
Two-ten 4-dr., $770, $750°, $680°; 2-dr., 
$685. '51 SL Deluxe Bel Air, $525*; 2- 
dr., $280; SL Special coupe, $295. '50 SL 


Deluxe 2-dr., $425*, $250; 4-dr., $245; 
conv., $330. 
CHRYSLER—’'53 NY 4-dr., $740*. 
DeSOTO — ’'53 Custom 4-dr., $850*°; Fire 


Dome (8) 4-dr., $730*. '52 Custom 4-dr., 
$330*. 

DODGE—'53 Meadowbrook station wagon, 
$710, $690; 4-dr., $270; Coronet conv., 
$635; 4-dr., $550°. 

FORD—’56 Custom (6) station wagon, $2,- 
000°. °55 Thunderbird, $2,200; Fairlane 
(8) Victoria, $1,785*; 2-dr., $1,310*; 
Main (8) Ranch Wagon, $1,480*; Custom 
(8) 2-dr., $1,260. '54 Custom (8) 4-dr., 
$975, $905. °53 Crest (8) Victoria, $1,- 
100°. '52 Crest (8) Victoria, $780; Main 
(8) Ranch Wagon, $710; Custom (8) 2- 
dr., $600, $550, $410. '51 Custom (8) 
conv., $350*; Victoria, $345, $300; Deluxe 
(8) 2-dr., $250. '50 Custom (8) 4-dr., 2 
at $250. '49 Deluxe (8) coupe, $150. 

HUDSON—’55 Hornet coupe, $1,580°. 

KAISER—’53 Manhattan 4-dr., $200*. 

LINCOLN—’52 Capri coupe, $850*. 


MERCURY—’55 Monterey coupe, $1,880*; 
4-dr., $1,660°; Custom 4-dr., $1,700*, $1,- 
400. '54 2-dr., $1,325*, $1,285; 4-dr., $1,- 
310*, $1,180; station wagon, $1,135, '53 





coupe, $1,100*, $920°; 4-dr., $950°. °51 
4-dr., $385, $380, $375. 

NASH—’'53 Statesman 4-dr., $420. '52 Cus- 
tom station wagon, $475; Statesman 4- 
dr., $320, $310; Rambler station wagon, 


$310. 

OLDSMOBILE — ’56 (88) Super Holiday, 
$2,500*. '55 (98) 4-dr., $2,145*. '54 (88) 
Super 4-dr., $1,500*. '51 (88) 4-dr., $360*. 
’50 (98) coupe, $290*; (88) 4-dr., $280°*, 
$165. °49 (76) 4-dr., $150°; (98) 4-dr., 
$110°. 

PACKARD—’52 Clipper 4-dr., $450°*, 

PLYMOUTH—’55 Belvedere (8) coupe, $1,- 
360. '54 Belvedere 4-dr., $1,070*; coupe, 
$935*; Plaza 2-dr., $570. '53 Cranbrook 
2-dr., $625, $620; Cambridge 4-dr., $500, 
$400. °52 Cranbrook Belvedere, $435. ’51 
Cranbrook conv., $520. '50 Special Deluxe 
4-dr., $275. °49 Special Deluxe 4-dr., 
$100. 

PONTIAC—’54 Chieftain (8) 4-dr., $935. 
’53 Chieftain (8) Catalina, $880*; conv., 
$800*; 4-dr., $730*%, $700°. °51 Silver 
Streak (8) conv., $725*. '50 Silver Streak 
(8) 4-dr., $310*, $185. '49 Silver Streak 
(8) station wagon, $280. 

STUDEBAKER—'55 Regal station wagon, 
$1,200. "54 Commander coupe, $860. "51 
Champion 2-dr., $300, 

WILLYS—’53 Aero 4-dr., $450. ’50 station 
wagon, $335. 

MISCELLANEOUS—’'54 Ford Courier, $720. 
"52 Chevrolet %-ton pickup, $470; Ford 
%-ton pickup, $450. °50 Dodge %-ton 
panel, $230. 


MASON CITY, IA. 


(Central States Auto Auction. Sale every 
Wednesday. Prices are for sale of July 
18.) 

(Excellent crop and good weather has 
strengthened the market further in this 
area. Sold 161 cars out of 192 consign- 
ments.) 

BUICK—’56 Century conv., 

Super 4-dr., $2,645* 


$2,735° (ps); 
(ps); Special 2-dr., 


$2,105*. °55 Century Riviera, $1,980*° 
(ps); 4-dr., $1,885° (ps); Super Riviera, 
(ps). '54 RM Riviera, $1,510* 
(ps); Super 4-dr., $1,510* (ps); Special 
conv., $1,390. ’53 Special 4-dr., $795*. '51 
Special 4-dr., $430. '50 Super 4-dr., $200*. 
CADILLAC—’56 (62) coupe, $3,920* (ps). 
"55 (62) coupe, $3,325* (ps); 4-dr., $3,- 
200* (ps). ’54 (62) 4-dr., $2,575* (ps); 


coupe de Ville, $3,150* (ps); (60) Spe- 
cial 4-dr., $2,785* (ps). '53 (62) 4-dr., 
$1,585* (ps). 

CHEVROLET—’'56 Bel Air (8) 4-dr., $2,- 
095°; Two-ten (8) 4-dr., $1,945; Two- 
ten (6) 4-dr., $1,750*, $1,700*, '55 Bel 
Air (8) Sport coupe, $1,705; 2-dr., $1,- 


550°; Two-ten (8) 4-dr., $1,450*, $1,410*; 
Two-ten (6) 4-dr., $1,150; 2-dr., $1,125. 
*54 Bel Air 2-dr., $1,235*; $865; 4-dr., 
$1,100*; One-fifty 2-dr., $715; Two-ten 
4-dr., $515. '53 Bel Air conv., $875*; 
2-dr., $750; Two-ten 4-dr., $800; conv., 
$775; 2-dr., $790; Delivery sedan, $535. 
52 SL Deluxe 4-dr., $575; 2-dr., $470; 
conv., $400. '51 SL Deluxe Bel Air, $455*. 
CHRYSLER—’54 Windsor 4-dr., $1,200*. 
’53 Windsor 4-dr., $765*; NY 4-dr., $835* 
(ps). '52 Windsor 4-dr., $630, $375, $345. 
50 NY Newport, $525*. 
DeSOTO—’'55 Fire Dome (8) 4-dr., $1,660. 
‘53 Fire Dome (8) 4-dr., $805. 
DODGE—’56 Royal 4-dr., $2,200* (ps). '55 
Royal 4-dr., $1,250. '53 Meadowbrook 2- 
dr., $450. "52 Meadowbrook 4-dr., $310. 
FORD—’56 Fairlane (8) conv., $2,275* 
(ps); Victoria, $2,175* (ps), $2,125*; 4- 
dr., $1,905°; 2-dr., $1,840* (ps); Custom 
(8) 4-dr., $1,710* (ps), $1,670* (ps). 
'55 Fairlane (8) Victoria, $1,595*; conv., 
$1,815* (ps); 4-dr., $1,410; 2-dr., $1,190; 
Main (8) Ranch Wagon, $1,645*, $1,500*; 
Custom (8) 4-dr., $1,185*; 2-dr., $1,130. 


'54 Crest (8) station wagon, $1,230*°; 
Custom (8) 4-dr., $1,090*, $1,070; Main 
(6) 4-dr., $890; 2-dr., $770. ‘53 Crest 


(8) station wagon, $1,095*; Custom (8) 2- 
dr., $725*; 2-dr., $570; Main (6) 4-dr., 
$640. °52 Crest (8) Victoria, $725. °51 





35 





Main (8) Ranch Wagon, $500*; 
(8) conv., $475*. °'50 Custom 
dr., $120. 
HUDSON—’54 Jet 2-dr., $605, 
LINCOLN—’51 Cosmopolitan 4-dr., $500*. 
NASH—'56 Rambler station wagon, §1,- 
490*. '53 Ambassador 4-dr., $560*. 
OLDSMOBILE—’56 (88) Super 4-dr., $2,- 
575* (ps). '55 (88) Holiday, $1,995*, $1,- 
985*; Super 4-dr., $1,885* (ps). '54 (88) 
Super 4-dr., $1,590*; Deluxe 2-dr., $L- 
480°. ’50 (76) 2-dr., $165. 
PACKARD—’'55 4-dr., $1,700*, $1,415*. 
PLYMOUTH — '55 Belvedere (8) station 
wagon, $1,555; Savoy (8) 4-dr., $1,345*, 
$1,275; Plaza (6) 4-dr., $985. '54 Plaza 
4-dr., 2 at $725. °52 Cranbrook 2-dr., 
$225; Cambridge 4-dr., $210. '51 Cam- 
bridge 2-dr., $240. '50 Deluxe 4-dr., $125. 
PONTIAC—’ 56 Chieftain (8) coupe, $2,205* 
(ps); 4-dr., $2,180*. '55 Chieftain (8) 
coupe, $1,650* (ps); 4-dr., $1,495*, ‘54 
Chieftain (8) 4-dr., $1,200*. '53 Chieftain 
(8) conv., $960*, '51 Silver Streak (8) 2- 
dr., $345. 
STUDEBAKER—’55 Commander 4-dr., $1,- 


(6) 4 


310. '54 Commander 2-dr., $895. ‘53 
Commander 4-dr., $645. ‘51 Champion 
4-dr., $170. 


MISCELLANEOUS — ’54 Chevrolet %-ton 
pickup, $770. ’53 Stude, %-ton pickup, 
$410. '51 Stude, %-ton pickup, $365. 


FLINT 


(Flint Auto Auction, Inc, Sale every Wed- 
nesday. Prices are for sale of July 18.) 
(Sold 119 cars out of 179 offerings.) 
BUICK—’56 Special 4-dr., $2,325*. '55 Su- 
per Riviera, $2,010* (ps); Century Rivi- 
era, $2,005* (ps), $1,810*. '54 Super Rivi- 
era, $1,540° (ps), $1,495* (ps), $1,475*, 
$1,460°; Special Riviera, $1,495; 4-dr., 
$1,420*, $1,370*; Century Riviera, $1,475*, 
$1,460*. "53 Special 4-dr., $935*, $885*. 
CADILLAC—’'55 (62) 4-dr., $2,810 (ps). 
’53 (62) 4-dr., $1,445* (ps). 
CHEVROLET—’'56 Bel Air (8) station wag- 
(Continued on Page 36, Col. 2) 








RADIATOR HOSE takes higher pressures, 
resists stretching far better when reinforced with 


strong-as-steel Fortisan-36. 





For 


extra strength 


and low stretch... 
Fortisan-36 Rayon 


Radiator hose, V-belts and hydraulic hose stand up 


to the toughest operating conditions when they’re 
made with Fortisan-36 rayon fiber. This remarkable 
new Celanese development is fast becoming a leading 


contender for the heavy-duty title. 


Fortisan-36 is a high-tenacity rayon of saponified 


acetate that combines unprecedented strength with 


V-BELTS with Fortisan-36 present no prob- 


lem of stretching or contracting under atmospheric 
changes or ‘“‘work.’’ Makes it easy to match belts. 


HYDRAULIC HOSE reinforced with Fortisan- 
36 are lighter but stronger for reliable power trans- 
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mission. Retains dimensional stability under heat. 


ARNEL® TRIACETATE 


FORTISAN® RAYON 


FORTISAN®-36 RAYON 





minimum elongation and near-perfect dimensional 
stability. It’s the easiest way to make a product 
stronger for the same weight . . . or lighter for the 
same strength. Write for the complete story on sen- 
sational new Fortisan-36 (ask for booklet TD 20A) to 
Celanese Corporation of America, Industrial Sales 
Dept., Textile Division, Charlotte, N. C. Branch offices: 
180 Madison Ave., N. Y. 16; 22 W. Madison St., 
Chicago 2, Illinois. 


Celanese® 


c 


Fibers for Industry 


ACETATE 


VISCOSE-RAYON 
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Plymouth Elevates| 
2 Sales Aides 


DETROIT. — Jack W. Minor, 
Plymouth sales vice-president, last | 
week announced the appointments | 
of Rowden R, Reynolds and Harold| 0”, $2,365*; 

























































2-dr., $1,695; 
Bel Air (8) 
Delray coupe, 
4-dr., $1,175, 
Air 4-dr., 
$870. 


Two-ten (8) 
station wagon, $1,575. '55 
$1,525; Two-ten (8) 
*; club coupe, $1,310; 
$1,055; 2-dr., $1,130. '54 Bel 
$1,020* (ps), $950*; Two-ten 4-dr., 
’53 Two-ten station wagon, $910; conv., 
| $770; 4-dr., $630; One-fifty 2-dr., $500. 
| ‘52 SL Deluxe Bel Air, $355*, $335*. '51 
| SL Deluxe 2-dr., $300*, $275; 4-dr., $200, 
| $185; club coupe, $155. °50 SL Deluxe 
club coupe, $285*, $175. '49 SL Deluxe 
4-dr., $120. 
CHRYSLER—’'53 NY club coupe, $605*. '49 
Windsor club coupe, $145* 


| conv., 
| $1,405 









C. Burlan, who died recently. Pat- | MERCURY—'54 Custom club coupe, $1,340: 


‘ s 2-dr., $1,035, ‘53 Monterey 4-dr., $850; 
terson, former St. Louis regional Custom 4-dr., $800*, ‘51 club coupe, 
manager, joined Plymouth in 1954 $215* 
as used-car manager in Washing- NASH 53 Statesman 4-dr., S400*. *52 

R ld has been with the Rambler conv., $400, ‘50 Rambler conv., 
ton. Reynolds . £175 


OLDSMOBILE. — 55 $2,360* 


division since 1949. (9S) Hardtop, 


IF _IT IS GLASS You NEED... 
€E us/ 


Auto Glass 


INSTALLED WHILE YOU WAIT 
“PH. CHRON'S GARAGE 28241+CHARLESTON.MO. 






























Petite 40"x12" Regular 40" x 17" 


We ore now offering a Bumpo-Tel sign in two sizes, the Petite measuring 40" x 12” 
for those advertisers who do not need as much space as is provided on our regular 
Bumpo-Te! sign which meosures 40x 17". The new Bumpa-Tel Petite is lower and 
blends into the body lines of most cors producing a very neat appearance. It is 
offered at the same price. in ordering be sure and state Bumpa-Tel Petite. 


“Mount or Dismount Your Sign in Seconds Without 
Tools, Absolutely No Damage to Car.” 


Mounted or Dismounted in Seconds* 
© Polished Aluminum Frames . 
® Sign Legs Telescope into Non-Visible Brackets Mounted 


Behind Bumper Guards 
@ Does Not Interfere with Operation of Trunk Lid 


® After original installation 


Offered in Four (4) Options, Unlettered at $12.50, 
ed at $16.50, Lettered and Reflectorized at $21.50, | 
red on Full Scotchlite Background, the Best Sign for | 


Night Use at $26.50. 
F.0.8., MOUNDS, ILLINOIS 
2% Discount For Check In Full With Order. 


The above signs were designed to fit one particular make and model car. 
Please give make and model -when ordering. 


We now offer a Universal Sign which will fit and 
interchange on all cars ‘52 and later and 95% of 
older models. Available in any of above options at 
$7.50 additional. 


We will accept telephone calls collect on orders 
for five or more signs. 


WARREN HASTINGS MOTOR COMPANY, INC. 
202 NORTH FRONT STREET MOUNDS, ILLINOIS 
DEPT. 102 SHady Lane 5-9415 


BINDER for 
Automotive News 


A semi-permanent binder to retain this 
publication for ready reference. 


A quality binder that will stand the gaff. 


This binder is covered with black Le- 
vant leather cloth, has stiff sides, holds 26 
issues of Automotive News in removable 
metal blades. Price $7.50 postpaid. 
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FORD—'56 Fairlane (8) Victoria, $2,035* 
(ps). °55 Fairlane (8) conv., $1,690* 
(ps); 4-dr., $1,355*; Main (6) 2-dr., $920. 
. | ‘54 Custom (8) 4-dr., $900; 2-dr., $805; 
ao om mapmeeee 5, Sapeaaee Main (6) 4-dr., $825, $535, °53 Custom 
I. Patterson as sales managers of| (8) 4-r., $720; 2-dr., $700; Delivery se- 
. tnd ’ dan, $410, ‘52 Custom (8) 2-dr., $455. 
the division’s western and central '51 Custom (%) 2-dr., $1! 4-cdir., $160. 
i '50 Deluxe (8) 2-dr., 81 "49 Deluxe! 
zones respectively. |} (8) 4-dr., $155; 2-dr., $150. 
Reynolds, who formerly was} HUDSON—'55 Commodore 4-dr., $1,490°. 
’52 Commodore 4-cr., $190 
central zone manager, succeeds R. | | LINCOLN—'50 Cosmopolitan 4-dr., $135*. 


Sheet Steel Face | 


State Make and Model When Ordering. 


Used-Car Auction Prices 





(Continued from Page 35) 


| (ps). °54 (98) 4-dr., $1,690* (ps); (88) 

| club coupe, $1,580*; 2-dr., $1,450°. ‘53 

| = 4-dr., $885* (ps), $850*. °52 (88) 

| 4-dr., $600*, '51 (98) club coupe, $195*; 
2-dr., $110. 

PACKARD—'53 Clipper club coupe, $640*. 


PLYMOUTH 
’54 Plaza 2-dr., 
dr., $460°%, °’52 
4-dr., $225. 

PONTIAC—’55 Chieftain (8) Catalina, $1,- 
900*, '54 Star Chief (8) 4-dr., $1,175*. 
‘53 Chieftain (8) 2-dr., $700. ’52 Chief- 
tain (8) Catalina, $400*, $340. °50 Silver 
Streak (8) club coupe, $215. 

STU DEBAKER—’'53 Champion 4-dr., 
‘48 Custom conv., $325. 


"55 Savoy (6) 4-dr., $1,200. 
$500. °53 Cranbrook 4- 
Cambridge 2-dr., $300; 


$400*. 


WILLYS—’54 Aero Ace 4-dr., $390. 
MISCELLANEOUS — ‘48 Chevrolet %-ton 
pickup, $160. 
ST. LOUIS 
‘St. Louis Auto Auction, Sales every 
Tuesday and Friday. Prices are for sales 
of July 10-13.) 


(Consignment large, demand good on 
clean autos. Sales extra good, Sold 273 
cars out of 353 offerings.) 


BUICK "56 Century 
328*, '55 Super 2-dr., 
$1.72! RM Riviera, 
Century conv., $1,450*. 
8$1.045*; 2-cdr., 8945* 
S563" 

CADILLAC —°55 (62) 4-dr., 
54 (62) conv., $2,650* 
4-cir.. S875*, $S813*, ‘17 

CHEVROLET. -'56 Bel 
$1,853: Two-ten (6) 
Bel Air ‘(S) Sport coupe, 
4-ir.. $1,293; 2-cdr., $1.290*, $1,150. °54 
Bel Air 4-dr., $1,148* (ps), $1,090, $950 
$910*, SS95: Two-ten station wagon, $1,- 
210; 4-dr., S983*. '53 Bel Air 4-dr., $700. 

CHRYSLER -'52 2-dr., $445*, "51 Hardtop, 
$395*. °49 4-cr., $265* 

DODGE .'55 Coronet (6) 
Coronet Hardtop, $685*; 
2-dr., $135. 

FORD. ‘56 Country 
(S) 4-dr $1.780*, $1,778, ‘55 
‘%) Victoria, $1, 675°, $1,460; 
4-cir., $1,378; 2-dr., $1,168". '54 Crest (8) 
Victoria, S845* 4-cir., $745, $715, 8673; 
2-«dir., S875. '53 Country sedan, $825*. 

HUDSON ‘53 Jet 4-dr., $440, "51 4-dr., 
§$135* 

KAISER—'53 4-dr., $673*. 

MERCURY-~ °55 Montclair conv., $1.910*; 
Custom 2-dr., $1,188. '54 Monterey Hard- 
top, $1.478* (ps); 2-dr., $1,295. ‘53 Mon- 
terey sedan, $1,033; 2-dr., $1,003. "52 4-| 
dr., $525 

NASH °'! Statesman 4-dr., 
Rambler station wagon, $603; 
$480*. ‘52 Rambler sedan, $300, 


2-dr., $2,500*, $2,- 
$2,010* (ps); 4-dr., 
$2.100* «ps. ‘54 
"53 Super conv., 
(ps); Special 4-cr., 





83.190* 
(ps). “51 
2-dr., $268*°, 
Air (6) Sport coupe, 

4-dr., $1,683. ‘55 
$1,750*, $1,545; 


ips. 


(62) 





4-dr., $1,230. °53 


4-dr., $495. ‘51 


Custom 
Fairlane 
Custom (8) 


sedan, $2,090: 





$750*, S565; | 
2-dr., S585, | 
$253. °51) 








Rambler station wagon, $300. 
OLDSMOBILE "56 (88) 2-dr., $2,325*. 
} $2.110*. "55 (98) Holiday, $2,200* (ps). 
| °54 (88) 2-dr., $1,553*; 4-dr., $1,463°. '53 
(98) conv., $1,275* ‘ps), $1,200* (ps); 
| 4-dr., $990°. ‘51 (88) Holiday, on 

conv., $300* 26s8* 
PLYMOUTH—'55 Belvedere conv., $1,625*; | 
| Savoy (8) 4-dr., $1,305, $1,045*; 2-dr., | 

$1,.300*, '54 Plaza 4-dr., $625. °53 Cran- 
| brook 4-dr., $535, $478, ‘52 Cranbrook 

Belvedere, $383. ‘51 Cranbrook 2-dr.,| 

$278, $200; 4-dr., $175, $163. 
| PONTIAC ‘56 Chieftain (8) conv., $2,- | 
|} 400%. °54 Chieftain (8) station wagon, | 
| $1.385*. "53 Chieftain (8) 2-dr., $705*. | 
| "52 Chieftain (8) 4-dr., $633*, $518*, 

$263*. ‘51 Silver Streak (8) Catalina, 
| $480*: conv., $400*; 2-dr., $400. 
STUDEBAKER 56 Commander station 

$1,920; 2-dr., $1,510. "55 Champion 4-dr.. 
|} $1,000, ‘54 Champion 2-dr., $835. ‘53 

Commander 2-dr. 700; Champion 2-dr., 

S375 
| MISCELLANEOUS --'55 Chevrolet ™%-ton | 

pickup, $948; Dodge “-ton pickup, $845, | 


| $500. *54 
| °53 Dodge ! 
/ ‘52 Studebaker ' 


NEW YORK CITY 
‘Skyline Auto Auction, Sale every Tues- 
| day. Prices are for sale of July 17.) 
(Market up strongly here this week on 
clean, late-model cars as demand con- 
tinues very heavy. Rough units still 
bringing just what they are worth. Sold 
104 cars out of 138 offerings.) 


BUICK—'54 Super Riviera, $1,425*; conv., 
$1.440*. ‘53 Super Riviera, $87 RM 
4-dr., $815*. ‘52 RM conv., $525*. ‘51 
Super Riviera, $255*. '50 RM 4-dr., $245°. 
"49 Super conv., $290*. 

CADILLAC—'55 (62) conv., $3,550* 
"53 (62) 4-dr., $1,595*. °52 (62) 
1.210°. ‘51 (62) 4-dr., $980*, $825°*. 
"49 «60) Special 4-dr., $300*, "48 (62) 
4-dr., $270, $150*. °47 (75) 4-dr., $150*. 

CHEVROLET ‘56 Two-ten (8) station 
wagon, $1,700. °55 Bel Air (8) station 
wagon, $1,480; Two-ten (6) 4-dr., §$1,- 
175. 2 at $1,165, $1,155, $1,150, $1,145; 
2-dr., $1,295*, $1,170, $1,145, $1,140, 2 at 
$1,135, $1,105, $1,100; One-fifty (6) 4-dr., 

$955, $945. °54 Two-ten 2-dr., $990*, 

S850, $800, S770; One-fifty station wagon, 

S860*, $730*. "53 Two-ten 4-dr., $715*; 

One-fifty 2-dr., $455; 4-dr., $515, $385. 

‘52 SL Deluxe station wagon, $570*; 

Delivery sedan, $180, '51 SL Deluxe Bel 

Air. $410*; FL Deluxe 4-dr., $310*; 

Delivery sedan, $185. ‘50 SL Deluxe Bel 

Air, $335°*. 


Chevrolet *': 
--ton pickup, $528, $400, 
-ton pickup, $253. 


-ton pickup, $660. 
$340. 






(ps). 
4-dr., 


DeSOTO—'53 Fire Dome ‘(&) Sportsman, 
$900*; Powermaster 2-<dr., SS00*. °51 
Custom 4-dr., S380*, 

DODGE—'54 Coronet station wagon, §$1,- 
035. ’°53 Coronet 2-dr., $510. "50 Coronet 
2-dr., $225; Wayfarer 2-dr., $160. 

FORD—-'54 Crest (8) 4-<dr., $975*. °52 
Crest «8) Victoria, $725*; Custom (6) 
2-dr., $435. °51 Custom (8) Victoria, 
$365*; conv., $245. ‘50 Custom 2-dr., 
$180. '49 Custom. 2-dr., $125. 

HUDSON—'51 Hornet 4-dr., $125*. 

LINCOLN—'50 4-dr., $130*. 

MERCURY—’55 Montclair conv., $1,905*. 
"50 4-dr., $215, $150; 2-dr., $135. 

NASH—’51 Rambler station wagon, $260; 
Statesman 4-dr., $105. 

OLDSMOBILE—’ 54 (88) 2-dr., $1.310*. $1,- 
215*. "51 (98) 2-dr., $425°; 4-dr., S385*. 
"50 (98) 4-dr., $275*; (88) 2-dr., $265*: 
*49 (98) 2-dr., $135". 


PACKARD—’53 2-dr., $625*. | 

PLYMOUTH —’'55 Plaza (6) 2-dr., $890. '54/| 
Plaza 2-dr.. 8545. '53 Cranbrook 4-«ir., | 
$350. ‘52 Cambridge 4-dr., $395. ° 
Deluxe conv., 8300; 4-dr., $290. 

PONTIAC—'54 Chieftain (8) 4-dr., $1,130*. 


CADILLAC —'56 
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"53 Chieftain (8) 2-dr., $825*. 
Streak (8) 2-dr., $100. 

STU DEBAKER—’56 Power Hawk 2-dr., 
470. ’53 Commander 2-dr., $600*. 
Commander 4-dr., $110. 

MISCELLANEOUS—’55 Opel 2-dr., 
’53 Zephyr 4-dr., $480, $470. 


FARGO, N. D. 


(Tri-State Auction Co, Sale every Thurs- 

day. Prices are for sale of July 19.) 

(Market steady. Sold 67 cars out of 100 
offerings.) 

BUICK-—’'54 Super Riviera, $1,505* 
‘53 Super Riviera, $840*; RM 
$790*. '51 Special 2-dr., $250*. 
2-dr., $285°*. 

CHEVROLET — '55 
wagon, $1,575; 
ten station wagon, 
4-dr., $830. '52 SL 
‘51 SL Deluxe 4-dr., 
$295*; FL Deluxe 2-dr., 
Deluxe 2-dr., $335*, $280. 

CHRYSLER—'52 Windsor club coupe, $210°*. 
DeSOTO—’'50 4-dr., $110*. 

DODGE *53 Meadowbrook club 
$510. '51 Coronet coupe, $155. 
FORD—"56 Fairlane (8) conv., 
(ps); Custom (6) 4-dr., $1,480, 
‘54 Crest (8) conv., $1,270; Main 
dr., $800. °53 Custom (8) 2-dr., $778; 
Main (8) Ranch Wagon, $950; 2-dr., $720. 
‘52 Main (6) 2-dr., $460, $405. '51 De- 
luxe (8) 2-dr., $345. °50 Custom (8) 
station wagon, $445; coupe, $200; 4- 
dr., $245; coach, $235; Deluxe (6) 2-dr., 
$165, "49 Custom (6) coupe, $135; 2-dr., 

$115. 

HUDSON ‘55 Hornet 4-dr., 
Super Jet 4-dr., 8650; Hornet 4-dr., 

LINCOLN - ‘53 Capri Hardtop, 
ips). 

MERCURY ‘BA Monterey 
$1,440* (ps). ‘51 coupe, S2 

NASH—'54 Rambler 4-dr., $770, 
man 4-<r., $190. 

OLDSMOBILE—'54 (SS) 
505* (ps). 

PLYMOUTH—'52 Cranbrook 4-dr., 
Cambridge 4-dr., $295. 

PONTIAC.—‘55 Star Chief 
635* ‘psi: Chieftain (8) 
‘51 Chieftain (8S) Catalina, 
S395". 

STU DEBAKER-- 54 
$850. ‘51 Champion 
$135 

WILLYS— ‘46 Jeepster, $315 

MISCELLANEOUS —'53 Ford 
up. $690 "52 Ford 2-ton 
Dodge 2-ton truck, $800; GMC 2-ton 
truck, 8605; International ™%-ton pickup, 
$530. "50 Chevrolet 2-ton truck, $515; 1%- 
ton truck, $530. 


CHICAGO 


Auto 
Prices are 


(ps). 
4-dr., 


Two-ten (8) 
4-dr., $1,375*. 
$1,135*. °53 Bel Air 
Deluxe 4-dr., $470. 
$520*, $355; coach, 
$300*. °50 SL 


coupe, 


$2,150* 
$1,295. 
(6) 2- 


$1,450. °54 
$500, 


ste —— wagon, 


on 


"51 States- 
Super 4-dr., $1,- 
$365; 
(8) 4-dr., $1,- 
4-dr.. $1,475. 
$475*; 4-dr., 
Commander Hardtop, 
4-dr., $200; 2-dr., 


%-ton pick- 
truck, $565; 


Sale 
sale of 


‘Greater Chicago 
every Thursday. 
July 19.) 

(Market still strong. 

of 452 offerings.) 

BUICK—-56 Special Riviera, $2,425*; 
tury Riviera, $2,050* °55 Century 
$2,1095*; Riviera, $1,885*, $1,850*; 

Riviera, $1,955*. $1.920* (ps). $1.890*. "54 

Super Sklylark. $2,040* (ps); Riviera, $1,-| 

450° (ps); Special Riviera. $1,795*; 4-dr., 

$1.365*, $1.300%; RM Riviera, $1,350* 
‘ps). ‘53 Super Riviera, $1,050, $870*; 
Estate Wagon, $900; Special 4-dr., $940*. 
“52 Super Riviera, $705*. °40 Super 4-dr., | 
$300. 


Auction, 
for 


Sold 301 cars out 
Cen- 


conv., 
Super 





$4.-| 
(ps), 


(62) 
(62) 
coupe, 


coupe de Ville, 

conv., $3,505* 
$3,.210* (ps), $3,- 

(60) Special 4-dr., $2,- 

coupe «de Ville, $2,895* 
(ps), $2,.850*° (ps), $2.360* (ps); 4-dr.,| 
$2,605* (ps). 82.460* (ps). °53 (60) Spe-| 
cial 4-dr., $1,950* (ps); (62) coupe de 
Ville, $1,880* (ps); coupe, $1,575*; 4-dr., 
$1.575* ‘ps), $1,535* (ps). ‘51 (60) 
Special 4-dr., $1,100*. 

CHEVROLET —'56 Bel Air (8) 4-dr., $2,- 
050° (ps). "55 Bel Air (8) conv., $1,700*, 
$1,650*; Sport coupe, $1,635, $1,500*; 4- 
dr., $1,490*; Two-ten (8) 4-dr., $1,555*; | 
Delray coupe, $1.470*; 2-dr., $1.395*; Bel 
Air (6) 2-dr., $1,360. °54 Bel Air 4-dr.. 
$1,025, $980; 2-dr.. S$970*, $920: Two- 
ten 4-<«r.. S870*. "53 Bel Air Sport coupe, 
$1.070*, $910*: conv., $885*; 4-cdr., SS70*, 
$735: 2-dr.. SS880* ips): Two-ten Sport 
coupe, $780; 4-dr., $765*. ‘52 SL Deluxe 
2-dr., $495. "51 SL Deluxe 4-cdr., $450. | 

CHRYSLER ‘56 NY Newport, $2,570* 
(ps). "54 NY 4-dr., $1.350* (ps), $1,300°| 
(ps). "53 NY 2-dr., $790* «ps); Windsor 
4-«ir.. S760. 

DeSOTO— 51 
$675* (ps). 

DODGE— °55 


450° (ps). °55 
$3.300* (ps); 

150* (ps). ‘54 
975* ‘«ps): (62) 


4-dr., $775*, | 


| 


Fire Dome (8%) 


Royal Lancer, $1,700* (ps); 


Coronet Lancer, $1,655*. "54 Coronet Dip- 
lomat, $1,190* (ps). °53 Coronet Dip- 
lomat, $740*. 


"49 Silver | FORD—'56 Thunderbird, $3,110*; 


$1,-| 
51) 


| 
$520. | 


| LINCOLN 


"50 Super | 


station | 
"54 Two-| 


$1,315* | 


| BUICK 


} (8) $2,045; Victoria, $1,975*. 

(8) Crown Victoria, $1, 740: 

$1,645*; 4-dr., $1,595; 

lane (6) Victoria, $1,460. '54 Crest (8) 

Victoria, $1,350* (ps), $1,245*, $1,225*; 

Custom (8) 2-dr., $1,120*, $1,055, $1,050. 

| ’53 Crest (8) Victoria, $980*, $890*; Cus- 
tom (8) 4-dr., $815. '52 Crest (8) Vi-- 
toria, $625; Custom (8) 4-dr., $570*. 

HUDSON—’55 Hornet 4-dr., $1,550". 

~56 Capri 4-dr., $3,470*, ’54 
Capri coupe, $1,545* (ps). 

MERCURY—’56 Montclair Hardtop, $2 
435*; Custom Hardtop, $2,200*; Medalis 
2-dr., $1,700. '55 Monterey coupe, $2 
000*, $1,905*, $1,845. '54 Monterey coupe, 
$1,470*, $1,375*, $1, 305°; Sun Valley, $1,- 
250*; conv., $1,200*, ‘53 Monterey sta- 
tion wagon, $1,345* (ps); coupe, $1.- 
195*; Custom Sport coupe, $1,000*, ‘52 
Monterey coupe, $770*. 

NASH—’'56 Rambler 4-dr., 
bassador 4-dr., $905*. 
Country club, $955*. 

OLDSMOBILE—’56 (88) Holiday, 
(ps), $2,485*, $2,385*. '55 (98) Holiday, 
$2,435* (ps); conv., $2,395* (ps); (88) 
Holiday, $2,155* (ps). '54 (98) Holiday 
$2,140* (ps), $2,100* (ps), $1,975* (ps), 
$1.870* (ps); 4-dr., $1,700* (ps), $1,685* 
(ps), $1,625; conv., $1,785*; (88) Holiday, 
$1,825* (ps), $1,650* (ps). 53 (98) Holi- 
day, $1,300* (ps); (88) conv., $1,215*, 
$1,205* (ps), $1,090*%; 4-dr., $900*; Holi- 
day, SS800*, ‘52 (S88) 4-dr., $780*%; (9) 
Holiday, $750*. 

PACKARD - "56 (400) Hardtop, $3,150* 
(ps). °55 (400) Hardtop, $2,400* (ps); 
Clipper 4-dr., $1,745* (ps); Panama, $1.- 
son 

PLYMOUTH—'56 Plaza (8) 4-dr., $1,475. 
‘55 Belvedere (8) conv., $1,585*; coupe, 
$1,500*. ‘54 Belvedere conv., $1,000; 4- 
dr., $995* (tps). ‘53 Cranbrook 4-dr., 
$625; Cambridge 2-dr., $435, °52 Cran- 
brook 4-dr., S370 

PONTIAC— 56 Star Chief (8) Catalina, $2,- 
390°. °55 Star Chief (8) conv., $2,075* 
(ps). °54 Star Chief (8) 4-dr., $1,315 
$1,.235*; Chieftain (8) 4-<cdr., $925, ‘52 
Chieftain (8) Catalina, $740; station 
wagon, $705. '51 Silver Streak (8) 2-dr., 
$395*; 4-dr., $370*. °'50 Silver Streak 
‘S) Catalina, $375*, S$305*. °49 Silver 
Streak (S) 4-dr., $210. 

STU DEBAKER—'55 Commander 
$1,320, "53 Commander 2-dr., $620*. ’52 
Champion 2-dr., $300; 4-dr., $290. 

MISCELLANEOUS—’55 Ford '4-ton pickup, 
$900; International ™%-ton pickup, $650. 


DANVILLE, VA. 


‘(Danville Auto Auction, Sale every Wed- 

nesday. Prices are for sale of July 18.) 
(Demand strong as a tornado. Sold 118 

cars out of 136 offerings.) 

‘55 Century Riviera, $2,230* (ps). 
‘54 Special 4-dr., $1,035. '53 RM Riviera, 
$930* (ps). ‘50 Super 4-dr., $330; Special 
2-dr., $190. 

CADILLAC —’51 
(62) 4-dr., $910. 

CHEVROLET "56 
coupe, $1.805*. °55 
$1,395*. ‘54 
4-dr., $840; 
Bel Air 
ten 4-dr., 
$500. 52° 
4-dr., $560*, 
luxe club coupe, 
SL Deluxe Bel 
$280, 270; 2-dr., 
Deluxe 2-dr., $220; 
dr., $275. 

CHRYSLER—'51 Windsor 

DeSOTO—'50 Custom 2-dr., 
tom 2-dr., $300. 

DODGE-—'52 Coronet 4-dr., 
net 4-<ir., $305. 

FORD—’'55 Custom (8) 2-dr., $1,255*, $1,- 
200. °54 Crest (8) 2-dr., $1,105; Vic- 
toria, $1,055. "53 Custom (6) 2-dr., $815; 
Custom (8) 2-dr., $790; taxi, $480; Main 
(8) Ranch Wagon, $805, ‘52 Crest (8) 
Victoria, $675; Custom (8) 4-dr., $510*, 
$475; 2-dr., $505; Custom (6) 2-dr., $505; 
Main (8) Ranch Wagon, $600. '51 Cus- 
tom (8) Victoria, $530, $505; 4-dr., $480, 
$380, $285; 2-dr., $410; Deluxe (8) 2-dr., 
$270; Deluxe (6) 2-dr., $220. "50 Custom 
(8) 2-dr., $500, $425, $360, $355, $310°; 
4-dr., $285; Deluxe (8) 2-dr., $205; Cus- 
tom (6) 2-dr., 7 $115. ‘49 Custom 
(8) 2-dr., $275; 4-dr., $110. 

LINCOLN-—'52 Capri 4-dr., $700*, 
mopolitan 4-dr., $155*. 

MERCURY —’'53 ‘Custom 2-dr., $720*. °52 
Custom 4-dr., $525". "51 Custom 4-dr., 
$405*. "50 Custom club coupe, $135. °48 
coupe, $195. °47 2-dr., $115. 


conv., 
Fairlane 
Victoria, 


cee 


$1,485. '54 Am- 
53 Ambassador 








$2,530° 


Hardtop, 


(60) Special 4-dr., $965; 
Two-ten (8) 
Bel Air (8) 
Corvette, $1,605; 
One-fifty 2-dr., 
conv., $835; 2-dr., ; Two- 
$840, $775; 2-dr., $755, $705, 
SL Deluxe Bel Air, $715, $550; 
$545, $360*, '51 SL De- 
$520; 2-dr., $480. ‘50 
Air, $345; 4-dr., $310, 
$185, $150. "49 FL 
4-dr., $235..'48 FM 2- 


Sport 
sedan, 
Two-ten 
$725. °53 









2-dr., $310*. 
$265. °48 Cus- 


$290. °50 Coro- 


"49 Cos- 


| OLDSMOBILE—’52 (88) 4-dr., $655*, $605. 
‘51 (88) 4-dr., $475*. ‘50 (88) 2-dr., 
$415*, $200; club coupe, $505*; 4-dr., 


‘Continued on Page 37, Col. 1) 





Ford Merchandsing Class Picks Officers— 


Graduates of the Ford Merchandising School from the southwestern region con- 
cluded their three-day reunion and series of business meetings in Oklahoma City with 
the election of officers for the 1956-57 year. New officers, from left, are Cecil Wade, 


loredo, Tex., vice-president; B. A. Fortier 


ri sratulated by Brooks Hall, vice-president, 


ir, Abbeville, La., president, being con- 
Fred Jones, Inc., Oklahoma City, retiring 


president; and Amor W. Benoit, Jennings, La., secretary-treasurer. 
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Used-Car Auction Prices 





(Continued from Page 36) 


$285. °49 (88) 4-dr., $300*, $195*, $180*; 
(98) 2-dr., $105*. 


PLYMOUTH—’'54 Plaza 4-dr., $755. ‘53 
Cambridge 4-dr., $470. °52 Cambridge 4- 
dr., $295. °50 Special Deluxe station 
wagon, $335; Deluxe 2-dr., $180, ‘48 
Special Deluxe 4-dr., $240. °'47 Special 
Deluxe 2-dr., $185. 


STU DEBAKER—’54 Champion 4-dr., $605. 

MISCELLANEOUS—'53 Willys '%-ton panel, 
$305. '52 Henry J Vagabond, $125; Inter- 
national %j-ton pickup, $210, ‘51 Chev- 
rolet %-ton panel, $355. "48 Willys %-ton 
truck, $215. '46 Chevrolet ‘4-ton pickup, 
$185. 


VALDOSTA, GA. 


Auction, Sales every 
Prices are for sales 


Auto 
Friday. 


(Tom Hewitt 
Thursday and 
of July 19-20.) 

(Weather fair. Prices tops on clean 
units. Sold 290 cars out of 348 offerings.) 
BUICK—’'56 Century Riviera, $2,585* (ps). 

55 Century cony., $2,000* (ps); Special 

coupe, $1,925* (ps); Riviera, $1,800*; 

4-dr., $1,600*%, ‘54 RM 4-dr., $1,500* 

(ps). "53 RM 4-dr., $795 
CADILLAC—'56 (62) coupe, $4,100* (ps). 

54 (62) 4-dr., $2,600*, $2,520* (ps). '53 

(62) coupe, $1,800* (ps). ‘50 (62) conv., 

$875* 

CHEVROLET—'56 Be! 
400* (ps); Hardtop, $2, 
Hardtop, $2,140* (ps). ‘55 
2-dr., $1,200, $1,155; 4-dr., $1,190. °54 
Bel Air 4-dr., $900; Two-ten 4-dr., $860. 
$780, $750; 2-dr., $810*%. ‘53 Two-ten 
station wagon, $650; 2-dr., $610; One- 
fifty 2-dr., S485. ‘52 FL Deluxe 2-dr., 
$520. "51 FL Deluxe 2-dr., $380; SL De- 
luxe 2-dr., $335. '50 SL Deluxe 4-dr., 
$410; 2-dr., $375; Bel Air, $310, $270. 

DeSOTO—'55 Fireflite (8) 4-dr., $1,700. 

DODGE —'53 Coronet 4-dr., $560°. 

FORD—'56 Fairlane (8) Victoria, 
(ps), $2,100*%, $2,025*, $1,900*, $1,900; 
Parklane station wagon, $2,200*. ‘55 
Fairlane (8) Victoria, $1,595* (ps); 4- 
dr., $1,500*, $1,450, $1,370°. '54 Custom 
(8) conv., $1,000; 2-dr., $975, $895. ‘53 
Crest (8) Victoria, $890*; conv., $810°*; 
Main (8) Ranch Wagon, $850*. 52 Cus- 
tom (8) 2-dr., $435; Main (6) 2-dr., 
$205. ‘51 Custom (8) 2-dr., $460. 

MERCURY—'56 Montclair Sport coupe, $2,- 
325*; Monterey coupe, $2,230°. "55 Mon- 
terey coupe, $1,810*. '54 Monterey coupe, | 
$1,335*; 4-dr., $1,090*, $1,075*; Custom | 
4-dr., $1,105; 2-dr., $900. ‘53 Custom 

2-dr., $725°. °51 4-dr., $220. 

OLDSMOBILE—’55 (S88) Super 4-dr., $1,- 
700. 

PLYMOUTH—'55 Plaza 
"54 Belvedere sedan, $970°; Savoy club 
coupe, 750. °50 Special Deluxe 4-dr., | 
$280, $275, $200*. | 

PONTIAC—’'55 Chieftain (8) 2-dr., $1,325°. | 
'54 Star Chief (8) Catalina, $1,410, $1,-| 
300°, ‘53 Chieftain (8) 4-dr., $695°. | 

MISCELLANEOUS—'53 Stude. 2-ton truck, | 
$240. 52 Stude. milk truck, $100; Dodge 
%-ton pickup, $355, $205; Chevrolet %- 

| 


Air (8) Nomad, §2,- 
; Two-ten (8) 
Two-ten (6) 





$2,.300* 


(6) sedan, $900. 


ton pickup, $330. 


OMAHA 


(Richard Abel Auto Auction. Sale every | 
Thursday. Prices are for sale of July 19.) | 
(Market stronger than ever.) | 
BUICK—'56 Century Riviera, $2.595* (ps), | 
$2,505*; Special Riviera, $2,195. "55 Cen- 
tury Riviera, $1,955*. ‘54 RM Riviera, | 
$1,520* (ps); Super Riviera, $1,510°; Cen-| 


tury 4-dr., $1,480°, $1,465°; Special 2-)| 
dr., $1,220°; 4-dr., $1,350°, $1,185. ‘51 
Super Riviera, $400°. ‘50 Super 4-dr., 
$215. 

CADILLAC—'56 (62) coupe de Ville, $4,- 
145° (ps). "55 (62) coupe de Ville, $3,- 


215* (ps); coupe, $3,055° (ps). '54 (62) | 
coupe, $2,830° (ps). ‘53 (62) conv., 


Nash and Hudson 
Launch Contest 


In Parts, Service 


DETROIT. — A _ $50,000 “Gold 
Rush” contest for the parts and 
service departments of Nash and 
Hudson dealerships has been 
launched by American Motors 
Corp., according to C. M. Tilling- 
hast, automotive parts and service 
manager. 

The three-month contest will end 
Sept. 30. American. Motors’ 21 
zones have been split into groups 
to give each participant a better 
chance to win. In all, there are 76) 
groups. 

Seventy-six parts managers and | 
76 service managers will each win 
13,000 prize points, which will be 
worth $100 in merchandise. Second 
place winners will have a choice} 
of a high-fidelity phonograph, an | 
Argus C-3 camera with equipment | 
or an electric-charcoal barbeque | 
brazier. | 

Parts and service managers will 
be selected as winners on the basis 
of sales gains in the July-Septem- 
ber period, compared with the 
March-May period. 

In addition, $50 cash will be 
awarded to a dealer in each of the 
79 groups each month, They will 
be selected through a monthly 
drawing of registered semi- 
monthly parts order pads. 

“Mechanics and other service 
personnel should show a great in- 
terest in the campaign since the 
leading dealership in each group 
will receive $100 in cash for a 
‘Gold Rush’ outing or picnic,” Till- 
inghast said. 


| ager. 


$1,665" ‘ps). ‘52 (62) coupe, $1,375*; 
(75) 4-dr., $1,275* (ps). °50 (62) 4- 
dr., $1,060*, $700*, $685*. 
CHEVROLET—'56 Bel Air (8) 2-dr., $1,- 
930*; Two-ten (6) 2-dr., $1,745*. °55 
Bel Air (8) 2-dr., $1,275, $1,180*, °54 
Bel Air 4-dr., $1,225*; 2-dr., $1,180; Bel 
Air (6) 4-dr., $1,010; Two-ten 4-dr., 
$895; 2-dr., $835. ‘53 Bel Air conv., 
$940*; Hardtop, $900; Two-ten 4-dr., 
$735, $635; 2-dr., $680, $645, $585. °51 


SL. Deluxe 4-dr., $400, $360*, $285; Sport 
coupe, $395*; 2-dr., $375, $315*. '50 SL 
Deluxe 2-dr., $245. 
DeSOTO—'51 Powermaster 4-dr., $210*. 
DODGE—'51 Coronet (6) Diplomate, $225. 
FORD—'56 Fairlane (8) Victoria, $2,085*, 
$2,075* (ps); Custom (8) 4-dr., $1,760*, 
595. '55 Fairlane (8) Crown Victoria, 
*; Country sedan, $1,700; 4-dr., 
$1,475*; Fairlane (6) Country 
$1,420; Custom (8) 2-dr., $1,375*. 
(8) Victoria, $1,275*; 4-dr., 








$1,835 
$1,500*, 
sedan, 
"54 Crest 
$1,100. 
HU DSON—-'54 Hornet sedan, $1,015; Super 
Jet sedan, § . 51 4-dr., $195°. 
MERCURY—’'55 Montclair Hardtop, §$1,- 
915*; Monterey coupe, $1,650*. °54 Mon- 
terey conv., $1,335*; 4-dr., $1,330*; Cus- 
tom Sport coupe, $1,275*; club coupe, $1,- 





240*. '53 Monterey Hardtop, $980*; Cus- 
tom 4-dr., $775*. | 

OLDSMOBILE '55 (98) 4-dr., $2,355* 
(ps); (S88) Holiday, $2,120*; Super 4-dr., 
$1,850*. '54 (88) Super 4-dr., $1,395. 53 
(98) Holiday, $1,320* ‘ps); 4-dr., $1,-/ 
180*; (S88) 4-dr., $1,085* (ps). 

PLYMOUTH—-'55 Belvedere (8) Hardtop, 
$1,575"; Plaza (6) 4-dr., $1,020, °54 
Savoy 2-dr $670. '53 Cranbrook 4-dr., 
$290*. °52 Cranbrook club coupe, $460; | 
Cambridge 4-dr., $225. '50 Deluxe 2-dr., 
§100 

PONTIAC—'55 Chieftain (8) Catalina, $1,- 
760* (ps). "54 Custom (8) Catalina, $1,- 
350° (ps). '53 Chieftain (8) 2-dr., $780*, 
$715*; 4-dr., $510*. ‘52 Chieftain (8) 
Catalina, $475*. ‘50 Silver Streak (8) 


station wagon, $350 
STU DEBAKER—'56 Commander 4-dr., $1,- 


640°. ‘54 Commander 4-dr., $985. ‘53 
Commander 2-dr., $700*. 
MISC ELLANEOUS—'55 GMC heavy duty 


pickup, $1,200. '54 Chevrolet %-ton pick- 
up, $775. °51 Chevrolet %-ton pickup, 
$420. 

* * * 


— Auctions in Brief — 
FT. WAYNE, IND. 


Carl Marker’s Auto Auction. Sale every 
Tuesday ‘July 17). Market very good as 
clean cars are still scarce. Sold 83 out 


of 106. 
MINNEAPOLIS 


Minneapolis Auto Auction. Sale every 


Cadillac Starts 
Used-Car Parleys 


Across Nation 


DETROIT.—Cadillac has started 
a series of used-car management | 
conferences in 25 cities which will | 
end in Chicago, Sept. 12, according | 
to J. M. Roche, general sales man- 
ager. 

Some 3,000 distributors and 
dealers are expected to attend the 
conferences conducted by C. J. 
Staufenbeil, Cadillac used-car man- 


The one-day meetings have been 
developed in response to many 
requests from distributors and 
dealers. Sessions will be held in 
General Motors Training Centers. 

“Although used-car sales at Cad- 
illac outlets are at an all-time 
high,” Roche said, “we believe the} 
successful operation of our used-| 
car departments is becoming in-| 
creasingly important in _ today’s} 
highly competitive market. These 
meetings are designed to keep our | 
personnel well infcrmed of new 
and changing ideas. 

Cities to be visited on the tour 
are Buffalo, Detroit, New York, 





| 
| 
| 


Charlotte, N. CC. Jacksonville, 
Atlanta, Memphis, St. Louis, Cin- 
cinnati, Boston, Philadelphia, 


Washington, Pittsburgh, Milwau- 
kee, Minneapolis, Omaha, Kansas 
City, Oklahoma City, Dallas, Hous- 
ton, Los Angeles, San Francisco, 
Portland, Ore., Denver and Chi- 
cago. 


Millionth V-8 Built 





‘By Chevrolet Unit 


FLINT. — Chevrolet’s Van Slyke 
engine plant here turned out its 
millionth V-8 July 18, just two 
years and nine days after the pro- 
duction of its first such unit. 

The plant, which was begun in 
1951, was built to produce military 
aircraft engine parts as well as 
automobile engines. 

However, the end of the Korean 
War and subsequent Government 
contract cutbacks permitted the 
plant to concentrate on the V-8 
engine which Chevrolet introduced 
in its 1955 models. The division 
has another V-8 engine source in 
Tonawanda, N. Y. 


Wednesday (July 18). Market very strong. 
Sold 87 cars out of 125 offerings. 
* * * 


HARRODSBURG, KY. 

Blue Grass Auto Auction. Sale every 
Thursday (July 19), Market active and 
strong as we need more clean cars, There 
are plenty of buyers for the clean ones, 
Sold 82 cars out of 109 consignments. 

* * * 


WINDSOR, VA. 


Windsor Auto Auction, Sale every Thurs- 
day (July 19). Plenty of activity at to- 
day’s sale with about 85 percent sold. 

* * 


* 
EBENSBURG, PA. 


Ebensburg Auto Auction, Sale every 
Thursday (July 19). Cars scarce—prices 
strong. Sold 86 out of 103. 

* * * 
INDIANAPOLIS 

Ken Schaefer Auto Auction, Inc. Sale 
every Thursday (July 19). All cars held 
very strong this week as the demand for 


clean merchandise is overwhelming, Dealers 
in this area are short needed cars. 
* * * 
MANHEIM, PA. 

Manheim Auto Auction, Sale every Fri- 
day (July 20). Even though it was raining 
throughout most of the sale, 84 percent of 
360 cars were sold, showing that they can 
be sold rain or shine, Demand appears to 
be good. 

* * * 
SYRACUSE 

Syracuse Auto Auction. Sale every Wed- 
nesday (July 18). The phenomenal pres- 
sure the buyers have been placing on 
clean cars, especially station 
showed again at today’s sale, Buyers from 
Vermont, New Hampshire and Massachu- 
setts were especially determined bidders on 
the cleaner cars. 


wagons, | 


Belcourt Signs With DeSote— 





ship will be known as L. E. Belcourt Co. (DeSoto-Plymouth). 


HERE’S THE *“‘“GUARANTEED * WAY TO BUILD 
YOUR SERVICE BUSINESS . .. THE VALVOLINE 


33,000 MILE NEW CAR GUARANTY... 





gine parts up to 33,000 


months, and at no cost to you. Valvo- 
line will foot the bill for any necessary 


repairs. 


YOU GET THESE ADVANTAGES: 





mew cor prospects. 
Every Sales Aid is ir 
help you do a comple 


WORLDS FIRST 


yey 


MOTOR Olt 


Division of Ashland Oil & Refining 
General Offices and Refinery — Freedom, Pa. | 


Now, with every new car you sell, you 
can guarantee the performance of all 
Valvoline-lubricated chassis and en- 


job .. . AT NO COST TO 


"TTS 
ee 
“Otay re 


miles or 24 


wr; 
pa 


ttre 


ae 

ila 
en 
Let 


7 


Paw a = . 
. “IG Ly oor 


ae 


es 


te. 
“UrTiTy 
LJ 


7 


ry 









MAIL THIS COUPON TODAY 
NO OBLIGATION! 











| VALVOLINE OIL COMPANY ; 

i FREEDOM, PENNSYLVANIA 

] 1 would like full information on the Valvoline 33,000 Mile 1 

| Guaranty Program. 

| 
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| L. E. Belcourt, third from right, signs franchise for a new DeSoto dealership in 
| Seattle. From left are J. B. Wagstaff, DeSoto sales vice-president; D. H. Copeland, 
| Western zone manager, and R. L. Vogt, Seattle regional manager. The new dealer- 
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PLYMOUTH 
models. For V-8s, 


(Prices are for 6-cy!. 
add $103.50 for Bel. 
vedere 4-dr. hardtop and all station 





Current Prices on New Cars 














vehicle,” Fish said, “but many com- 





wagons; add $102.50 for Savoy 2-dr, hard- 
Economy, Comfort top: “Ada $105.25, for ‘all other "models. 
+ The following advertised - delivered dr. hardtop, ens: 2-dr. hardtop, §$2,- , 2-dr. hardtop, $4,119. Premiere—4-dr. sed., | $1,883.25; business cpe., $1,784.25. Savoy— 
tiona Items prices include the suggested base fac- | 437.50; conv., $2,677.50. Royal—4-dr. sed., | $4,600.50; 2-dr. hardtop, $4,600.50; conv., | 4-dr. sed., $2,025.25; 2-dr. sed., $1,982.25. 
tory list prices, Federal excise tax | $2,512.75; 4-dr. hardtop, $2,696.75; 2-dr. $4,746.50. (Turbo-Drive and power steer- | 2-dr. hardtop, $2,129.50. Belvedere—4-dr 
DETROIT. — The demand in the amounts and suggested dealer delivery- (hardtop, $2,582.75. Oustem Royal—4- dr. | ing standard.) sed., $2,109.25; 2-dr. sed., $2,066.25; 4- 
. and-handling charges. Not included are | sed., $2,623.25; 4-dr. hardtop, $2,807.25; 2-| MERCURY — Medalist—4-dr. sed., $2,-|4r. hardtop, $2,281.25; 2-dr. hardtop, §2,- 
fleet market for automatic trans-| variable items passed on to the retail | ar. ‘hardtop, $2,693; conv., $2,912.50. 313; 2-dr. sed., $2,254; 4-dr. hardtop, $2,- | 213-50; conv. (V-8 only), $2,477.50. Fury 
missions, power steering, air con- po dee — ‘a ae —— | $2401; ae teas -dr. 2-seat Suburban 6, | 458; 2-dr. hardtop, $2,388.50. Custom— aon hardtop (V-8 only), $2,866. Sta- 
ditioning and other optional items | ‘raysportet! en — e Cee ennae VR, SSES0; | 4-dr. s0d., $2,610; S-dr.. c0d., 92,900.00; | Eee Tame Sade. Seem Deeme Sueur. 
equipment. 2-dr, 2-seat Custom Suburban V- 8, $2,- | 4-dr. hardtop, $2,555; 2-dr. hardtop, $2,- | 04M, $2,196.25; 2-dr. 2-seat Custom Subur 
is increasing steadily, according to| pyicK—special—4-ar. sed., $2,416; 2- | 728.50; 4-dr. 2-seat Sierra V-8, $2,716.25; | 495. conv.. $2,711.50; 4-dr. 2-seat’ stat, | 4M, $2,267.25; 4-dr. 2-seat Custom 
a study conducted by Chevrolet. (ar. sed., $2,357; 4-dr. hardtop, $2,528; 2- | 4-dr. 3-seat Sierra V-8, $2,821.75; 4-dr. | wag., $2,722; 4-dr. 3-seat stat. wag., $2,- | Suburban, $2,313.50; 4-dr. 2-seat Sport 
| dr. hardto 2.457: conv. 2.740: 4-dr. 2-seat Custom Sierra V-8, $2,868. ‘50; 4- | | 4 2 . Ge Suburban, $2,483.50. 
Fl t tor: ited i d | A Pp, $2, ; , $2, ; r 819. Monterey—4-dr. sed., $2,555; 4-dr. 
eet operators cite ncreased | 2.seat stat.’ wag., $2,775. Century—4-dr. | 4t. 3-seat Custom Sierra V-8, $2,974. hardtop, $2,700; 2-dr. hardtop, $2,630; 4-| PONTIAC — Chieftain 860 —4-dr. sed 
resale value, reduced upkeep, | hardtop, $3,041; 2-dr. hardtop, $2,963; FORD—(Prices are for 6-cyl. models. | dr., 3-seat stat. wag., $2,977. Monteclair— | $2,298; 2-dr. sed., $2,240; 4-dr. hardtop 
greater safety and increased em-| °V., $3,306; 4-dr., 2-seat stat. wag., |For V-8s, add $99.98.) Mainline—4-dr. 4-dr, hardtop, $2,834.50; 2-dr. hardtop, | $2,443; 2-dr. hardtop, $2,370; 2-dr. 2-seai 
plo © morale in explaining why $3,256. Super—4-dr. sed., $3,250; 4-dr.|sed., $1,895.20; 2-dr. sed., $1,850.02; | $2,764.50; conv., $2,899.50. stat. wag., $2,569; 4-dr. 3-seat stat. wag 
th y' ti hei d t hardtop, $3,340; 2-dr. hardtop, $3,204; | business 2-dr., $1,747.94. Customline—4- METROPOLITAN — 2-dr. hardtop, $1,- $2,653. Chieftain 870—4-dr. sed., $2,413 
Mronmal” coutpanent, nT OTST FOF | sansa, Wee nuethons Sotady Se" nase | Sie" *hacttoy” Woks, “Phiten: [Hc Sts Sgr Oa Pind eal, wae SE. Se 
Peeeees equipment. | top, $3,591; conv.,' $3,704. (Dynafiow | sed., $2,093.36; 2-dr, sed., 32.087 18; 4: | {NASH—Statesman Super 6- 4. ar. fet, Ghiet—t-de, 208. G208T; i-ér, har _ 
W. E. Fish, general sales man-| standard on Century, Super and Road-| dr. hardtop, $2,248.52; 2-dr. hardtop, $2,- | "3 d., $2,594, 70: aoe ae =. $2,735; 2-dr. hardtop, $2,665; conv., $2, 
ager, told of two companies which | ™4ster. Power steering standard on Super | 193.70; Crown Victoria, $2,337.47; conv., $2, $19. 70:" 2-dr. hardto = $2,684. 70, ~~ 857; 2-dr. 2-seat Safari stat, wag., $3,129 
have indicated they will increase | “"O,hittao  . Series 62 — 4-dr ein | $2,358.79. Station Wagons —2-dr.  2-seat | baseador Super 6—4-dr. sed. $2,689, Am.| RAMBLER — Deluxe —4-dr, sed., $1,- 
LLAC — ries — 4-dr, 9 , , -4¢; 2-ar, 2- -us- ¥ os 829.20. Super—4-dr. sed. 1,939.20; 4- 
the number of air-conditioned cars | 54,296; 2-dr. hardtop, $4,201; 4-dr, Sedan | tom Ranch Wagon, $2,249.32; 2-dr. 2-seat | haeador Super V8 —4-dr. sed., $3,001.90. | Sonat: Pe ae, Ge Seabe’ drestems'—a-00 
in thelr 1957 fleets Many com | aeritopr gL Osk: conv’, GAT; Beary | Redan, $2°560 967 “acac™ sreeet’ Country | 40,90; 2dr, hardtop, $3,389.00." (Power |ted., $2,000.20; “4-dr. hardtop, $2,224 20, 
ies have reported that s €S~ | dorado Seville hardtop, $6,556; Eldorado; Sedan, $2,428.01; 4-dr. 3-seat Country | oman a> a a soo | Sank hardtop stat. wag $2 494.20 _ 
men’s efficiency improved when | Biarritz conv., $6,556. Series 60 Special —| Squire, $2,532.56. Thunderbird — Hardtop | ©USt°™ models.) . : ea 
» # | is | OLDSMOBILE—Sertes 88—4-dr. sed., $2,- STUDEBAKER-—-Champion 6—4-dr. sed., 
they were furnished air-conditioned seats e. a ones’ ch es. a epe. (V-8 only), $3,151.32. | 487; 2-dr. sed., $2,422; 4-dr. hardtop, $2,- | $1,996.39; 2-dr. sed. $1,946.39; 2-dr. 
ears, Fish said. | ower steering, power brakes standard)” | «HUDSON — Wasp Super 6—4-dr. sed., | 671; 2-dr. hardtop, $2,599. Super 88—4-dr. | sedanet, $1,844.39. Hawk 6—Flight Hawk 
Th 1 hasized the| CHEVROLET — (Prices are for 6-cyl. $2,419.70. Hornet Special V-8—4-dr. sed., | sed., $2,640; 2-dr. sed., $2,574; 4-dr. hard- | 5-pass. cpe., $1,985.89. Commander V-8 
ie survey also emphasize QP te oe Pe $99.) One-Fifty— | $2,629.70; 2-dr. hardtop, $2,744.70. Hornet | top, $2,881; 2-dr. hardtop, $2,808; conv., | 4-dr. sed., $2,124.89; 2-dr. sed., $2,075.89; 
‘owin opularity of automatic |," ; a , 7 _ | Super 6—4-dr. sed., $2,774. Hornet Cus- | $3,031. Series 98—4-dr. sed., $3,298; 4-dr.| 2-dr. sedanet, $1,973.89. President V-8 
4-dr. sed., $1,869; 2-dr. sed., $1,826; util- | 
transmissions in police cars and |ity sed., $1,734: 2-dr, 2-seat stat, wag., | S0™,&— ,4-dr. sed., "$3,023: 2-ar, hardtop, |hardtop, $3,551; 2-dr. hardtop, $3,480; | 4-dr. sed., $2,234.89; 2-dr. sed., $2,187.89. 
taxis. Tw incipal wi $2,171. Two-Tea— ddr. sed. $1,055. 42. | $2140. Hornet Custom V-8—4-dr. sed., | conv., $3,740. (Jetaway Hydra-Matie and | President | Classic —'4-dr. sed.," $2,489.22. 
Ss. oO principal reasons were | 9¢,4/}. , . _—s | $3,290.30; 2-dr. hardtop, $3,433.30. | power steering standard on Series 98.) Hawk V-8—Power Hawk 5-pass. cpe., $2,- 
}dr. sed., $1,912; cl, cpe., $1,971; 4-dr. , 
driver comfort and reduced up- hardtop, $2 117: o-ar hardtop "$2 063: 2- | (Power brakes standard on Custom V-8.)| PACKARD—Executive—4-dr. sed., $3,- | 100.89; Sky Hawk 2-dr. hardtop, §2,- 
keep costs on units that often are/ dr. 2-seat stat " wag.. $2,215: 4dr Seat | IMPERIAL—Imperial—4-dr. sed., $4,- | 465; 2-dr. hardtop, $3,560. Patrician- -4- | 476.89; Golden Hawk 2-dr. hardtop, §3,- 
in 24-h a erati | stat. wag., $2,263; 4-dr 3-seat stat wag | $31.75; 4-dr. hardtop, $5,225.25; 2-dr. hard-| dr. sed., $4,160. 400—2-dr. hardtop, $4,- | 061.22. Station Wagons -—— Pelham 6-cyl. 
in 24-hour-a-day operation. ; ee eid . “o-ae | top, $5,094. Crown Imperial—8s-pass. sed.,| 190. Caribbean —2-dr. hardtop, $5,495; | 2-dr. 2-seat, $2,232.39; Parkview V-8 2- 
$2,348. Bel Air—4-dr. sed., $2,068; 2-dr 
“The fleet car has been, and oa $2 025: 4-dr hardtop, $2,230: 2-dr. $7,602.25; lim., $7,736.25. (Powerfilte, | conv., $5,995. (Ultramatic standard on all| dr. 2-seat, $2,353.89; Pinehurst V-8 2-dr. 
remains, basically an economy hardtop, §2,176; conv., $2,344; 4-dr. 3- oroenee and power brakes standard.) | models. Power steering and power brakes | 2-seat, $2,528.89. (Overdrive standard on 
’ ; . 7 os ci : a —Capri—4-dr. sed., $4,211.50; | standard on Caribbean.) Golden Hawk.) 
seat stat. wag., $2,482; 2-dr. 2-seat Nomad | __ eon , . 






















































































stat. wag., $2,608. Corvette—Hardtop cpe. 
panies are reporting advantages in| or conv, (V-8 only), $3,149. e e e 
us f optional uipment| CHRYSLER—Windsor—4-dr. sed., §$2,- N l ‘| R t t 
the use of optional equipment) CHRYSLER Windsor, tar. sed. #2 ew Commercial Car hegistrations 
formerly seldom found in fleet 9'5."'newport hb . e 
” -dr. po ardtop, $3,041.25; 2-dr. 
operations. Nassau hardtop, $2,904.75; conv., §$3,- | 
335.75; 4-dr. stat. wag., $3,598. New| 
Yorker—4-dr. sed. $3,779.25; 4-dr, New- 24. States for June 1956-195 5 
H d Mi port hardtop. $4,101.75; 2-dr. Newport 9 
le hardtop, $3,951.25; 2-dr. St. Regis hard- 
ar top U stone | top, $3,995.25; conv., $4,242.50; stat. wag., | 
° $4,523.25. 300-B—2-dr. hardtop, $4,419. | [Truck registrations by states ; l | 
Reached by Buick | (Powerfiite and power brakes standard on | | are released here weekly, as | grock-| Chev- —. - | Inter. Stude- To- 
| New Yorker.) | | compiled by R. L. Polk repre- _ - ; ; ; 
CLIPPER—Detuxe—4-dr. sed., $2,731. | | sentatives in state copitets, | “2? | feet | “Tt [Dodge Ford | C. | ai | Mack} Reo | baker | White | Willys | Mise. | TAL 
FLINT. — Buick last week built | Super—4-dr. sed., $2,866; 2-dr.- hardtop, : : 
its 300,000th ay mg hardtop, | $2,516. eee: sed., $3,069; 2-dr. ’ States Previously "56 2967 @ one me 7 ton? 106 33 ” "Ng 268 96| 8736 
some 16 months after the body | D4rctop, 90,104. eported for June 55 3| 454 4 i | 4\ 176 175 330 62| 11687 
| CONTINENTAL—2-dr. hardtop, $9,543.) =— ; — —)'— - - - 
style went into production, accord- | ;qurbo-Drive, power steering, power brakes | ©°!0redo s a6 3 314 a - Ht i " 10 is ’ im 
ing to Edward T. Ragsdale, general | standard.) i ' a waste halal = aes » 4 
manager DeSOTO — Firedome — 4-dr. sed., $2,- | District of Columbia ‘56 79 e 49 16 31 6 3 . 4; 201 
. | 677.75; 4-dr. Seville hardtop, $2,832.75; 2- 55 at 58 16 58 ae ae se caw “ a 167 
ch widespread ‘acclaim in. such |man haraton. g25-35. em. §3,08130; | O° a a 
such widespread acclaim in suc 1, $2,953.25 ; +» $3,081.25; 5S 138i, 300) : . 24 
a short time,” Ragsdale said, not- | $3,097 %F i, 35am mardtop, $3,431, 3- | !dano ‘56 223 2; 67/220) «79; =O) 12 8; 44 5/765 
ing that the 300,000th two-door dr. Sportsman hardtop, $3,346; conv., $3,- % me ce eI ie o- —— oe me ss at - an Paarl. — 7 i. a : sone 
hard i | 544. Pi Car—conv., $3,615. (Powerflite | Kansas : 
aga — ae —_ ona standard on Firefiite.) ‘55 76 1| 78) 497|_—st2; tt] St 4) iv} _—soi_—s23|_——saa}_—t7s3 
ve years after it was Intro-| DODGE — Coronet 6 — 4-dr. sed., $2,- | Maine 56 194 7 72, 135 49 66 2 3 é 5 55 il, 589 
duced. Se ee ee | 55 1% i} 28,2} S73] a] St 8 Ss 2 9) 556 
© He said Buick led the industry | *%: 8%: 9:9f9-<9: “Gr. sed., 92,000; * | Montana "56 171 l 44 191 49 7 : ee ae a 8) 6b 
in hardtop production for the first | ‘55 270 43 153 82 804 > GS ae 2 ee 
° New Mexico "56 533 4 52 299 123 86 14| 10 7 49 9, 118 
six months of 1956 a Buick —_ =#P ennsylvania to Replace 55 319 64} «170 89 72 7| 4 37 3] 77 
ae wens and thet Buick bes! conkers sith Decals Oklahoma "56 670; | 49 S13; 132, 200; 00) ~=S6)~SC=C«C)SSC)SSSCi)SSS)SCt 
built nearly 1.5 million hardtops | ‘55 840 2) 90} -468;—170)193) tL_2t)__ 12} 
since 1949. SCRANTON, Pa.—After Aug. 1, | Rhode Isiand 56 ro a 1 32 77 22 2% 5| i 3 5 - 1l| 256 
trucks and other commercial ve- | ‘55 ny Ulm LU 14 8 4 3) 247 
. hicles will begin to have a slightl Tennessee 56 | 568 I 87 456 114 10! 26| ! 9 21 13 4, 1401 
Greenville (N.C.) Dealers’ joy look on ene | ‘55 Sy] 3]; S|] SSS] SS 
s * Utah 56 195 4 58 131 62 50 6| 9 é 9 28 14,572 
Rename Organization | i = — = | ‘55 135 2} a2j_ i, S| 3| LS 7} 33) 2} 
GREENVILLE, N. C. — The a =_ ae awe | Viegas "56 554, 1 114 522 131 136 54 14| 18 13 39 3) 1599 
Greenville Automobile Dealers Assn. d sticker. ‘SS | 687 3 135 505 17 135 41 7. a ee 
has changed its name to Pitt County, _ The Department of Revenue | We: Virginia Ty = | 2 mo H 7 = 7 ¢ | a 
ete ra Deal d it| Said the change was approved be- ‘55 400 5| te} 318} 48! NS 13| = a. B 3) 1221 
utomotive Dealers Assn. an cause the old-type sticker can be | Wisconsin 56) 424 UMC) Sa] 12) 4 15 10 19 13) 1382 
will now include dealers from near- removed in one piece and trans- a 55 569 83 457 134 268 5) | 16 5 43 19 1600 
by Ayden, Bethel and Farmville. ferred to other vehicles—involving | 24 States Reported 56 8609, 91-1574) 7698) 2300 2856) 297/84) -257| -280|~—-742| 217) 25005 
Officers of the new organization, th ibili f switching the To Date for June ‘SS 4) 11490) 81|_—*1950| 7853) 3000) 3047) 312/ 78| +403) —=307|_~—s 888 147| 29560 
e poss ity of s ng m ; 
are Lee Folger jr., president; T. I.| to stol Decals, the depart- Year 56| 436) 135319) 1820) 25245| 118687, 38683, 48573; 5791| 1318; 4567| 7045, 9436, + 4591| 4015/1 
“aaner, vice-president, and F a oe oo To Date 55| «455, (116805; 1486 27909) 123852| 27358) 45192| 42531128) 5206) 5685) 11348) 2991 | 373668 
g Joh P ta t ‘| ment said, can not be removed "The information contained in this report has been compiled. from official state documents. Every reasonable precaution has been 
Badger Johnson, secretary-treas- jn one piece. exercised to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. 
urer. R. L. Polk & Co. cannot assume any liability by reason of inaccuracies or omissions.""—R. L. Polk & Co. 
* * 
New Passenger Car Registrations, 24 States for June, 1956-1955 


Car registrations by states 
are released here weekly, as 
compiled by R. L. Polk rep- 
resentatives in state capitals. 


Con- 
tinen- 
tal 


De- 
Soto 


Impe- 
rial 


Cadil- 


Plym- | LER Mer- 
ac 


Dodge} outh | TOTAL] Ford |Lincoln| cury 


FORD 
TOTAL | Buick 





‘56 357 893 1250 1168 17 

























































































10 States Previously 996| 2280; 4959) 9520! 17395;  559| 3122) 19| 21095) 6277) 1867) 20883! 5175) 4121 38323) 353! Bb! 1214) 826] 72228 
Reported for June 55 1057; 1487| 2544, «1978 172; 1558} 3165) 8941] 15814] 19450) 497 «S119 | 25066) 9904 1743|_ 24739; +8383; 6992| 51761| —-767|_—«*1308| 2075) 533) 97793 
District of Columbia "56| 7 16 23 39 5 7; #7 237; 389) S410) 19) 80} | 509 154 43 605! «154; —s«153| 1109 14) 9 23 46; 2099 
'55| 14) 42) 56 sa 5 a a 347 __579| ad 544 10 175 | ‘ 729 336 65 654} 315| 275 | 1645 26 24 50) 39 3098 

ee "56 | 12 47 59 59 7 77; = 250| = 477|_—s« 870! = 2219) 27| —- 323) 2; 2571; ~—s519 119| 2563) 449) 480; 4130) 12) 89; 101 | 33| 7764 
"55 | 38; 137/175} 245: st] s178 589; 1506! 2535) 4615 47; «999 ‘| 5661) 1441 234; 5322) 1327) 1534] 9858) 85 236 321 40| 18590 

ie "56 | 57) 55 112) 54 5 35) 94,167; +—«355| ~—«440) 27|_—«*125) 1 593 | 193 53 612; ‘150! 147; 1155 10; 57| 67| 17| 2299 
‘55 31| 63) %4 | 3 46| 133 183; 435! 438 16! 136| | 590) 241 51} -640|_—213| 198! 1343 a 101 12| 2575 

Kansas "56 74, «198! = «272 159) 14| 114; 305; = 600) —Ss«1192; += 2581! 58| 475) 2) 3116 856, 194; 3056) 682) 541| 5329) 54) 146; 200 36| 10145 
‘55 83} _—‘184 267 178} . 114} 295 777\ ‘1370; _~—s« 1891 28}  402| | 2321] —_707/ 131| 2573) «602! ~—890|_—«4903) 68! 102 170} 29; 9060 

Maine "56 | 36 106 | 44 2] 44 135; 288; S513; = 629 10; 122] a 217 48 722; «191; = 203; ~—s«1381 15} 48 63) 48| 2872 
55} 45) 119 mee th GF] Aaa]. 636| 604 19} 126] 749; 243) 36 754| 157} 220] ~—* 1410) 21) 52) 73| 30| 3017 

Montana "56 30) a8 74 4 4 25 114) 183} 360) 465 20} 88 | 573 164) 45; 570 137| 125| 1041 17; 34) 51| 34-2133 
55 33) 4¢; 79 54 8 26 134 20! 423 Sti! 10/ 118 | 639) 183 48; 656) 180) 1791 1246} 30! 55\ 85! 5| 2477 

New Mexico "56 14 35 49) 83) 2 51 | 19 255 510; 1015) 32 211 | 1} 1259) 300) 85; 1214; 281; 246; 2126 6| 52| 58! 58) 4060 
55 4 i ee eee 46} 89 207 —-402|_——‘539| 26 148 | | #8 272; 46| 759; —«216| ~—237|_—«*1530| 30) 37 67| 9|__2760 

bio "56 174, «339 513; 590 40 677, 1738, 2761; 5806; 7938 244, 1664) 3) 9849| +3079; 658; 8889; 2513; 2311| 17450 169| 308)  477| 225) 34320 
SS 28! 608} 889,907! 71 856! 1858) 3611/7303; —-8558/ 188} 2333] | 11079} _4537| 636} __ 9042} —3273|_—3277| 20765 375| 529) ~— 904) —s178|—4tii8 

Rhode Island 56 24 58) 82 59 10 40 74 237 420 491 22; —«*105| 1 619 162/ 55, 529) 218 114| 1078 i8| 29,47) ~Ss«N|Ss«28077 
og 42 %| 138 84 12 63 127| 405! 691) 574 13) 109} 69|  —-283| 62| 666 260 210| 1481 38 87| 125| 38} 3169 

Tennessee "56! 19 48 67 90 4 74 209 467, 844) «1849 34; «320! 2) 2205; = (688 | 129| 2364 494; —316| 3991 14| 77) 91 14| 7212 
; 55] SS 19 173 158 e 156 360; 1138} 1820) 2479 35| 566! 3080} 9551116) 995| -972|_—«8149 69| 140; __209/ 20) 11451 
Uiah 56 23 36 59 67 6 72 103 116} 364, 453} 23; —s«154| 1! 63t] 195) 47\ 659! ~=—s-206 161; 1268 7 «23 32| 51| 2405 
: ‘| 27 27; Ai 74; SE. HOSP 500; 432 14, «134 | | $80} 280) 36! S17 246| 218! ‘1297! 22) 33) 55 | 24| 2510 

Virginia ‘56 44 104 148 180 13) 181; 356; += %3| ~—s:1693| +2585) 43) 440) | 3068; 766) 174| 2936 605; 656) 5137 29) 129; «+158, ~—«139) +—~:10343 
ssi Si 1B 263 246 12} 2311 -429)_—«1279|_—«2197| 2907) 53) 544] | 3504). 1244 —-167|_—«-2917|__—856|_~— 950) 6134] 97|_——89| 286) 80! 12464 

West Virginia "56 32 79 tt 138) 2 115| 374 7It! 1346) «1570; 36) S305 | if 1912) 503} 77; ‘1658 357; 407; 3002). «54, ~—S—«85 139) 46| 6556 
55; =! ~—s20|—st88} —t7Bi Ss 133! 423 756' 1496! _—«1247 28! 322} 1597/ 572! 62) (1322) i 484| 2851 62| 113) 175} 39| 6346 

Wisconsin "56 209 437 646 177 12 223 559 734 «1705s 2491) 88 518) [ 3097; +1199) 258) 3175! 974) 677! 6283 74| 152) 226| 104/ 12061 
‘55! 228; _~—s 622! 850 298 12 239 474 1161) 2184! ~—- 2623) 50 604 | | 3277) «+1791 250' 2908] 1294 = 915] 7188} ~—st17|_—s 164) ~—s281|_ 70) _‘:13820 

24 States Reported "56 1112; 2459, 3571; 2941 249; 2761 6781! 13155 25887; 42531; 1242 8052; 33| 51858| 15272) 3852| 50435| 12586; 10658! 92803 848; 2099; 2947| 1738| 178804 
_ToDateforJune __'55| 2090; 3838! 5928, 4633's 349) «3861! = 8420) 21122 38385! 47412) —1034)_:11835| 60281| 22989} 3683: 56580/ 18728| 17551| 119531| 1836) 3141} 4977|__—«41:146| 230248 
Year "56 | 16629, 37907| 54536! 50715; 4717| 47288! 99578! 227449; 429747| 587568| 19263) 126333|  865| 734029| 263406; 65228; 706995| 211226| 171307/1418162| 15857| 40218| 56075! 34965|2727514 
To Date 55 20859| 40464) 61323| 69220 5992| 55455 129405} 301361| 561433) 648326) 13321) 154043| | 815689! 334794) 66000; 649991| 255509) 233283|1539577| 23289| 46841| 70130| 22628|3070780 




















“The information contained in this report has been compiled from official state documents. Every reason- 


received and tabulated at the time the report is published. R. L. Polk & Co. cannot assume any liability 
able precaution has been exercised to insure accuracy of this report to the extent of the registrations 


by reason of inaccuracies or omissions.’’—R. L. Polk & Co. 
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How They're Pushing Sales 


Dealer Ad Ideas 


Woman’s Viewpoint 
OB EDDY Buick Co., Toledo, 
has reproduced a letter in a 


newspaper ad captioned: “The 
Woman’s Viewpoint.” 
Said the letter, in part: “A 


woman driver needs ease in 
driving and the protection of a 
well-built car. She also needs 
the kindly services of an auto- 
mobile concern interested in see- 
ing that her car is properly cared 
for. 

“IT am not acquainted with the 
mechanisms and mechanics of my 
Buick. Its performances would 
lack smoothness if I were the one 
who had to say something is wrong 
today with my Buick. Luckily, I 
don’t have to worry. The constant 
supervision and conscientious care 
given by Bob Eddy Buick Co. is 
one of the reasons I have had 
four Buicks. This record speaks 
for itself...” 


* * x 


Ist Das Nicht Boston? 


ROPER Bostonians let their 

hair down to whoop it up at 
an all-German party thrown by 
Charles Street Garage (Volks- 
wagen) at the grand opening of 
its new service and parts depart- 
ment. 

According to Glenn Whitham, 
dealership president, nearly 500 
persons showed up to look at the 
cars, listen to an old-fashioned 
brass band in Bavarian costumes, 
drink German beer and eat saus- 
age and saurkraut, leckerbissen 
and pumpernickel. 

The dealership refused to accept 
orders or even talk business during 
the party. 


* * * 


Selling Tied to Strike 


APITALIZING on the steel 
strike, Jim White Chevrolet, 

Kokomo, Ind., asked in a news- 
paper ad, “Could There Be a Car 
Shortage ?” 

The ad then said: 

“1. Yes, there is a definite pos- 
sibility of a car shortage. 


“2. What will cause a car 
shortage? The steel strike could, 
within a week’s time, seriously 
affect car inventories. Manufac- 
turers have been operating on a 
very low rate of car production. 
Many models are hard to get 
today. 

“3. Will prices go up? Shortages 
and great demand always cause 
price increases. 

“4. Should I buy now? If you 
plan to buy within the next 12 
months, we urge you to contact us 
at once to discuss plans and 
arrange to use our long-term 


credit plan. 

“5. If you or any member of 
your family is interested in a ’56 
model or OK tradein car, we urge 





Conservation Award— 


Nominations for the Nash Conserva- 
tion Awards Program will be open until 
Aug. 15 and the winners will be an- 
nounced about Nov. 1. Ten awards, each 
consisting of $500 and the above plaque, 
will go to professional conservationists, 
and 10 awards of bronze plaques will go 
to non-professionals. Nominations should 
be sent to Nash Conservation Awards 
Program, Room 1700, 745 Fifth Ave., 
New York, N. Y. 
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you to see us at once. Three 
months from today prices may be 
considerably higher .. .” 


* * * 


Money Draws People 
TORONTO used-car dealer 
disrupted downtown traffic 
when silver coins were tossed into 
the street from an open car. 
Pedestrians scrambled for the 
coins, ducking in and out of 
traffic stooping to pick them up. 
Motorists left their cars while 
they joined the hunt. Police 
ordered the dealer’s car off the 
street. “It’s a wonder someone 
wasn’t killed,” said one officer. 
The coins? Why they were 
worth $50 toward purchase of any 
car bought from the _ used-car 
dealer. 
+ * = 


A Free Service 


Twelve automotive _ service 
departments in Alburquerque, N. 
M., have recognized a good will 
opportunity in the frequency 
change of radio station KDEF., 

All have announced that they 
will reset car radio pushbuttons 
on auto radios free of charge Par- 
ticipating are Chief Pontiac, Con- 
verse Motor, Corbin Car, Galles 
Motor, Hiland Motor, Darwin 
Buick, Von Davidson Auto Sales, 
Lovelady-McKee, J. P. Davidson 
Motor, Galles-Groesbeeck Chevro- 
let, Oden Chevrolet and Bill & 
Bob Automotive. 

* * = 


$1 for 50 Cents, Honest 


— are skeptical, but they 
“know a bargain when they 
see one,” said Israel Hoffman 
(Oldsmobile), Hartford, Conn., 
after selling dollar bills for 50 
cents twice in one day on a down- 
town street. 

“What's the gimmick?” asked 
one young office worker as she 
stood in front of the 1956 Olds- 
mobile where the “sale” was 


conducted. “No gimmick,” she 
was told. She bought one. 
Hoffman said it took eight 


minutes for two of his men to sell 
200 dollar bills for 200 half-dollars. 
They wouldn’t take change, it had 
to be a half-dollar. 

One man crossed the street with 
his new dollar bill in his hand. 
“You know,” he said to a passerby, 
“it must be phony.” And he headed 
into a bank. 


* * * 


Night Service Pays 


ILLBOARD and other adver- 
tising announcing that Roos 
Chevrolet’s service department 
would stay open until midnight in 
St. Petersburg, Fla., has proven its 
value during the tourist season, ac- 
cording to Marion Ross, owner. 
“Tourists down here for a 
limited time don’t want to give up 
their cars during the day but will 
surrender them at night,” Ross 
said. “We found our open-night 
Policy built good will and in- 
creased our service business but 
we couldn’t notice any effect on 
sales.” 


However, Ross found that be- 
tween winter and summer seasons, 
night service just about. paid its 
way, indicating little demand for 
night service by regular residents. 

* * + 


Curb Service 


ITH a record-breaking heat 

wave ushering in summer in 
Rhode Island, salesmen at Mitchell 
Ford, Providence, went where the 
public was—out on the street. 

Standing on the curbstone out- 
side the showrooms, they called 
out tradein prices to motorists 
as cars went by. Appraising the 
cars, salesmen were offering from 
$500 to $2,000. 

Some. passed by without heeding; 
others acknowledged the offers 
with a friendly greeting; some 
stopped for more information, 
others laughed and rode on. Mit- 
chell hopes they all remember the 
unusual approach. 

* * + 

The ‘Z Is for Zip? 
UGH auto market? Sure. But 
promotions like sending silver 
dollars and huge color postcards 
to a mailing list of more than 


10,000 prospects boosts business, 
according to “Z” Frank, Inc., 
(Chevrolet), Chicago. 

In the face of an industry-wide 
setback, “Z” Frank said it has in- 
creased its business more than 40 
percent. The silver dollars and 
postcards are said to be part of 
a continuous advertising and mer- 
chandising campaign conducted by 
Frank, 


* * * 


Toledo ‘Sells’ Dealers 
DGAR T. KELLER, president, 
Toledo (O.) Automobile Dealers 
Assn., has announced the group will 
sponsor a series of public relations 
advertisements in newspapers. 

The TADA wants to establish 
in the public mind that the dealer 
is as important as the car he sells 
and that the car buyer’s one as- 
surance of motoring satisfaction 
is the dealer’s ability to provide 
maintenance, service integrity 
and responsibility, Keller said. 

Members of the TADA’s special 

advertising committee are D. Nel- 
son Banham, Robert Eddy, David 
D. Smith, Keller and Edward Trep- 
inski, executive secretary. 

* ~ * 


Lure of the North 


| ae movies are being shown by 
Hummel Motor Sales (Hudson), | 
Clearwater, Fla., to persons inter- 
ested in a vacation in the north 
during the summer. 


Color movies of Michigan were 
projected in the firm’s showrooms. 
Scenes from Detroit and its river- 
front, waterfalls and lakes of the 
Upper Peninsula and other views 
of the state were pictured in the | 
film. | 

James Hummel, owner of the! 
dealership, said that if interest war- 
rants it, he will show movies of 
New York, Massachusetts, Wiscon- 
sin, Minnesota, Maine and other 
popular vacation areas. 

= * = 


Sales, Not Noise 


N ADVERTISEMENT by 
Scherman - Schaus - Freeman 





(Studebaker), South Bend, carried 
a drawing of a “bigmouth” crying: 














“No downpayment, forever to pay” 
and other such phrases. 

“We don’t make the most 
noise, but we do sell the most 
cars,” the ad copy continued. 
The ad said the dealership had 


Tools and equipment 
designed and manufac- 


tured to meet specialized 


service needs in the auto- 


motive industry. 


ATTENTION MR. DEALER! . . . 
ARE YOU PREPARED TO COPE WITH UNIONS? 


Today, Auto Dealers Must Compete With Unions to Maintain 
Employees’ Confidence, Productivity and Assure Security 


39 


sold 2,119 new and used cars “so 
far in 1956.” 


The ad credited this 
leadership” 


after sales.” 








DIVISION OF 
HOUDAILLE INDUSTRIES, Inc. 
341 BABCOCK STREET 
BUFFALO 10, N. Y. 


You need current information on successful labor relations practices and techniques to stay in competition 


with unions. But. . 


ence and current know-how to compete successfully with the union? 


If not... this may happen: 


a 
2. 


. whether you now deal with the unions or not, do you have the labor relations experi- 


The union will capitalize on any management deficiencies and will organize 
your employees and petition for representation elections on that basis. 


Where you now deal with the union, they may attempt to bulldoze you into 
signing a loaded contract of costly settlement—and containing built-in 


traps that will lay the foundation for future poor and ineffective labor relations. 


3. 


Aside from the union, a weak labor relations program means an unproductive 
employee, insecure in his job and often lacking confidence in management. 


THE EXPERIENCED STAFF OF AUTO DEALERS’ LABOR RELATIONS GUIDE OFFERS YOU THIS 
SUCCESSFUL AND PROFITABLE SOLUTION FOR LESS THAN $3.50 PER MONTH! 


© We will bring you to full 
strength in your labor relations 
by the use of our Auto Dealers’ 
Labor Relations Guide. 


© This guide provides bi-weekly 
current information on all as- 
pects of auto dealers’ labor- 
management relations. 


¢ In addition, you are kept informed on 


current auto dealers’ 


mands, 


are presented. 


Ed Schoenherr, Stark Hickey Ford, 
1515 South Washington, 
Royal Oak, Michigan, has this to 
about Auto Dealers’ Labor 


Inc., 


say 
Relations Guide: 


“Auto Dealers’ Labor Relations 
Guide is performing an important 
service for automobile dealers. |! 
find it a wise investment for any 
auto dealer confronted with either 
labor or personnel problems.” 


labor 
trends—topical discussion of Guaranteed 
Wage Demands, Short Work Week De- 
Pension Planning, 
Welfare Plans, Incentive Systems, etc., 


relations, 


Health and 


© One section of our Service, 
“Solving Problems in Labor 
Relations,” poses actual prob- 
lems and actual _ solutions. 
Labor relations problems are 
presented, discussed, analyzed 
and answered . . . promptly. 


© Through current reporting on union or- 
ganizational activity, strike activity, union 
elections and their outcome, 
you in competition factually and tactically 


we keep 


with the union. 


rr (Order 
Mail to: Management Labor Relations Service, Inc. 
1205 Cadillac Tower, Detroit 26, Michigan. 


Form—Cancellable Anytime) 
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| Sales Conditions in Various Areas... 





Auto Market Reports 


Cleveland 


Despite the steel strike, the au- | 
tomotive industry in this area saw 
a sizeable stepup in used-car sales, | 
with the figure for the week ended | 
July 14 jumping to 1,924, well above 
the previous week, but about 200 
below the corresponding week of 
1955. 

New-car sales were down to l,- 
594, 


| 


| 


compared with 1,946 for the| 


corresponding figure a year ago. | 
In commercial turnover, new units | 


totalled 80; 
down from the ‘'55 figures. 
ford Markey. , 


used, 77. Beth were 
(San- 


+ 


Salt Lake City 

Registrations of new.cars in Salt 
Lake County (Salt Lake City) dur- 
ing Jine totalled 1,248, an increase 
of 44 percent over the May total of 
868. 

The June increase was enough to 
push the first-half total to 5,913 new 
cars, compared with 5,876 in the 
first half of 1955. 

By make, June registrations 
were: Chevrolet, 394; Ford, 240; 
Oldsmobile, 109; Buick, 93; Pon- 
tiac, 67; Mercury, 58; Plymouth, 
55; Dodge, 51; DeSoto, 37; Chrys- 
ler, 30; Cadillac, 26; Volkswagen, 
21; Lincoln, 14; Hudson, 13; Stu- 
debaker, 10; Nash, 9; Packard, 4; 
Continental, 1, and miscellaneous, 
16. 

June new-truck registrations, at 
242, were up 44 percent over the 
May total of 168. For the six-month 
period, they totalled 1,002, compared 


| with 828 in the first half of 1955. 


The June breakdown was: Chev- 
rolet, 81; Ford, 66; GMC, 27; Inter- 
national, 20; Dodge, 14; Kenworth, 
10; Willys, 8: Reo, 6; Diamond T, 





124 PENNETTES 
6 Bright Colors 


Satisfaction Guranateed 
Discount on 3 or more 


MYRLO COMPANY 
2168 W. 25th, Cleveland 13, 0., Dept. N 
OUR BEST 


panssdo® BUSINESS BUILDER 


Proved way to keep old custom- 
ers... getnew! Complete details 


on request. 


m STEMAC 








1281 SO. CHEROKEE | 
DENVER 23, COLO. 


Division Blacktop Co. 


Chicago, Iilinois 


Asphalt & Tar Paving for Parking Areas 
Gas Stations - Playgrounds - Driveways 


1807 N. Sawyer Tel. SP 2-8156 


LOST 


ANOTHER NEW 


CAR SALE? 


Did You Lose The Deal By a 
Few Dollars? Help yourself 
to Your Competitors’ Costs. 
“AUTO COSTS" is a complete, 
concise and accurate book 
containing factory invoice 
prices of ALL 1956 Automo- 
biles and Equipment. Dis- 
cover how much your com- 
petitors' cars Really Cost... 
and You'll know the kind of 
deal it takes to Beat them. 
Used by Auto Dealers through- 
out the Na- 

tion. Money- 

Back guaran- 








and Nash, 1. 


4; Studebaker, 2; White, 1, and mis- 
cellaneous, 3. 
” » 
Oueuwe 

New-car sales in Ottawa in the 
first half of July generally are run- 
ning above levels dealers had antici- 
pated. 

Some dealers say they have had 
an increased demand for “small” 
cars. 

Another trend reported by deal- 
ers is the increasing number of 
women buyers. One dealer said 
that 75 percent of his prospects 
this month have been women. 

With more married women work- 
ing in Canada now than ever be- 
fore, he said, women “are running 
the show, especially when an extra 
ear is needed.” (M. L. Schwartz.) 


Van Wert County, O. 


Seventy-eight new cars were sold 


in Van Wert County, O., in May. 
By make they were: Chevrolet, 
20; Ford, 17; Oldsmobile, 9: Buick, 


7; Mercury, 6: Chrysler, 6: Plym- 
outh, 5; Studebaker, 4; Pontiac, 3, 
(Simon M. Schwartz.) 


Gary, Ind. 


Auto dealers are feeling an in- 
creasing pinch in Gary, Ind., as a 


result of the steel strike’s effects on | 


this steel-producing center. 


Business is off as much as 20 per- | 


cent in the city’s department stores 
—and more in some specialty shops. 

“If the strike lasts a month, 
Gary will be in serious trouble,” 
said Erwin C. Rosenau, execu- 
tive secretary of the Chamber of 
Commerce. 

Nearly half of the city’s labor 
force of 
idled. Most of those on strike have 
received their final pay for work 
done before the walkout.—(Leslie 
Dunkin.) 


* * * 


Bowling Green, O. 

Registrations of new cars dropped 
slightly in Wood County, O., dur- 
ing June. 

The total registered was 230, com- 
pared with 265 for May. New-truck 
sales also dropped during June, 
with 30 registrations as against 38 
in May.—-(Raymond Ww. Derr.) 


| ——_—— 

! Sex 224, Dept. P. WY. 1 N. Y. Toledo 

| " ail i t ) cae of “Rute New-car deliveries in Toledo and 

| Costs” for which we agree to Pay Lucas County, O., in June fell 748 

| $5.00 per copy. short of the total for June, 1955, 

| NAME Title — || with all American makes except 
COMPANY ____________________ || one sharing in the decline, the 

— CRE "> RANI EN || Toledo Automobile Dealers Assn. 

ae yy Sand bar || Teported. 
jf} Check inctosed  ( ) Send bill || Deliveries totalled 1,748 last 


65,000 persons has been| 





month, compared with 1,826 in the 
| previous month and 2,496 in June, 
| 1955. 

In the first half of 1956, 
| deliveries totalled 11,012, down 2,- 
|415 from the half-year total in 
1955. 

Only hestene make to show 
a year-to-year gain last month 
was Lincoln with 10 against 5. 
Also up were deliveries of for- 
eign cars with 9 against 2. 


Showing declines were Buick, 
178 against 273; Cadillac, 26 and 
31; Chevrolet, 538 and 601; Chrys- | 


ler, 35 and 80; DeSoto, 27 and 49; 
Dodge, 37 and 75; Ford, 370 and 
527; Hudson, 7 and 21; Kaiser, 
none and 2; Mercury, 78 and 156. 

Nash, 23 and 34; Oldsmobile, 132 
and 228; Packard, none and 29; 
Plymouth, 148 and 180; Pontiac, 
124 and 178; Studebaker 1 and 
17, and Willys, 5 and 7.—(George 
E. Toles.) 


+ * * 


Lackawanna, N.Y. 

Strangely enough, the automobile 
business has not suffered apprecia- 
bly to date in Lackawanna, N. Y., 
a steel town of 28,000 people. 

The big Bethlehem Steel plant is 
shut down. It provides about 8&5 
percent of the residents’ income. 

While other lines of business 
are being affected, sales of both 
new and used cars are equal to 
or up from last year, one dealer- 
ship reported. 

But service departments and 
garages report a sharp decline in 
ear servicing and repair work.— 
(George E. Toles.) 

Bd * 


* 


Cincinnati 

Automotive sales in Hamilton 
County (Cincinnati), O., during the 
week ended July 13 totalled 1,888 
units, or 19 percent higher than 
sales in the previous week when 
1,582 units changed hands. 

When compared with the like 
week of 1955, sales show a decrease 
of 466 units or 20 percent. 

A total of 713 new cars and 70 
new trucks changed hands, com- 
pared with 624 new cars and 92 
new trucks in the previous week. 

A total of 1,060 used cars and 
45 used trucks were retailed in the 
week ended July 13, compared with 
825 used cars and 41 used trucks 
in the week ended July 5.—(Frank 
Kappel.) 


* * - 
Providence 
Registrations of new cars in|} 


Providence in June declined 3% 
percent from the previous month, 


|used-car lot said, 





totalling 1,097, compared with 1,137 | 


in May. 

New-Truck registrations, mean- 
while, dropped 10 percent, from 121 
in May to 109 in June. 

By make, June car registra- 
tions were: Ford, 245; Chevrolet, 
232 (a month earlier, Chevrolet 
led Ford, 278 to 232); Oldsmobile, 
118; Plymouth, 116; Buick, 85; 
Mercury, 51; Pontiac, 47; Cadil- 
lac, 35; Chrysler, 35; Dodge, 23; 
Nash, 23; DeSoto, 19; Studebaker, 
15; Lincoln, 11; Hudson, 8; 


Imperial, 6; Packard, 5; Clipper, 
1; Continental, 1; Willys, 1, and 
miscellaneous, 20. 

Truck registrations were: Ford, 
44; Chevrolet, 20; International, 12; 
Dodge, 11; Divco, 7; GMC, 4; 
White, 3; Mack, 2; Diamond T, 1; 
Reo, 1; Studebaker, 1, and miscel- 
laneous, 3—(Ruth M. Eddy.) 

* ce > 


Dayton, O. 
Dayton and Montgomery County, 
O., like the balance of the nation, 
saw new-car sales the first half 
of this year slip behind 1955. 
It was not unexpected, according 


to Ralph Caverlee, executive direc- | 
|tor of the Montgomery County Au- | 


tomotive Dealers Assn. 

His records show 11,024 new 
cars were sold through June this 
year in the county. The volume 
for the 1955 period was 12,318. 
Used-car and truck sales have 
amounted to 18,444 so far this year, 
while that figure stood at 20,382 
a year ago. 

June also fell behind a year ago. 
There were 1,757 new cars and 
2,961 used cars sold in June this 
year, while the 1955 comparisons 
were 1,966 new cars and 3,551 used. 


—(George E. Toles.) 
oo x + 


Augusta, Ga. 

Used-car dealers in the Augusta, 
Ga., area are “begging” for clean 
1952, 1953, 1954 and 1955 models. 
The market has picked up con- 
siderably in the past seven weeks. 

The sales manager of one large 
“I've sold more 
used cars in the past three weeks 
than in the previous five. I’m sell- 


|ing 1949 and 1950 models now that 


customers wouldn’t make an offer 
on six months ago.” 

Another dealer complained that 
1954 and 1955 models are priced 


| a little too high. 


“Prospects would just as soon 
pay the small difference and buy 
a 1956, which is often only $300 
to $350 more,” he said.—(Julanie 


| Lampkin.) 


* * 


Greensboro, N. C. 


Registrations of new cars in Guil- 
ford County (Greensboro), N. C., 
totalled 583 during June. New-truck 
registrations amounted to 81. 

New-car registrations by make 
were: Ford, 148; Chevrolet, 124; 
Plymouth, 59; Buick, 53; Oldsmo- 
bile, 50; Pontiac, 44; Mercury, 30; 
Dodge, 19; Cadillac, 12; DeSoto, 
10; Chrysler, 7; Packard, 6; Lin- 
coln, 5; Hudson, 4; Nash, 4; 
Studebaker, 2; Imperial, 1, and 
miscellaneous, 5. 

Truck registrations were: Chevro- 
let, 25; Ford, 17; International, 17; 
Dodge, 10; GMC, 6; Willys, 2; White, 


1, and miscellaneous, 3. 
+ * * 


Richmond, Va. 


New-car sales in the Richmond 
(Va.) area, ahead of last year for 
the first five months, plunged far 
below 1955 during June, according 
to the State Division of Motor 
Vehicles. 

However, J. J, Miller, of the divi- 








Rambler Boosters— 


Sales personnel of American Motors’ Detroit zone office were quick to capitalize 
on the recent economy record set by a Rambler on a 2,961.42-mile trip between Los 
Angeles and New York. Large signboards, mounted atop these Cross Country station 
wagons, proclaim that a Rambler had traversed the country for less than a penny a 











sion’s records and communications 
branch, explained that the drop was 
not so drastic as it appeared. 

In 1955, he said, manufacturers 
urged dealers to register all cars be- 
fore the end of the first half. 

“Many dealers registered in 
their own names cars on consign- 
ment to them,” Miller said. “We 
registered 2,500 new cars in one 
day.” 

There have been no such registra- 
tions this year, he said. 

There were 1,225 new-car registra- 
tions in Richmond during June, 
compared with 3,993 in the same 
month of 1955. That brought the 
1956 first-half total to 8,584, com- 
pared with 11,056 in 1955's first six 
months.—(L. D. Bray.) 


* * * 


Columbus, O. 


New-car registrations during the 
first half of July in Franklin Coun- 
ty (Columbus), O., totalled 890, com- 
pared with 1,063 in the opening 
15 days of June. 

By make, registrations were: 
Ford, 272; Chevrolet, 155; Olds- 
mobile, 89; Plymouth, 74; Buick, 
71; Pontiac, 71; Mercury, 42; 
Dodge, 38; Chrysler, 17; Cadillac, 
15; DeSoto, 15; Nash, 9; Clipper, 
5; Hudson, 4; Lincoln, 4; Stude- 
baker, 3; Packard, 2, and Volks- 
wagen, 2. 

New-truck registrations were 72 
in the July period, less than half 
the 148 counted in the first half 
of June. The July breakdown 
showed: Ford, 25; Chevrolet, 16; 
International, 15; Dodge, 8; GMC, 3; 
White, 2; Autocar, 1; Mack, 1, and 
Reo, 1.—(Bert Strang.) 

% * 


* 


San Antonio 

Motor-vehicle registrations for 
June in San Antonio and Bexar 
County showe@.a gain of approxi- 
mately 3.2 percent in June over the 
previous month, increasing from 
1,821 to 1,881. 

Of the 1,881 registrations, 1,692 
were new cars and 189 were new 
trucks. That compared with 1,639 
new cars and 182 new trucks in 
May. 

By make, June new-car regis- 
trations were: Chevrolet, 649; 
Ford, 360; Pontiac, 134; Buick, 
131; Oldsmobile, 100; Plymouth, 
94; Mercury, 78; Dodge, 41; Lin- 
coln, 19; Cadillac, 18; Studebaker, 
15; DeSoto, 13; Chrysler, 11; Nash, 
8; Packard, 7; Hudson, 4; Jaguar, 
3; Imperial, 1; Willys, 1, and 
miscellaneous, 5. 

Truck registrations were: Chevro- 
let, 77; Ford, 51; International, 39; 
GMC 12; White, 7, and Dodge, 3.— 
(J. H. Reed.) 


* * * 


Dallas 


Dallas new-car registrations in 
June totalled 3,454, an increase of 
nearly 10 percent over the May total 
of 3,150. 

By make, June _ registrations 
were: Chevrolet, 1,126; Ford, 785; 
Oldsmobile, 325; Buick, 304; Pon- 
tiac, 237; Plymouth, 167; Mercury, 

112; Dodge, 98; Cadillac, 96; 
Chrysler, 42; DeSoto, 37; Stude- 
baker, 37; Nash, 21; Volkswagen, 
14; Lincoln, 11; Packard, 10; Hud- 
son, 9; MG, 7; Jaguar, 5; Austin, 
3 Anglia, 2; Consul, 1; Hillman, 
1; Porsche, 1; Renault, 1; Sun- 
beam, 1, and Triumph, 1. 

June truck registrations 
amounted to 455; a decrease of 6 
percent from the May total of 483. 
By makes, the count in June was: 
Chevrolet, 186; Ford, 91; Interna- 
tional, 82; White, 44; GMC, 29; 
Dodge, 11; Mack, 4; Reo, 2; Stude- 
baker, 2; Autocar, 1; Diamond T, 
1; Kenworth, 1, and miscellaneous, 





* 
Pittsburgh 
New-car registrations in the 
Pittsburgh area increased appre- 


jciably during the week ended July 


14, according to the Bureau of 
Business Research of the University 
of Pittsburgh. 

The bureau’s seasonally adjusted 
index of general business activity 
during the week stood at 95.3 per- 
cent of the 1935-39 average. 

New-car registrations for May 

totalled 4,950, compared with 3,- 
432 in the previous month and 5,- 
411 in May, 1955. 

By make, May registrations were: 
Chevrolet, 1,120; Ford, 960; Plym- 
out, 622; Buick, 482; Oldsmobile, 
413; Pontiac, 337; Dodge, 202; Mer- 
cury, 183; DeSoto, 129; Chrysler, 
126; Cadillac, 79; Studebaker, 69; 
Packard, 63; Nash, 60; Lincoln, 43; 
Hudson, 14, and miscellaneous, 48.— 
(Leon M. Leffingwell.) 
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Aftermath of Freight Adjustments... 
| alla ei — neler henna 


(Continued from Page 1) 
two years from new-car to used- 
car transporting, the used-car 
business has been slowly drying 
up because Detroit used-car 
prices are gradually becoming 
equalized with those in far-away 
ints. 


Said Claude Radsack, owner of | 
in Dearborn, | 


Claude’s Driveaway 
“Let’s face it. We've seen the hey- 
day of the driveaway business and 
of tow-barring. All we were oper- 
ating on was the price differential 
petween Detroit and the 
cities. 
* * * 

“EPPELIEVE me, we're in a posi- 

tion to feel those freight re- 
adjustments—and I felt them from 
the first day. That freight read- 
justment just knocked the pants 
off us. It looks like bootlegging is 
pretty well ended, too.” 

Radsack said that every phase 
of his business driveaways, 
tow-bar hook-ups and gas sales— 
was 


years doesn’t 


ago and that he 


expect the driveaway business to} 


ever recover. 

Discussing the used-car drive- 
away situation, he asserted, “The 
freight adjustments have affected 
the whole auto price structure, 
including used-car prices. We 
used to get a lot of Texas and 
Oklahoma dealers buying up here 


New Weight Tax 
To Average $45 
On Truck-Trailers 


KNOXVILLE, Tenn.—(UTPS) — 
The new Federal gross weight tax 
will average $45 a year for a loaded 
tractor-trailer, according to Dr. 
James W. Bennett jr., head of Uni- 
versity of Tennessee's transporta- 
tion department. 

Dr. Bennett said that other levies 
imposed by the new Federal road 
bill will cost the average motorist 
$6.25 more for gasoline and about 
$4 more for each new tire. 

He based his calculations on the 
assumption that the ordinary car 
travels 10,000 miles a year and gets 
about 16 miles per gallon. The in- 
crease in Federal gasoline taxes is 
about one cent per gallon. 

On a new tire, the new tax is 
eight cents per pound. On inner 
tubes it is an extra nine cents per 
tube. The new tax on retread ma- 
terial is three cents per pound. 


Burlington Time Buying 


Put at Alltime High 


BURLINGTON, Vt.— (UTPS) — 
A check of three finance firms in- 
dicates that installment buying has 
reached an alltime high here. How- 
ever, according to delinquency fig- 
ures, buyers are not purchasing 
more than they can afford, finance 
men declare. 

Chester S. Cook, local manager 
for General Motors Acceptance 








& Corp., reported that 60 percent of 
Burlington’s new cars and 70 per-| 
cent of used cars are being sold 
on installment contracts. 


+ Ane tM 





| 


| cleaner. 


- Driveaway Heyday Thing of Past 


|going to get rough for some of 


but we never see them anymore. 
“The only advantage up here | 
now is that the cars are a little | 
Only the other day, a 


| southern buyer said, ‘Claude, I just | 


| 


other | 


down 75 percent from two} 


lean’t buy these Detroit cars any- | 


|more. They’re just as cheap down 
| home.’ 

“However, because there are SO | 
few cars being sent out, a dealer 
lean get them delivered a little | 
cheaper.. There are just as many 
drivers as before. Some of the 
driveaway outfits are even sending | 
cars out with no gas allowance — | 
|just loaning them to the vaca- 
| tioners.” 

* * * 

ATHERINE RAE, who is 

credited with founding the 

driveaway industry, said, “I’m still 
holding out, although I’ve had to 
throw in a little money. Some of 
|these other companies are able to 
get by because they have husband- 
wife teams operating them. 

“The business wasn’t too bad up 
until about six weeks ago but then 
it kind of caved in. However, we 
|did move 88 cars in May — only 
|eight cars less than we did a year 
| ago in May.” 

She said that 90 percent of 
her business now consists of de- 
livering used cars and private 
ears belonging to people who 
want to use their cars in Califor- 
nia or Florida, but don’t want to 
drive them there. She also 
arranges to have these cars 
driven back to Detroit. 
Referring to this end of the bus- 
iness, Radsack said, “That’s always 
been an element of the business. 
Personally, I don’t see much future 
in it. Considering the cost and wear- 
and-tear of having a car driven 
south for you, it’s cheaper just to 
rent a car.” 

Mrs. Rae said that frequently out- 
of-town dealers call her and ask her 
to check the used-car market for 
them. 

“I'm often able to help them out. 
If it’s favorable, they'll come up 
here and then I'll have the cars 
delivered. 


* ~ * 

HE added that her business has 

been given a boost by a Birm- 
ingham (Mich.) 
verts Ford station wagons to small 
ambulances and sells them to 
municipalities. She has the cars 
delivered. 

“We're not sending too many | 
cars to the West Coast,” she said. 
“But there’s a fair number going 
to Denver, Chicago, New York and 
other points.” a 

Implying that she thinks the 
freight reductions will be 
restored one of these days, Mrs. 
Rae declared, “The Detroit 
dealers are going to get sick 
supporting the West Coast 
dealers.” 

She said the driver situation in 
Detroit was good, partly because 
'of local unemployment which has 
resulted in many workers return- 
ing to their homes in Tennessee | 


and Kentucky. | 


She concluded, “I’m not fright-| 
‘ened in the least, although it’s/the point, where, 


Ford Cities Four-Letter Winners— 
Six Ford dealers in the San Jose (Calif.) district were presented with Five-Year | ally, Mrs. Hollembeak said, “Well, | other are the only ones who could 


Plaques for having won the company's Four-Letter Award five consecutive years.|I’ll tell you. 
From left are Earl J. Hoxie, Folsom; E. F. Kerl, Ford assistant district manager; Wayne | has a Ford Station wagon which 


Hoblit, Colusa; Richard Hinch, Selma; Archie Pozzi, Carson City, Nev.; James A. 


King, district sales manager; Floyd Gibson, Tulare; R. F. Lewis Ford general field man- | If things don’t pick up soon, we’re 
ager; and Al Haensli, San Jose. Vernon Hall, Corcoran, the seventh award winner, is| gOing to take it up there ourselves. 


not pictured. 


! 


firm which con-| 


| vacation drivers, 
}are still more drivers than cars. 


‘em, As for me, I'd just like to 
move to Podunk Center, where I 
could drive a horse and buggy.” 
* + * 

— Taylor, owner of Mid- 

west Auto Delivery, asserted, 
“Those freight rate reductions 
damned near killed this business. 
At least three of the outfits have 
dropped out and several others are 
just hanging on. 

“Last year our business was 
down 30 percent from 1954; this 
year it’s down another 30 percent, 
leaving only about 40 percent of 
our 1954 volume.” 

He said that he was fortunate 
in getting quite a few privately- 
owned cars for delivery and in 
knowing some dealers who 
bought quite a few used cars in 
Detroit. 

“We never did any business 
with bootlegging companies, so the 
factory clamp-down on bootlegging 
didn’t hurt us,” he continued. “But 

we get business from the leasing 
companies and I expect that to 
pick up this fall when the new 
models come out. Sometimes, 
dealers want cars at a faster pace 
than the factory ships them, so 
this brings us some business. 
Florida leasing companies have been 
buying quite a few cars. 

“Overall, this year, my business 
has consisted 50 percent of new 
cars, 20 percent of used cars and 
30 percent of privately-owned cars. 
We can get a car down to Miami 
and back for $100-$120. It costs 
more to bring the car back because 
drivers are scarcer.” 

* 7 * 


AYLOR said that business this 
summer actually was a little 
better than he expected, because 
of some additional used-car volume. 
However, the used-car business is 





getting rough because good buys | 
are scarce, he added. He also said | 
that where the gas allowance used} 


to be $40-$50 for a driver, it is now 
$15. 

Taylor said that he has reduced 
overhead, eliminated 75 percent of 
his advertising and cut his staff 
to the point where he only has one 
part-time girl. He said he was get- 
ting along without the advertising 
because the business has become 
well-known to the public. 

Mrs. H. J. Hollembeak, who 
operates Detroit Drive-Away 
Service with her husband, attrib- 
uted the “terrible” business to 
the freight reductions, the high 
price of used cars in Detroit and 
to the general business down- 
turn. 

“We notice that people just don’t 
have the money this year,” she 
said. “There aren't even as many 
although there 


Also, the cool weather has reduced 
the number of vacationists. 


“Last year, our business was 
down to % of the 1954 volume 
and this year’s business is only 
half of last year’s. We're just 
wondering whether we're going to 
be able to hang on. It’s got to 
if any of the 
driveaway people get some cars to 
send out, they bragg about it.” 


x a” s 
HE said that most of her cars 





Taking it Easy— 


George Taylor, who owns Midwest Auto | 
Delivery, relaxes in his office in Detroit 


while awaiting for business which is 


becoming scarcer and scarcer. 





LOUISVILLE. — In mid-June, 
the following display advertise- 
ment, headed, “Attention New-Car 
Dealers,” appeared in the Louis- 
ville Courier Journal: 

“Within the next two weeks I 
intend to purchase a new 1956 
station wagon from a franchised 
new-car dealer. I do not have 
the time, energy or temperament 
| to ‘shop’ or ‘dicker’ at your vari- 
ous showrooms. 

“I want a car equipped with au- 
tomatic transmission, radio and 
heater. I offer 
|Chevrolet Handyman with 27,000 
miles and slick tires. It may be 
seen any evening except Mon- 
day. 

“If you have a proposition, give 
me the facts, and only pertinent 
|facts, in a written memo. Let’s 
|/not bother with phone calls.” 

The ad was signed by William O. 
Boland, a restaurant proprietor. 
| Asked by Automotive News to 
comment on results of his ad, 
| Boland replied: 

“Without question it was the 
smartest advertising money I 





have ever spent. I had a terrific | 


response and considerable inter- 
est from everyone — except the 
automobile dealers. 

| “In trying to keep abreast of 
|current events, I am a regular 
| reader of Time and U. 8. News and 
|World Report and pay particular 
| attention to their business sections 
/and reports. In reading of the dire 
distress of the retail auto dealer, 
|I almost soak the magazine with 
| my tears. 

| “Regardless of what the situa- 
|tion may be in other cities, I be- 
|lieve that Louisville, with its 
| blossoming economy and new indus- 
| tries still has a considerable World 
|War II complacency inherent in 
most of its retail automobile out- 


went to California and Wash- | lets. 


ington, adding that East Coast | 
dealers have almost completely 
stopped coming into Detroit. One 
100-car buyer hasn’t been in town | 
for a year and a half, she said. 

“We're sure cutting down on| 
expenses,” Mrs. Hollembeak added. | 
“I had a maid. Now I don’t. As| 
a matter of fact, we're looking for | 
someone to rent out part of our 
office to. I'll furnish parttime sec- 
retary service. We're even operat- 
ing a gas station now, to help out. 
We're hoping for a pickup in busi- 


“Let me illustrate. In the past 
seven years I have purchased from 
a certain Louisville Chevrolet 
dealer a total of two new cars 
and one used truck. 

“In January I went to see the 
sales manager of this dealership 
and told him that I would be 
ready to trade again this spring. 
Would you believe it, if I told 
you that I have yet to hear from 
this man or any of his staff? 

“T bought a new car from Pen- 
dergrass Chevrolet, after the prod- 


ness when the new models come|uct was ably demonstrated and 


out — if we can last to Sept. 1.” 
She said that her company was 
delivering mostly Fords, Chevro- 
lets and Plymouths. 
Summing up the business gener- 


One of our dealers 


we're supposed to deliver in Alaska. 


sold to me by the son of the dealer, 
avery capable young man named 
Earl Pendergrass. Incidentally, of 
a total of nine salesmen who called 
one me, I feel that Earl and one 


survive and feed their families in 
a competitive automobile market. 
The rest were order-takers. 
“Actually, the response to my ad 
was extremely poor. In the first 





I’m dying to make the trip.” | 


column below are the number of 


Dealers Ignore Hot Prospect 


Customer Advertises He’s Ready to Buy, 
Gets Only Feeble Response 


in trade a 1953) 


‘Distress Tactics’ 


Attacked by Wis. 
Dealer Chief 


MADISON, Wis. — “The automo- 
bile business is a wonderful, lucra- 
tive business if we conduct our- 
selves as good businessmen instead 
of distress merchandisers,” was 
the message sent by Cliff Erickson, 
president, Wisconsin Automotive 
Trades Assn., to WATA members. 

Erickson advised his _ fellow 
dealers to do a “lot less griping 
... and... more hard work.” 
Also, he reminded them to be 
“more realistic” about tradein al- 
lowances, 

“Third,” he said, “find out what 
it actually costs you to deliver a 
new car. Add this to your factory 
cost. You cannot deliver a car 
for $100 over invoice and stay in 
business very long.” 

Erickson urged dealers to “cut 
out crazy advertising.” However, 
he noted that there has been con- 
siderable improvement in auto ads 
since the advertising standards 
were adopted in April. 
| “We talk about quality dealers, 
let us act and be quality dealers 
so that we can make more money 
and get back the public’s respect,” 
| he said. 





dealers in station wagons in the 
immediate area who could have 
potentially sold me a car. In the 
second column are the number of 
those dealers that made an effort 
to do so in response to my ad. 

Chevrolet 
Ford 
Pontiac 
Mercury 
Buick 
Nash 
Chrysler Products 





ol NrOoOUMoOr NM 


| “A resume of my experience is 
this: I cannot sympathize with the 
retail automobile dealer and his 
constant complaints about shrink- 
ing profit margins. I think, in 
| most cases, he should shrink out of 
| the picture. 

“I see no place for most of them 
in the automotive economy except 
as possibly a service operation. In 
my mind the average automobile 
dealer, and again I am speaking of 
|the Louisville area, is solely de- 
| pendent on three factors to sell his 
cars for him. 
| “They are as follows: 

“1. An excellent product. Styled 
j}and designed by the manufacturer. 
“2. National advertising. Again a 
|function of the manufacturer. 

| “3. Loose credit. Whereby an 
|abundant supply of money enables 
|a man to trade himself into bond- 
age for a car that he cannot 
| afford and which depreciates faster 
j}than he can pay for it.” 





DuPont Survey 
‘Shows Rise in 


Octane Average 


WILMINGTON, Del. — Fifteen 
cities in the U, S. had average pre- 
mium gasoline octane numbers of 
97 or more, with the national aver- 
age being 96.5, according to a quar- 
terly survey by duPont Co.’s petro- 
leum chemicals division. 

The national average, up a half- 
point since the April survey, repre- 
sents a weighted average. It is cal- 
culated on volume of gasoline sold 
in different regions of the country. 

The national regular gasoline 





average was up four-tenths of a 
point from the April figure of 89, 
the survey showed. 

Dallas; Fort Worth, and Houston, 
with octane numbers of 97.4, led 
in premium averages. Philadelphia 
with an average of 91.9 was highest 
in the regular gasoline field. The 
highest premium sample in the U. S. 
tested 98.5 octane numbers. 

Leading city in both premium 
and regular gasoline in Canada 
was Montreal with an average 95.8 
for premium, 90.2 for regular. The 
highest individual gasoline samples 
in Canada were 96.8 octane num- 
bers for premium, 92.5 for regular. 
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Senate Speeds Along Amended Version... 





‘Day-in-Court’ OK Beats Deadline 


(Continued from Page 1) 


plies cars to the bootleg market as 
to the dealer who is injured by the 
bootleg market...” 
+ * * 
ENATOR Gordon Allott, Colorado 
Republican, said he was oppos- 
ing the House bill because it fails 
to cure the problem of bootlegging. 
In fact, he said, it gives the boot- 
legger the right to continue oper- 
ating and sue the manufacturer for 
breach of good faith. 


O’Mahoney answered with his 


assurance that “there is nothing in| 


it (the amended bill) 
stimulate bootlegging.” 

A White House veto of the bill 
is considered highly unlikely in 


which will 


view of the strong and non- 


partisan backing given the meas- 
ure in both the House and 
Senate. 

Frederick J. Bell, NADA execu- 
tive vice-president, hailed the 
House’s action in clearing away 
what seems to be the last major 
obstacle to the bill’s journey into 
law. 

od * * 

E SAID the bill “will go far 

toward removing the one-sided, 
heavily loaded, unilateral relation- 
ship between factory and dealer.” 
He added that the measure pro- 
vides “very simply and belatedly, 
that the small businessman dealer, 
who feels himself oppressed un- 
justly, may avail himself of a hear- 
ing by judge and jury. 

“This ancient American con- 
cept, denied to the dealer hereto- 
fore, will be most definitely in the 
public interest by bringing a feel- 
ing of stability and balance to 
what has been described as 
America’s No. 1 industry.” 

The revised bill defines the use 
or threat of “coercion or intimida- 
tion” as evidence of lack of good 
faith, but specifically permits the 
factories to employ “recommenda- 
tion, endorsement, exposition, per- 
suasion, urging or argument” in 
their sales relations with dealers. 

Other amendments specify that 
damage suits must be brought 
within three years of the 


these manufacturers, and then we 
|find that six months later they 
changed their tune? What if they 
| subjected the dealers to the same 
abuses that have existed over the 
| years? We must nail this down 
| by passing this legislation.” 
| He added that the “record be- 
fore our committee demonstrates 
that, in the past, gains made by 
dealers after investigation into 
market practices of the automo- 
| bile manufacturers have not al- 
ways been retained.” 

Rep. John Beamer, Republican 
of Indiana, questioned whether the 
bill “might not act as a two-edged 
|sword.” Under the bill, he asked, 
|couldn’t the factory also sue the 
dealer and thereby “invoke certain 
| Penalties on him, even to disposing 
Py the dealership at its will?” 


Celler replied in the 
i‘The bill gives a right of action 


jto the dealer as against the man-| 


ufacturer but not to the manufac- 
turer as against the dealer,” he 
explained. 
* ad * 

: William McCulloch, Repub- 

lican of Ohio and a leader of 
the opposition forces, said that if 
such were the case “there is no 
fact no mutuality in this legisla- 
tion.” 

Celler answered: 

“On the surface the answer 
might be in the affirmative. But, 
as I have indicated, here you have 
a smaller dealer who has to spar 
and fence with a huge manufactur- 
ing corporation. What chance has 
the dealer unless you implement 
his opportunities to bargain with 
some degree of equality? 

“That is the very purpose of 
the bill — to put the dealer on 
a plane of equality with the man- 
ufacturer. We do not want to 
have continued these abuses to 
which dealers have been subject 
by harsh activity on the part of 
automobile manufacturing com- 
panies.” 

Rep. George Dondero, Republi- 
can of Michigan, inquired whether 
anything in the bill prevents the 
factories from not renewing a 
dealer. Celler answered that if the 


negative. | 


say to a dealer, ‘You are guilty 
of coercion when you cancel your 
contract.’ How can a gnat intimi- 
date a whale? How can a minnow 
intimidate a sailfish? 
it amounts to.” 
Opponents were 
words, either. Rep. Jesse Wolcott, 
Republican of Michigan, said the 
bill was one of the most important 
to come before Congress in 25 years 


because it changes the rule under | 
state, | 


the Constitution that “no 

even the Federal Congress, can im- 

pair the obligations of contracts.” 
* 2 * 


EP. Hugh Scott, Republican of 
Pennsylvania, said: 

“This is a bill to raise the price 
of automobiles. . . . This is a bill 
which will breed lawsuits. This is 
a bill which provides ways by 
|which the manufacturer can be 


coerced into the renewal of a fran- | 
| chise in spite of the fact that there | 


Lincoln, Continental Merge; 


|has been no violation of any con- 
| tractual agreement whatsoever. 
“If this happens, the manufac- 
turer will make up the cost of 

litigation by adding to the cost 
of the automobile, and the con- 
sumer will suffer.” 

Scott declared he had “grave 
doubts” about the bill’s constitu- 
tionality. He said he doubted its 
wisdom both as a lawyer and as a 
“representative of 350,000 
sumers.” He noted that no con- 
sumer testified in favor of the 
measure. 


AN 


That is what | 


at no loss for) 


con-| 


| 





Volvo Bows in Midwest— 





Volvo, the Swedish car which was introduced to the American market in California 
last year and the Eastern Seabord early this year, is now moving into the Midwest. 


Falvey Sales & Service, Ferndale, is handling sales in the Detroit area. 
$1,995, the sedan is aimed at the second-car market. 


Priced at 
The company claims that a 


combination of utility and “Swedish modern" styling and fine Swedish workmanship 


is helping the car to move up fast in the world markets. 





Field Sales Force Named 


| (Continued from Page 2) 


| Kenzie, former manager of Lin- 
coln’s dealer planning and place- 
ment department, joined Ford 
| division in 1954, 

Mullen was Lincoln-Mercury 
western regional sales promotion 
manager before his appointment 
'and joined Ford in 1950. Ratcliffe 


| 


Revised O'Mahoney Bill 
As OK'd by Congress 


ACT 


To supplement the antitrust laws of the United States, in order to 
balance the power now heavily weighted in favor of automobile 
manufacturers, by enabling franchise automobile dealers to bring 


complained-of act of bad faith and 
that suits must be based on action 
taking place after enactment of the 
bill. 


factories do not employ or threaten 
coercion or intimidation “then it is 
eminently within their rights to ter- 
minate or refuse to renew the 
contract.” Beyond this, he added, 
“There is nothing in this act to 
prevent a manufacturer from set- 
ting up a new dealer, provided that 
the establishment of the new dealer 
Emanuel Celler, Democrat of New is not a device to coerce or intimi- 
York, who sponsored the legisla-| date an existing dealer.” 
tion in the House, contended that - 
the course of congressional hear- R=: Gordon McDonough, Repub- 
ings do not fully assuage the | lican of California, wanted to 
factory concessions made during| know whether a dealer’s act in 
dealer-factory problem. | |}cancelling out on the manufac- 
“The power to do is also the| turer would constitute a breach of 
power to undo,” he said. What if | good faith. 
we would not pass this bill and “I cannot conceive,” Celler re- 
relied upon the representations of | plied, “How a manufacturer could | 


x * * 


LTHOUGH floor debate on the 
bill in the House was limited 
to 40 minutes, both proponents 
and opponents of the measure 
amply aired their views. Rep. 





Calls It Boon to Dealers... 





Bell Hails Bill’s Passage 


WASHINGTON, — Frederick J., the automobile dealer sacrificed | 
Bell, NADA executive vice-jcertain basic rights in return for 
president, had this to say on pas-|the privilege of being allowed to 
sage of the O’Mahoney-Celler bill: | sell automobiles under the terms 

“Welcoming the many actions|°f @ sales agreement that virtually 
taken by the manufacturers in| €VeTyone now agrees to have been 
recent weeks in the area of dealer | U7#l/ateral in nature. 
relations, NADA has long been on “The bill, then, should serve as 





record as favoring a bill such as| % S@fesuard that will strengthen 


the industry. 
the one that has now been adopted pe sake = saieidaen a 
by both House and Senate. rather confers upon thousands of 

“The bill provides that mutual | small businessmen the same 

good faith is an inherent part | rights and privileges that have 

of the contractual relation be- | been guaranteed to their fellow 
tween factory and dealer and citizens but denied to them. 
assures the dealer that he, like a4 ee rare that 
plac relationships within the industry 
ee a none ond ce were allowed to deteriorate to the 
a historic mem ition. point where it was necessary to 
Ame trad establish the concept of good faith 

“Such were the purposes of the| by law. However, when the Presi- 
O’Mahoney-Celler bill and these;dent signs the bill, this will have 
purposes have been attained. | been done. 

“Thus, there is lacking only the “It is my hope that all of us 
signature of the President to estab-| within the industry will continue 
lish a legal guarantee that at no|to move forward with energy and 
time in the future may there be a| enthusiasm as we work together to 
repetition of the conditions that| serve the consumer — our mutual 
existed for so long, under which | boss.” 





suit in the district courts of the United States to recover damages 
sustained by reason of the failure of automobile manufacturers 
to act in good faith in complying with the terms of franchises 
or in terminating or not renewing franchises with their dealers. 

Be it enacted by the Senate and House of Representatives of 
the United States of America in Congress assembled, 

SECTION 1. As used in this Act— 

(a) The term “automobile manufacturer” shall mean any per- 
son, partnership, corporation, association, or other form of 
business enterprise engaged in the manufacturing or assembling 
of passenger cars, trucks, or station wagons, including any per- 
son, partnership, or corporation which acts for, and is under the 
control of, such manufacturer or assembler in connection with 
the distribution of said automotive vehicles. 

(b) The term “franchise” shall mean the written agreement or 
contract between any automobile manufacturer engaged in com- 
merce and any automobile dealer which purports to fix the legal 
rights and liabilities of the parties to such agreement or contract. 

(c) The term “automobile dealer” shall mean any person, part- 
nership, corporation, association, or other form of business en- 
terprise resident in the United States or in any territory thereof 
or in the District of Columbia operating under the terms of a 
franchise and engaged in the sale or distribution of passenger 

cars, trucks or station wagons. 

(d) The term “commerce” shall mean commerce among the 
several States of the United States or with foreign nations, or 
in any Territory of the United States or in the District of Colum- 
bia, or among the Territories or between any Territory and any 
State or foreign nation, or between the District of Columbia and 
any State or Territory or foreign nation. 

(e) The term “good faith” shall mean the duty of each party 
to any franchise, and all officers, employees, or agents to act in 
a fair and equitable manner toward each other so as to guarantee 

the one party freedom from coercion, intimidation, or threats of 
coercion or intimidation from the other party: Provided, That 
recommendation, endorsement, exposition, persuasion, urging or 
argument shall not be deemed to constitute a lack of good faith. 

SECTION 2. An automobile dealer may bring suit against any 
automobile manufacturer engaged in commerce, in any district 
court of the United States in the district in which said manu- 

facturer resides, or is found, or has an agent, without respect to 
the amount in controversy, and shall recover the damages by him 
sustained and the cost of suit, by reason of the failure of said 
automobile manufacturer from and after the passage of this Act 
to act in good faith in performing or complying with any of the 

terms or provisions of the franchise, or in terminating, canceling, 
or not renewing the franchise with said dealer: Provided, That 
in any such suit, the manufacturer shall not be barred from as- 
serting in defense of any such action the failure of the dealer to 
act in good faith. 

SECTION 3. Any action brought pursuant to this Act shall be 
forever barred unless commenced within three years. after the 
cause of action shall have accrued. 

SECTION 4. No provision of this Act shall repeal, modify, or 
supersede, directly or indirectly, any provision of the antitrust 
laws of the United States. 

SECTION 5. This Act shall not invalidate any provision of the 
laws of any State insofar as there is a direct conflict between an 
express provision of this Act and an express provision of State 
law which cannot be reconciled. 





{came from Seattle where he was 
Lincoln-Mercury assistant district 





G. B. MacKenzie 
He joined that office in 


J. R. Larason 


| manager. 

1947, 
Ross was assistant district mana- 

ger in Cleveland and joined Ford 








F. J. Mullen E. R. Ratcliffe 
in 1929 as an administrator in the 
|medical department. Schricker, 
Atlanta district sales manager for 
Lincoln-Mercury, was employed for 


D. D. Ross G. H. Schricker 
10 years as sales manager of an 
auto dealership before joining Ford 
in 1936. 
Smith shifts over in Boston from 
assistant district sales manager for 








P. W. Smith R. H. Whitney 
Lincoln-Mercury, a post he has 
held since 1953. He joined Ford 
in 1933. Whitney, assistant district 
sales manager for Lincoln-Mercury 
in Chicago, started in 1936 as a new 
and used-car salesman for a Dear- 
born dealership. 


Crusoe said the Continental 
Mark II will continue to be pro- 
duced in its own plant. Lincoln, 
after mid-1957, will be manufac- 
tured in the new plant under con- 
struction near Novi, Mich. 
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a Travelling Corréspondent Reports: * Dealers Split 
+ Ss!" 
+ ize Ch | With Unions in 
& 
| Dealers Seize Chance ! 
Four Elections 
° (Continued from Page 2) 
To Run Own business ia cxseeeamone ae 
N. Y., have voted 5-3 against repre- 
By L. H. Houck newcomer,” he said. “I’m sure alee pn ak ee but 
Staff Correspondent also that I am selling my per- : diated - oi a ~ 
CRYSTAL CITY, Mo. — Along| centage of my market and any 5 ia 3 aes 7h a ao oe beak 
with the prevalent thinking that| excess would only lead me to ao in * oaia he oan ae a oen 
automobile buyers will regulate| try to dump them in another eair. ee anaes “A aa ; ae aaa 
their own credit in the final analy-| market.” Cornish with aa toe vork State 
sis, a trip from St. Louis to Mem-| Another dealer was faced with a Saker Gebhtionn Seasd 
> phis indicates that automobile problem which he said was repre- Doanshue pore the company dis- 
ee ee city, | centative of his area. He found criminated against an employe for 
business if given the opportunity.| himself with more than twice as union activities by discharging him 
Some are taking that opportunity.|many accounts receivable as he while he was ill between the filing 
For instance, in a good many of | usually carried. of the petition and the election. 
the smaller towns business is defi-| He was looking over his ledger Three years ago the Cornish em- 
nitely below par. One dealer had/ when this Automotive News corres- ployes voted unanimously against 
just refused to accept six new cars| pondent dropped in. His total re- ‘ ‘ union affiliation. 
which the factory insisted on ship-| ceivables, according to the adding| Esso Touring Service on Wheels— - Gow 
wa ping. |machine slip, was about $1,000) 4 custom-built truck, constructed by Boyertown Body Co., is calling at Esso service| Buffalo Pact Set 
— The factory representative told |more than twice what it was tW0| stations to illustrate the potential sales power of Esso touring service. The interior of N BUFFALO. the United Auto 
d at the dealer they would be shipped | years ago. the truck simulates a service station salesroom and includes a TBA display, a talking | Workers and Cooley Motors 
at a anyway. The dealer’s parting | This indicated that with pay-| mannequin Esso dealer, a tape recorder to take down words of dealers who have (Ford) have announced a contract 
ship words were: “I'll refuse to accept | ments slowing up, he was carrying | had successful experiences with travel aids and reports from several independent | providing for an average increase 


them.” 

In this case, according to evi- 
dence to be picked up around his 
territory, the dealer justified in 
thinking that the additional six 
would be too much for his small 
inventory. 

He said he had never wholesaled | 
and he felt that if he was to whole- | 
sale that he should wholesale to 
his retail customers on the theory 


la bigger load without materially 


increasing his gross business. His 
gross figure was about the same. 

The solution was to collect the 
money and he was starting on 
that job. He said that in more 
than 10 years in business he had 
never found it necessary to sue 
to collect a delinquent account. 
Now he had several which 
seemed to require suit and he 





surveys showing the size of the travel market. 





Hustling Salesman Finds .. . 








Small Town No Handicap 


SMITHTOWN, N. Y. — Dodge 





dealership’s five other salesmen 


| of 15 cents an hour, a guaranteed 
|40-hour week and 


improved hos- 
pital and surgical benefits. 

The National Labor Relations 
Board has announced the following 
dealership election results: 

1. Employes of Colyear Motor 
Sales Co., San Francisco, voted 
12-6 against representation by the 
Office Employes Union. 

2. New and used-car salesmen at 





was : : : -salesman and “400” member,| sold collectively. ; 
; t if he lost the profit he might| intended to use it. super-saies . : ; Mt. Lebanon Garage Co., Pitts 
niet = the a, . A look at this portion of the|Sonny Macedonia of rete. 4 4 Like many good rag Mace-/| burgh, voted 10-6 against represen- 
Continual forcing by zealous | country seemed to bear out the Motors in pow me aoet 1.900) aie = — He lever In Pro-| tation by Local 926 of the Team- 
factory representatives trying to |idea that the cleanup would be small town bok va about 1, ; = 2 s. . had | sters Union. 
get the output in dealers hands | fairly orderly with medium profits has been a Dodge sales winner for 0 chfolders imprinted offering) 3 New and used-car salesmen at 
could thus have disastrous effects | unless dealers found themselves four consecutive years. : — en to anyone who could pankoff Ford Sales, Pittsburgh, 
> = tess senebute Genter overloaded with new cars shipped| During the past year, Macedo- | !ead him to a new customer or vice’ yoted 11-2 for representation by 
‘ oa .. |to them during the last quarter. nia alone moved close to 150 new Versa. These were strategically Local 926 of the Teamsters Union. 
Some dealers under similar ." Most inventories were in good| Dodge cars, 10 trucks and 80 used | doled out . owners of restaurants cieens annnanetifibass 
; cumstances threaten to go out o order. Here and there a spot was| Cars—or as many units as the = — lling stations a bar- Gift to Customer 
: business a oo acts as found where inventory was sky- ote - around town. = plan 
Se ree oe fet rectory |S and vitble Georgia Board = |wene Sto tin ts tet | Marks Olean’ 
; but this dealer to el a Dealers who have been buying eorgia oar Her — = - be a $35 but as arks ons 
man that he wasn’t going out o or taking an excess number of a direct result, e sold eight cars. n 
zie uminess. ; new cars can be spotted from the Seeks Probe of Any parked car is a sales target 25th Anniversary 
in “I've been in this business for| highway. for this hustling salesman, who con- 





almost 20 years,” he said, “and I’m 
going to stay in it. I know my 
market. I’ve had one repossession 
in 10 years. 

“If you should jerk your fran- 
chise I'm sure you couldn’t get 
anyone else in town to take it 
on a silver platter because busi- 





For instance, one dealer with a 
one-line deal in the medium price 
bracket, had two rows of $3,000 
cars parked along the highway 
in front of his 100-foot front busi- 
ness. 

This was an invitation to the 
used-car buyer and, judging from 


Auto Financing 


ATLANTA.—A thorough investi- 
gation of automobile financing in 


Georgia has been requested by the| 


advisory board of the State Indus- 
trial Loan Commission. 
The board will ask the next 


tinually tags windshield wipers with | 


|offers to the owners for a good! 


tradein price on a new Dodge. 

Though a hard-hitting salesman, | 
Macedonia is never “high pressure” 
and does half his selling without the 
conscious “pitch.” Just as it’s sec- 
ond nature for him to strike up a! 


GREAT FALLS, Mont. — It was 
Les Olson's 25th anniversary as 


|a Ford dealer and a gleaming 


silver service graced a table in the 
showroom of his Bison Motor Co. 

But the gift wasn’t for Olson. 
It was presented by him to Mr. 
and Mrs. Jesse McDonald, two of 


ness conditions are not such that [the size of the town (about 1,500),| General Assembly to make the in-| conversation whenever, wherever| his oldest and most loyal cus- 
would make it desirable for a (the number of new cars was the| vestigation with a view toward en-|and with whomever, it’s just as|tomers. McDonald, a rural mail 
size of a year’s normal business.|acting new laws to regulate|natural for this conversation to| carrier, has purchased 11 Fords 


NASCAR Gives 
Race Standings 


DAYTONA BEACH, Fla. — Ford 


Another dealer with a large space 
in the rear of his building had 
new cars parked as thick as possi- 
ble. Part of this display, when 
viewed from the highway, gave 
the passerby the impression that 


financed automobile discount deals. | 
Lee Carter, board chairman, re-| 
ports 90 to 95 percent of all loan} 


complaints concern auto financing, 


but since the present industrial loan | 


act does not cover such transac- 





wind up Dodge-talk. 

George Blam, Circle B presi- 
dent, claims Macedonia’s tenacity 
is the secret of his selling success. 
“He keeps right after his pros- 
pects.” Blam stated. “He may not 


since 1932, and he’s bought 10 of 
them from Olson. 

McDonald bought his first Ford 
from Olson in 1932 when the dealer 


| was located in Fort Benton, Mont, 


He estimates he’s driven 350,000 


the leads with 378 points in the stock|he had new cars running out of | tions, the commissioner is power-| sel] them this week, or next week, | Miles in the last 25 years — nearly 

er, car race standings, Dodge is second | his ears. less to act. ; __. _| but eventuaity ‘they'll wind up in | 2!! of it in Olson Fords. 

for with 370 points and Chevrolet third The so-called bootlegger quite Carter said a typical complaint is| his jedger.” A rural mailman since 1925, Mc- 

for with 366, according to NASCAR. often shops from the highway, |0me where a person bought a car! But Macedonia himself, almost| Donald recalls that his car has 
Ford entered 211 cars, Dodge 111| noting excess stocks and usually | for $447, then discovered that the| unknowingly, divulged the real| been used as an ambulance many 





and Chevrolet 244, NASCAR said. 
Chrysler was fourth with 288 points, 
57 cars entered and 17 wins. Ford 
won three races; Dodge won seven 
and Chevrolet won two, 
Percentagewise, Chrysler led with 
505; Dodge with .333; Mercury, .231; 
Ford, .179, and Chevrolet, .150, 


NASCAR said. The percentages are 





based on the number of cars in 
competition and the number of 
points earned. 


guessing that the dealer would 
not be averse to swapping a 
few units for a net profit of $10 
to $25. So, the bootlegger gets out 
tow bars and checkbook. 

All dealers interviewed in this 
strip along the Mississippi River 
felt that 1956’s bolt had been shot 
and sales in the final months of 
the year would be slow, accom- 
panied by substantial discounts and 
thin deals. 


total debt was $800, after interest, 
insurance and recording fees were 
added. 


Chrysler Signs 
Shipping Pact 

MIAMI. — An agreement between 
Chrysler Corp. and Peninsular & 


Occidental Steamship Co. which will 
route all Venezuela-bound Chrysler 


secret of any sales-success story| 
when he fondly slapped his hand 
on the rear panel of a Custom} 
Royal in the showroom and said, 
“I think we've got a terrific car. I 
like it!” 





times. During bad weather he 
often has brought doctors, medi- 
cines or groceries to persons along 
his route, and on two occasions 
he served as a blood donor in 
emergency operations. 


Chrysler Official 
Outlines Personnel 
Development Setup 


- auto and truck parts through Miami 
r has been announced by Kenneth HAMILTON. N. Y Th 
’ ° ae e job 
Osborne, P & O general manager. abilities of 9,000 of Chrysler Corp.'s 
ym He said shipments of 2,000 tons 11,000 management and supervisory 
or per month will start in August. “ 





They will go to Chrysler’s assembly 
plant in Caracas. The parts will 
be enough to assemble 750 units per 
month and will be shipped from 
Detroit by rail, boxed here for ex- 
port and carried by the SS Southern 
Cross to Venezuela. 


General Tire Workers 


Get Wage Hike, SUB 








employes have been evaluated since 
the company’s management de 
velopment program began a year 
and a half ago, according to Wayite 
E. Grimm, director of the project. 

Grimm explained the program at 
the American Management Assn.’s 
summer program at Colgate Uni- 
versity here. Chrysler representa- 
tives conducted a seminar on man- 
agement development. 


CLEVE : He said his staff members ap- 
Rubber Co. ana the Usied ltubeer ee a ee eae 
» Bae tee er ws tentialities of Chrysler personnel as 
Workers of America last week an aid in developing and promoting 
a signed a new labor agreement call- qualified persons 
iS ing for a 6.2-cent wage hike and Each appraisal is followed by an 
a a supplemental unemployment ben- interview between the subject and 
oo oe pogo = a his supervisor. In the interview, rec- 
s a eneral’s ron mad 

*- Diamond T Airlift— and Waco (Tex.) plants. the individual om take to onan 
Diamond T Motor Car Co. has launched a helicopter service from its Chicago plant| The company agreed to set aside his job performance and better 

al to airports, to the loop area and to plant heliports in the metropolitan area. The| three cents an hour for each of Super Salesman— equip himself for advancement. 
O- “eggbeater” enables Diamond T executives and visitors to save the countless hours| the 3,359 employes covered by the Working in a small town is no handi- Grimm said the development pro- 
n, usually wasted in traffic-snarled land traffic. Another advantage is said to be the|SUB plan to establish a fund of | cap for Sonny Macedonia, a Dodge sales-| gram works closely with various 


about $600,000. Details will be 
worked out between Sept. 1 and 
Nov. 15. 


| speed with which emergency shipments of replacement parts can be delivered. 
Above, Z. C. R. Hansen, Diamond T president, waves as he makes the maiden trip 
¢  inThe helicopter. 


man for Circle B Motors, Smithtown, N. Y. 
During the past year, he sold 150 new 
cars, 10 trucks and 80 used cars. 


Chrysler training agencies to make 
available courses designed to meet 
individual needs. 





ee 
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‘Denny Doesn’t Live Here Anymore . . .’ 





Using the Phone asa Sales Tool | © 


(Continued from Page 8) 
could do this insuring as against 
the more selfish idea of what “he” 
wanted, he was easy, he was posi- 
tive, and the whole thing had an 
air of casualness. He listened. 


However, that conversation wasn’t | 
casual at all. It was planned almost | 


down to the last word. 

He sold the insurance. It wasn’t 
much, but it was money in Sulli- 
van’s pocket that wouldn't be there 
if he hadn’t been an accomplished 
telephone salesman. Most impor- 
tant to Sullivan, as he put it: “I’ve 
got one more customer.” 

An experienced life insurance 
salesman, Sullivan not long ago 
shifted to a sort of an exchange 
or combination firm where he 
could write several types of in- 
surance, including life. He did 
this to widen the horizon of his 
business potential. 

But despite his experience, Sul- 
livan is undergoing a year’s train- 
ing. It isn’t intensive, a cramming 
process in a short time, but 
designed to combine experience 
with theory and to check any bad 
habits that might be formed with- 
out a constant check on his tech- 


niques, both by himself and in- 
structors. 
At these training sessions, his 


voice is recorded as he talks to 
instructors who throw roadblock 
after roadblock in his path. He 
and the instructor listen to the 
conversation. Then there is a criti- 
cism period. 

“This way, I know how I sound 
over the phone,” he said. “I try 
to achieve the tone, inflection and 
friendliness that I would like to 
hear if someone were calling me. 

“I try to build up a bond between 
the prospect and myself. When I 
make my phone calls I convince 
myself that I'm actually trying to 
help the other fellow. Believe me, | 
it helps.” 

Sullivan said that slides are used | 
in the training, too, on the tele-| 
phone approach. They are syn-| 
chronized with sound and show | 
various methods of getting infor- | 
mation. These are adapted by the | 
salesmen and caught on tape re-| 
corders. 

“We attack it from every pos- 


was designed to build an “expira- 
tion file” on prospects. He finds out 
when their insurance expires and 
notes this information on cards 
which are filed by months. Before 
the expiration date arrives, Sulli- 
van calls on the prospect. 
“It brings business,” he said. 


How could this technique be 
adapted to the auto business? “For 
;}one thing, any salesman is con- 
|} cerned with selling,” he said. “You 
have to sell to people, so the more 
| people you reach and the more you 
find out about them, the better 
|chance you have of selling. That’s 
as true with autos as with insur- 
ance.” 

Sullivan thought a moment. “I 
believe, if I were selling autos, 


| 
| 


|}eard popped up, 
| them and suggest that it was about 





| that I'd use much the same method | 


as we do in insurance except I’d| 


Federal Mogul, 
National Merge 


| DETROIT. — More than 79 per- | 


cent of the stockholders of 
Federal-Mogul-Bower Bearings, 
Inc., and National Motor Bearing 
Co. voted at separate meetings last 
week to merge the two companies. 
The merger will become effective 
| July 31 (tomorrow) and National 
Motor Bearing will be operated as 
the National Steel division of 
Federal-Mogul-Bower Bearings. 
G. S. Peppiatt, president of 
| Federal-Mogul-Bower, said _ the 
| basic organization of National Mo- 
tor Bearing will be maintained and 
its former executive vice-president, 
Milton Bulkeley, will become gen- 
eral manager. Lloyd A. Johnson, 
National's former president, will 
stay on as special consultant. 


Strong Sales of ’57 Autos 
Seen by Standard & Poor’s 


NEW YORK. — A predicted up- 
surge after the end of the steel 
| strike and other factors promise a 


find out when they bought their 
car. I’d make up a card and I’d 
follow it up by sending a Christmas 
card or some other such reminder 
so they’d not forget me,” he said. 

“Then, the next year when their 
I'd drop in on 


time that they bought a new car. 
I'd find out how they liked their 
present car and as much about 
the family as possible, how many 
children they had, what kind of a 
car they had and so forth,” said 
Sullivan. 

“It seems to me that customers 
are the thing. Once you've sold 
@ person something he’s your 
customer and it’s easier to sell 
him something else for you’ve 
got something in common,” he 
said, 

He suggested that an auto sales- 
man, while making phone calls, 
might stress the service aspects of | 
the dealership. 

“If he brought in a service cus- 
tomer, that should be worth some- | 
thing. His boss might pay him a 
percentage of the work or some-| 
thing like that. At any rate, if he| 
did bring in a customer for service 
it would serve to tie that person 
closer to the salesman. That would 


be worth something — it would to} 
me,” he said, 
In his view, every salesman 


should keep busy. “If I were an 
auto salesman sitting idly in a 
showroom as I’ve seen so many 
of them doing, I'd be on the phone 
reaching as many people as I 
could,” he observed, 

“Doing nothing is the bugaboo 
of every salesman,” Sullivan said, 
“because it strictly is unprofitable.” 








of a spending mood than they 
have been in recent months,” 
Standard & Poor’s said. 





Graduate Salesmen— 


One of the “Operation Manpower" sales-training courses, conducted by Chrysler 
to provide top-flight salesmen for Chrysler dealers, ends in Amarillo, Tex., as C. A. 


Robertson, president, Friendly Motors (Chrysler), presents diplomas to, from left, 
Robert Teter, Elmore Nunn, John Brooks, Jack Grant, Tommy Thompson and Don 
Rucker. The salesmen began selling for Robertson immediately after graduation. The 
course was conducted by Ernest Prichard, right. 





Reserve Bank Eyes Future .. . 


Consumers Hike Buying 


CHICAGO. — Consumer buying is| be accumulated less rapidly in the 
once more a dynamic factor in the| second half of 1956. Thus, the bank 
near-term business outlook, accord-| said, a tapering off of inventory 
ing to the Federal Reserve Bank) buying may in part serve to offset 
here. | further increases in spending on 

The bank said that willingness | Plant and equipment. 
of individuals to spend largely 
will decide the course of business 
in the months ahead. 

Rising personal income had given 
consumers the money to step up| 
ca et sees aaheion oe — F mm a —_ 14 while vacationing 

> |a equo s, Minn. 
not fully reflect the higher levels of | " 2 a. a 


Obituaries 


Leo Brisbois 


MINNEAPuLiS. — Leo Brisbois, 55, 
used-car manager of Warren Cadillac for 


income and employment recorded in | 
the first five months of 1956, the 
bank said. 

Since the middle of May, however, | 


retail buying appears to have quick- | 
ened. 

By midspring, personal income | 
reached an annual rate of $317 bil- 
lion—6 percent above a year ago.| 
Nonfarm employment was at a new 
high of over 51 million, about 1%} 


| (Studebaker), 


Cc. C. Howell 


JONESBORO, Ark. — C. C. Howell, 54, 
owner of Howell Tire Co., 
died here July 22. He also was manager 
of Pan-Am Oil Co.'s local bulk plant. 

o * a 


Clifford W. Day 


WORCESTER, Mass. — Clifford W. Day, 
58, president, Day Bros., Inc. (GMC), died 
June 17. Mr. Day began his automotive 
career in 1915 and in 1936 founded Day 
Bros. which then had a Reo franchise. 

* * * 


| good reception for 1957 automobiles, 
| according to Standard & Poor’s 
| Corp. here. 

The firm recalled a_ similar 
episode in 1952 when the steel 
industry was closed from June 2 


“Thus,” the company added, “this 
background promises a good initial 
| reception to 1957 automobiles.” 


sible angle. We are taught to 
think one step ahead of the 
other fellow, but without using 
any fast-talking ‘pressure’ that | 
would raise their hackles,” he | 

| 

| 


N.C. Communities 


said. 
; ; to July 26. Industrial activity, ° 
Sullivan seid the phone camPsign | said Standard & Poor's, dropped | Receive Safety 
from 119 in May to 115 in July. 
Buffalo Dealers Set However, it recovered to 123 in Check Awards 


w in Januar August, 1952, and advanced until | 
pate er — ne Daffalo Auto-| the 1953 peak of 137 in May. |, WASHINGTON. — Two North 


“s ” : Carolina communities — the city 
Assn. h he| The “rebound” this year, the) 7 
oe eles Aan ae ae tee company said Is likely to be less of Gastonia and Craven County — 


|than in 1952 because government | Won the special grand awards for 
12 in the Masten Avenue Armory |the most outstanding Voluntary 


Vehicle Safety Check programs 





here, according to Marjorie Baker, | €xpenditures are less, private sav- 


executive secretary. 

Organization of the show com- 
mittees, setting of the show’s theme 
and other details will be completed 
at a later meeting. 





At Dodge Used-Car Clinic— 


|}ings are less and credit is tighter. 
The combination of increased 
| wages and rising prices follow- 
| ing the steel strike is ‘likely 

to put consumers in even more 





last week. 

Winners of the national awards 
for excellence among cities were 
Great Bend, Kans., for cities with 


|less than 25,000 population, and 


Gary, Ind., for cities with more 
than 100,000 population. 

Winners of the national awards 
for excellence among counties were 
Gates County, N. C., for counties 
with less than 25,000 population, 
and Trumbull County, O. for 
counties with more than 100,000 
population. 

Fifty other cities and nine other 
counties were given outstanding 
achievement awards in recognition 
of their safety check programs. 

The National Vehicle Check for 
Communities was sponsored by the 
Inter-Industry Highway Safety 
Committee, the National Confer- 
ence of State Safety Coordinators 
and Look magazine. 


Shareholders OK 


Ross-Gemmer Tie 


DETROIT. — Shareholders of 
Ross Gear & Tool Co., Inc., Lafay- 
ette, Ind., and Gemmer Mfg. Co. 
last week approved an agreement 
of merger of the firms. Both man- 
ufacture steering gears. 

The merger will become effective 





million more than last year. 
y i mploy- | 

— —— . aaa TOLEDO. — E. Cornell Walbridge, 55, 
ment was above esp © | general manager of distributor sales, 
widely-publicized layoffs, the bank | Libbey-Owens-Ford Glass Co., died July 
said. | 23. Mr. Walbridge joined LOF in 1924. 

: * + > 

On the business investment front, ld G. Ri 
spending on factories and machin-| Haro . mice 
ery can be counted as an “expan-| , ZORTLAND. Ore. —, Harold G. Rice, £0 
sionary” force in the economy, the) triputing Co. for 30 years. 
bank adds, but likely to prove a less | * * *® 
powerful stimulus than in past | 
months. : , _ | DURANGO CITY, Durango, Mexico, — 

Current estimates of business in-| Roberto Mendivil, 58, general manager of 
tentions indicate that capital out-| Mendivil Motors, S.A., distributor for Ford, 
lays will rise $2 billion at an annual | Mercury and Lincoln, is dead. 
rate through summer. Maintenance | . 2 8 
of this level in the fall would pro-| Edward H. Rabenberg 


E. Cornell Walbridge 


Roberto Mendivil 





duce a yearly total in excess of the| ST. LOUIS. — Edward H. Rabenberg, 


planned outlays for 1956 as reported | 


earlier in the year. | 
Business inventories are likely to! 


85, president of Maplewood Motor Sales 
(Chevrolet), died July 13. Mr. Rabenberg 
also was board chairman of Maplewood 
Bank & Trust Co. 





For Future Mechanics— 


W. R. Shadoff, right, W. R. Shadoff, Inc. (Chrysler-Plymouth), Pomona, Calif., Present 





Dodge used-car sales managers from all parts of the country met in Detroit for 
@ course in the latest methods of used-car merchandising and reconditioning. Here,| upon approval of the agreement by 
the field men practice upholstery reconditioning in order to bring first-hand knowledge | Ross Gear directors, following a 
back to the dealers in their territories. Holding the bucket is D. F. Lippitt, Minneapo- | 30-day waiting period required by 
lis, while Bill Whitehead, San Francisco, wields the brush. | Indiana law. 


Plymouth V-8 engine and a complete set of the latest factory service manuals to 
Pomona High School automotive machine shop. The school and all its equipment 
were destroyed by fire this summer. From left are John Schmitt, Plymouth service 
manager; M. E. Hess, School Shop instructor; and Harry Dunlavy, Shadoff service 


| manager. 
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Makes It a Science... 





By Ed Brown 
Staff Correspondent 

BRONX, N. Y. — “I have an 
obsession about customer rela- 
tions,” is the way M. M. Lipp, 
president of Tremont Chevrolet in 
the Bronx, explains his operation. 
“Anyone who has ever worked for 
me, or knows anything about the 
way I operate, can attest to that.” 

Lipp earnestly feels that this 
attitude is primarily responsible 
for the profit picture he is able 
to point to so far in this year 
of “agonizing reappraisal.” 

Every operation, every move 
made by Tremont Chevrolet or by 
any of its employes, is analyzed 
beforehand to determine its effect 
on customer relations. 

“Customer relations are tenuous 
interhuman associations, which are 
delicately balanced affairs,” 


according to Lipp, “subject to 
minute interpretation on the part 
of all the individuals involved. 


But good common sense judgment, 
fair play and kept promises are 
the most important weapons in- 
volved in the battle for customer 
approval.” 

“It is basic salesmanship,” Lipp 
points out, “that every salesman 
first sells himself, second his prod- 
uct, and thirdly his dealership. In 
every step of the maneuver he is 
actually operating on the premise 
of a small dealer. 

“He must convince his customer 
that he is interested in his trans- 
portation problem, that he can sat- 
isfy that urge with the best prod- 
uct available at the price, and that 
the dealership is interested in see- 
ing that his present and future 
automotive problems, post delivery 
problems that is, are expertly, effi- 
ciently handled.” 

The salesman, in Lipp’s view, 
is the most important initial link 


with the customer, so that these | 


three basic tenets must be fully 
exploited by the salesman in 
order correctly to set the cus- 
tomers future frame of mind. 


Once these dealership values have 
been accurately explained to the 
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‘Customer Relations 
' ‘Obsesses’ Dealer 


contact by the salesman, takes on 
the aura of convincing the cus- 
tomer that you are interested in 
his purchase. 

“This is most important in your 
desire to please,” Lipp explains, 
“and gives credence to the original 
sales pitch that the customer is 
not only purchasing a car at an 
honest price, but is purchasing 
post-delivery care and service as 
well; a dealership function which 
will be honestly discharged.” 

With every new-car invoice, 
Lipp has a small sticker attached 
which advises the customer that 
more than 40 separate inspections 
have been performed on his car 
to put it in the best possible 
pre-delivery condition. 

The sticker also relates that 
there are certain small deficiencies 
which will only appear with use, 
but which are not of a serious 
nature. The customer is requested 
to make note of these minor dis- 
turbances, and hold them for the 
first thousand-mile inspection. 

This accomplishes two desirable 
missions. The printed word advises 
the customer of the extent of the 
dealerships predelivery care and 
servicing, and relieves his mind of 
the aggravation he would ordinar- 
ily experience when inconsequen- 
tial rattles begin to appear. The 
written impression is stronger than 
the same information imparted by 
the salesman at delivery, experi- 
ence has shown. 

It also reduces to a minimum, 
piecemeal, new-car warranty com- 
plaints, which have a tendency to 
jam service at inopportune periods. 

It is a dealership policy never to 
deviate from any promises. Never 
to busy, hi-ball, lo-ball, etc. 


“Whatever the customer 


ordered, however he desired his 


car delivered to him, is exactly 


Buick Steps Up 
Sales Tempo 


FINT.—Buick dealers delivered 


customer by the alert salesman, im-| 15,922 cars the second ten days 
plicit and implied dealership serv- | of July, an increase of 72 percent 


ices gain an enhanced importance 
in his eyes, says Lipp. | 

As a case in point, Lipp explains | 
that his policy states that dealer-| 
ship responsibility only begins with | 
the delivery of the new car. A| 
cardinal rule of the dealership is| 
that the salesman who made the | 
sale must complete delivery of the | 
car to the customer. This last! 


over the previous ten-day period, 
according to Edward T. Ragsdale, 
general manager. 

Retail deliveries amounted to 1,- 
770 cars for each of the nine sell- 
ing days in the period, Ragsdale 
said, compared to 1,320 units in the 
first ten days, which contained 
seven selling days. 





Electrified Rock-and-Ore Truck— 


Shown in action at Riverside Cement Co.'s limestone recovery operation at Crest- 
more, Calif., is one of the first units of a new electrically powered rock-and-ore truck 
manufactured by Kenworth Motor Truck Co., Seattle. Capacity of the truck, known 
as 802-E, is 16 cubic yards, or 24 tons. GVW rating is 93,000 pounds. 


what we endeavor to give him,” 


| Lipp explains. 


Tremont’s advertising, according 
to Lipp, has always been honest 
and ethical. Recently he has halted 
all newspaper advertising, because 
of its ineffectual results in the 
present market. 

“Newspaper advertising was only 
good when people would travel long 
distances to shop. Today it doesn’t 
pay anyone to shop, because he can 
get as good a deal, or better, in 
his own home town. We have con- 
centrated our advertising on direct 
mail appeals to our own area of 
influence. And it is paying off.” 

A monthly meeting of department 
heads is held to discuss customer 
relations. Particularly knotty prob- 
lems are dealt with, solutions sug- 
gested and policies drawn at these 
meetings for continually improving 





this aspect of the dealerships daily | ' 


operation. This serves to keep 
everyone on their toes, and helps 
the dealership adjust its policy as 
conditions warrant. 

A particular instance of customer 
relations at work was cited by 
Lipp. A customer who had pur- 
chased his new '54 Chevrolet from 
Tremont returned after about 10,000 
miles and indicated that the car 
was burning a tremendous amount 
of oil. 

Although the car was well 
beyond the warranty period, Lipp 
went to bat for him, and got 
Chevrolet’s approval for a ring 
job. A customer complaint was 
satisfied, the goodwill and back 
fence gossip from which can 
only rebound to the dealerships 
benefit, Lipp feels. 


In another instance, a man 
recently purchased a used ’54 Chev- 
rolet. Several weeks after purchase 
the transmission went out. Tre- 
mont’s used-car guarantee is a 30- 
day, 50-50 deal. 

The owner was given his choice. 
He could return the car, receive 
his full purchase price back; bring 
it back and take another car of 
like value, or keep the car on the 
50-50 basis. He chose the second 
option. 

Naturally there are times when 
| the customer is trying to get some- 
|thing for nothing, but judicious 
| appraisal of customer complaints 
enables Tremont to weed these 
|few bad actors out of the picture 
| quickly, 

To assure a minimum of used- 
car customer complaint, Lipp does 
as complete an overhaul job on 
these automobiles as is economi- 
cally feasible. He points proudly 
to an average reconditioning cost 
to the dealership in the past of 
$54.85 per used unit. 


as the result of these customer 
relation policies, which he has 
adhered to throughout his career 
as a salesman and dealer, he has 
been privileged in this particular 
period and market to continue to 
make money. 

Although there is nothing 
startling about his net profit to 
date, it is substantial, when com- 
pared to the experience of others 
this year. 





Lipp expresses the opinion that | 
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Bound for Los Angeles— 


Barrett B-500 brake drum lathes, Brake Dokters and other brake service and tire 
truing equipment were placed on exhibit at Duncan-Hunter Co.'s “Equiporama” in 
Los Angeles. Barrett Equipment Co., St. Louis, joined some 25 other automotive sup- 
pliers at the Pacific-West's first exclusive automotive equipment users show. 


DENVER. — Five Denver busi- 
nessmen returned from a trip to 
Russia last week and indicated 
that they were not greatly im- 
pressed with the land of Khrush- 
chev and Bulganin. 

The five were members of the 
first large group of American 
tourists invited by the Russian 
Government. Among them was 
Paul Seifert, Seifert Pontiac- 

Inc. 

Discussing his visit, Seifert said 
he noticed the workers apparently 
have unions but that the workers 
are sad-faced and their wages don’t 
go very far. 

Prices are very high, he said, 
|adding that there were plenty of 
consumer goods on display, but few 
|persons can afford to buy them. 
He noted that Russian products 
seem to have little distinctive 
design—everything is standardized. 

Turning to the automotive pic- 
ture, Seifert said he saw relatively 
few passenger cars and that the 
|ones he did see were comparable 
|to prewar U. S. models. 

“The only way to buy a car,” 
Seifert commented, “is to be high 
in the Party. There are no 





Cleveland Dealers Rip 
Chain-Letter Scheme 


| 
CLEVELAND. — The Cleve- 
land Automobile Dealers Assn. 
has condemned the chain-letter 





auto sales scheme, which has 
begun to appear in the Cleveland 
Area. 

C. T. Mack, chairman of the 
association’s public relations 
committee, pointed out that the 
| scheme has been condemned by 
the Better Business Bureau. 








By Highway Users Conference .. . 

















Denver Visitor Unimpressed . . . 


Dealer Reports on Russia 


dealerships either—you 
from the factory.” 

The Denver men noted that Mos- 
cow’s giant Zis factory is called 
an auto plant, but they said they 
saw only trucks. The plant is said 
to turn out 100,000 trucks a year. 
Almost all the trucks they saw on 
the highways were standard two- 
ton models. 

“Working conditions were partic- 
ularly poor in the plants we saw,” 
Seifert declared. “The lighting was 
bad and the shops were dirty. 
There wasn’t much concern with 
safety precautions, either. For 
instance, lathe workers had no 
safety glasses. 

“Traffic controls were poor, but 
their all-marble, well-lighted sub- 
Ways are very impressive. They 
are nicely decorated, with escala- 
tor entrances, very inexpensive, 
fast, on schedule, operated with 
great efficiency and cleaner than 
ours.” 

Seifert continued: “In manu- 
facturing, I can’t conceive how 
they could be up with us, when 
everything else we were shown 
was so far behind — like the 
collective farm 20 miles outside 
Moscow. 

“To me, this was one of the 
most interesting things. It’s man- 
aged by a seven-man board and a 
chairman, elected by the 200 to 250 
persons who farm the two sections 
it covers. 

“They raise good wheat, produce, 
dairy products — all irrigated and 
diversified. Their equipment, how- 
ever, was all very old and out- 
dated — just like their cars, defi- 
nitely prewar.” 

In summary, Seifert said, “Soviet 
agriculture is reminiscent of rural 
America 50 years ago.” 


Facets of Road Bill Analyzed 


WASHINGTON. — Following is 
a digest of some of the provisions 
of the Federal-Aid Highway Act of 
1956, drawn from an analysis pre- 
pared by the National Highway 
Users Conference: 

The total program amounts to 
$33.14 billion, including authoriza- 
tions through fiscal 1969. These 
funds are made available to the 
states on the basis of states put- 
ting up 10 percent of the cost of 
any project. 

Apportionment among states in 
1957, 1958 and 1959 will be made on 
the basis of the present formula: 
Two-thirds weight to population, 
one-sixth to area and one-sixth to 
rural-road mileage. 

Apportionment from 1960 on will 
be made on the basis of further 
study. Mileage of the interstate sys- 
tem is increased from 40,000 to 41,- 
000 miles. The name of the inter- 
state system is changed to the “Na- 
tional System of Interstate and De- 
fense Highways.” 

The emergency fund, for repair or 
reconstruction of highways dam- 


aged as a result of disaster, is in- | 


creased from $10 million to $30 mil- 
lion. 


Truck size and weight limita- 
tions are frozen as of July 1, 1956. 
A report on maximum desirable 
dimensions and weights is to be 
made to Congress by the secretary 
of commerce not later than March 
1, 1959. 

When a state is unable to acquire 
a right of way, the secretary of 
commerce is authorized to do so. 
States may draw funds to acquire 
rights of way up to five years be- 
fore actual construction starts. 

No Federal-aid funds may be 
spent on any toll road, except in 
certain cases on approach roads. 

The secretary of commerce is to 
make a full and complete study to 
determine what action the Federal 
Government can take to increase 
highway safety. 

All laborers and mechanics em- 
ployed on initial construction work 
are to be paid wages at rates not 
less than those prevailing on the 


same type of work on similar con- 
struction in the locality, in accord- 
ance with the Davis-Bacon Act. 

A progress report on construction 
work is to be given to Congress b.’ 
Feb. 1, 1959. 

Increased taxes on gasoline, 
tires, new trucks and buses, 
camelback and vehicles over 26,- 
000 pounds are expected to yield 
$14,814 million over a 16-year 
period ending July 1, 1972. An 
additional $23,684 million in re- 
venue is anticipated from present 
taxes allocated to the highway 
trust fund. 

This totals $38,489 million during 
the period. The fund is to be man- 
aged by the secretary of the Treas- 
ury, who will report to Congress 
each year on March 1. 

The secretary of commerce and 
other Federal agencies are to study 
and investigate equitable tax allo- 
cation. Interim reports are due 
March 1, 1957, and March 1, 1958; 
the final report is to be made as 
soon as possible, but not later than 
March 1, 1959. 
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_ Sales Blast Rocks New England 


| it: They 
drive out in the New England 
| countryside, enjoy themselves, then 
|see a car on the road which they 
suddenly discover they like better 
|than the one they are driving — 
|} and whoops — they come in to see 
us.” 

In other words, New Englanders 
are showing in increasing numbers 
in late July that they suddenly 
realize that the “old” car just 
|'won’t do anymore. 


“The people love cars. 


In Manchester, N. H., and its 
burgeoning suburbs, it’s the same 
story. The _ swiftly changing 
dealerships in Hartford and 





Wheels Beginning to Turn 
For National Auto Show 


(Continued from Page 8) 


sisting him are Fred W. Adams, 
American Motors (Ralph Hunter 
and R. C. MacCulley, alternates); 
William Hughes, Chrysler Corp. 
(Pete Pavone, alternate); M. E. 
Nink, International; Fred Watson, 
Studebaker-Packard, and a Ford 


= . : . 
Car, Truck Output Estimates Pessimism Fades in Showrooms... 
e 
By Automotive News 
PASSENGER CARS 
(U. 8S. PRODUCTION ONLY) By Charles G. Sampas 
Week eae wot oes — 1 -_ 1 Staff Correspondent 
Ju 3, Week, July 21, 1958, July 30, July 28,| LOWELL, Mass. — The pendu- 
1956 1955** 1956* To Date 1955** 1956 lum is swinging the other way 
AMERICAN MOTORS 1,450 3,033 1,335. 5,086 117,346  65,447/and pessismism is fading in New 
SIND? so; sscabhiecadsbicsoicce 300 835 355 1,066 37,231 18,853 | England. _ is 
a. 1,150 2,198 980 4,020 80,115 46,594 oaks deites te a ae ae 
OHRYSLER CORP. ... 16,350 21,214 18,193 66,861 888,370 540,770! auto depression is over. People 
RES 1,750 189 2,538 9,280 123,647 74,033! are buying cars once again — 
SIIDD ‘stssncesciocooccesees 1,200 1,861 1,940 6,702 88,115 63,772| they are actually coming to the 
ST ba ii sancstaasiovates 4,000 5,123 4,197 15,843 198,219 124,388 =, es ee ceils 
Plymouth .................. 9,400 14,041 9,518 35,036 478,389 278,577|1, the weather. Or the increas-| 
FORD MOTOR. ............ 36,180 44,468 35,982 132,174 1,330,811 1,001,022 ingly booming New England indus- | 
Continental ................ ae 15 __ RAE 1,080| try. Or a dozen other factors. 
al a 28,700 35,625 28,542 105,155 1,040,712 306,656, But as one Lowell dealer puts' 
III | ccc cceccncvesovecsoe RD Shiai 1118 4,197 21,676 31,634) 
Mercury ...........00.00....... 6,440 8,843 6,307 22,771 268,423 161,652 | 
GENERAL MOTORS. 57,308 91,165 56,724 197,753 2,454,578 1,927,115 
ee I 9,894 17,473 9,599 33,264 496,331 355,535 
I 3,200 3,252 3,216 10,661 95,027 95,037) 
Chevrolet oo... 30,100 43,228 30,120 106,197 1,112,225 985,089 
Oldsmobile ................ 8,364 15,118 8,125 28,295 389,454 280,536 
a 5,750 12,094 5,664 19,336 361,541 210,918 | .eiving shipments, storage and pre- 
S-P CORP. 1,190 1,490 1,181 4,494 126,084 64,134| assembly operations. 
I oir Seti didasedians” mheinds indlalthin” : siliihiaaiie* -e0im 48,993 13,289 The first and second floors will 
Studebaker 1,199 1490 1,181 4,494 77,091 50,845) fase aan ee as 
Total Cars, U. S. ...... 112,478 161,370 113,415 406,368 4,923,850 3,598,488 | — an por A Eg lo agree | 
ooteinns for 1965 include Kaiser-Willys production. how to have shipments of ex- 


COMMERCIAL CARS 


(U. S. PRODUCTION ONLY) 


























| hibit material come to the Coli- 
seum, 
Displays are to be dismantled 
and moved out after the close of 


Reaea Same unaed July, mf 7" | the show. Two days, Dec. 17-18, 
July 28, Week, July 21, 1956, July 30, July 28,| have been provided for this. 
1956 issse = 1906" =e Date 19665° 1966 | General decorations will be de- 
CHEVROLET . 7,000 = 4,600 6,921 922,972 256,863 219,275) signed, fabricated and installed by 
DIAMOND T ................ 110 87 105 408 3,093 2,950| George P. Johnson Co., Detroit. 
> as 80 74 80 160 2,148 2,339 The show management will pro- 
2 ne | vide official name signs for each 
a 1,900 2,306 2,111 7,408 62,908 5st? | display, office space for company 
EE 6,100 6,221 6,074 22,251 221,333 188,056 | personnel, desks and chairs and 
RE, 1,500 2,693 1,531 5,199 59,496  56,152| coat racks, rooms for models and 
INTERNATIONAL ... 2,335 2,970 2,360 8,493 82,453 81 ped gem rs change clothes, — 
and watchman services, gener 
RE 3380 402 260 1,166 8,214 16,920 | i anitorial services, storage space 
REO edecdcccreceocccocoes cooccceseooce 80 98 73 266 3,147 2,213 | inside the building and credentials 
STUDEBAKER ........ 432 28 412 1,404 11,851 7,749 | for employes. 
Ee 45 36 45 722 8,562 10,366; As a convenience to exhibitors, 
all of the original art work for 
SE yee 1,250 1,096 1,167 pen yoni ca Ges chew Gecctttiens eal saléted 
MISCELLANEOUS 48 a 48 17 147 394 information are available for view- 
ing in a display at AMA headquar- 
Total Trucks, U.S... 21,260 20,675 21,192 75,252 769,374 667,702 | 108. i), Detrnit ” 
an Care All show personnel will be 
me Ss. ere 133,738 182,045 134,607 481,620 5,693,224 4,266,190 | ©Tipped with proper credentials 
eee Sncoenenepoamcncoenoncss ’ s and identification badges. Passes 
will be distributed to each exhibi- 
Total Cars, Trucks, tor for visiting factory executives 
Canada .................. 11,825 12,279 11,800 45,576 332,614 320,949) ong local factory personnel. 
Grand Total, Special tickets will be available 


Cars and Trucks, 
U. S. and Canada . 


145,563 194,324 146,407 527,196 6,025,838 4,587,139 


*Revised. Misceliancous includes Corbitt, Marmon-Herrington, Brockway, Four Wheel 


Drive, Federal, etc. 


N.B.: All U. 8S. totals include cars and trucks for military orders. 
***Autocar, Freightliner and Sterling are included in White Totals. 





Strike Helps Cut Output 


W eek’s New-Car Yield Is 112,478; July 
Total Seen Topping June by 5% 





(Continued from Page 1) 


tion from 56,724 units a week 
earlier to 57,308 last week. 
* * 
A BREAKDOWN of GM opera- 
tions showed Buick with 9,894 


cars last week, compared with 9,- 
599 a week earlier; Oldsmobile up 


* 


Auto Salesmen 
Form Association 
In Youngstown 


YOUNGSTOWN, O.—The Auto- 
mobile Salesmen’s Assn, of Mahon- 
ing County has been formed here 
with Paul F. Parker (Buick) as 
president. 

Other officers are Eddie Schoaff 
( -Plymouth), vice-president, 
John Hanlon (Oldsmobile), secre- 
tary, and Louis R. Gabriel (used 
cars), treasurer. i 

Hanlon said the aims of the 
organization were to get better ac- 
quainted with salesmen from other 
dealerships and used-car firms; to 
educate salesmen in selling and! 
closing; to work and cooperate! 
with dealers; to cooperate with the 
state’s motor vehicle licensing bu- 
reau and to become acquainted with 
new ideas and problems concerning 
financing ahd insurance. 








from 8,125 to 8,364; Pontiac with 
5,750 last week, compared with 5,- 
664 the previous week; Cadillac 
steady at 3,200, and Chevrolet drop- 
ping slightly from 30,120 to 30,100. 

A 170-unit increase at Nash 
helped American Motors Corp. 
increase its output from 1,335 
units the previous week to 1,450 
last week. Nash turned out 1,150 
cars last week, compared with 
980 a week earlier, and Hudson 
dropped slightly from 355 to 300 
cars. 

Studebaker increased its car out- 
put from 1,181 units a week earlier 
to 1,190 last week. 

Truck production totalled 21,260 
units last week, a slight improve- 
ment over the 21,192 trucks as- 
sembled a week earlier. Truck out- 
put for July is estimated at 83,700 
units. 

Canadian manufacturers turned 
out 11,825 cars and trucks last 
week, compared with 11,800 the 
previous week. 


Young Promotes Bogus 


A. D. Bogus has been named sales 
manager of industrial and oil field 


division, Young Radiator Co., Ra-| 


for auto dealers, particularly those 
in the New York area. The show 
will open formally at noon on Dec. 
8. Thereafter, the show will run 
from 11 a.m. to 11 p.m. daily. 


Chairman of the show commit- 
tee is William H. McGaughey, 
American Motors Corp. Others on 
his committee are William F. Huf- 
| stader, General Motors; Charles L. 
| Jacobson, Chrysler Corp.; Frank 
Noble, Studebaker-Packard; M. F. 
Peckels, International Harvester, 


tive yet to be named, 
L. E. Kiefer, GM, is chairman 
of the exhibit subcommittee. 


First-Half Credit 
Tops °55 Total, 
GMAC Reports 


NEW YORK. — General Motors 
Acceptance Corp. reported last 
week that it granted more retail 
credit in the first half of this 
year than it did in the same period 
of 1955. 

The increase was posted, Presi- 
dent Charles G. Strandalla said, 
despite the fact that credit con- 
tracts dropped in the _ second 
quarter. 

For the six months, he said, new 
retail credit amounted to $1,865 
million, compared with $1,808 mil- 
lion in 1955. Credit extended in 
the second quarter of this year 
| totalled $992 million, compared 
|with $1,032 million a year earlier. 

GMAC’s outstanding retail credit 
as of June 30 amounted to $3,403 
million, compared with $3,197 mil- 
lion as of last Dec. 31, he said. 

GMAC’s new credit terms to 





| 
| 


| 
| 


and a Ford Motor Co. representa- | 


As- | 





dealers in the first half represented 
$3,038 million, compared with $3,- 





cine, Wis. He formerly was assist- 
ant sales manager. 


149 million in the comparable 1955 
period. 








Motor member to be named. 


Heading the promotion subcom- 
mittee is W. E. Hamilton, GM. His 
assistants are Howard Hallas, 
American Motors; R. E. Forbes, 
Chrysler Corp. (Pete Pavone, alter- 
nate); Tom King, Studebaker- 
Packard, and a Ford Motor mem- 
ber to be named. 


other Connecticut citadels report 
greater interest than ever in 
new and used cars. 

One factor responsible for the 
increase in sales, according to a 
Portland auto salesman, is the in- 
creasing number of expressways. 

The recent extension of the 
Maine turnpike seems to have 
brought more cars on the roads, 
Customers talk of the “pleasure” it 
is to be able to “speed”—one way 
all the way. 

The Boston area has been show- 
ing new life — and the usual show. 
manship of the Boston dealers has 
received many new refinements, 
There is a circus atmosphere in 
several of the auto sales lots, but 
this is a projection of a trend 
which has been spreading in the 
Hub area the past few years. 

Luby (Chevrolet), Ofgant-Jack- 
son Chevrolet, Cote, Seymour 
Chevrolet, Russell Burnett, Ferry 
Street and other Boston area firms 
are going “all-out” and results are 
showing. 

Trading is the big word in 
Providence, R. L, — and Bob 
Tasca of Tasca Ford Sales, Inc., 
is making a big play with it. 
Ballyhoo is going great with 
Dario Buick, Butler Chevrolet, 
Mitchell Ford, Baker Auto, Bee- 
croft Chevrolet, Dunne and 
others. 

Hartford, with great machinery 
and aviation ‘industries, has a 
boomtown aspect, and such firms 
as Lipman Motors, Taber Cadillac, 
J. P. Nielson and others are letting 
no grass grow under their feet. 
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Reaching an estimated 150,000 readers 
RATES 


| INSERTION. POSITION WANTED ADS 


automotive industry 
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TWENTY-TWO CENTS 


engaged in all branches of the nation's | 
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PER WORD FOR EACH 
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} INSERTION REQUIRED. Ads may be signed with full name and address at regular 


| rates. Add One Dollar ($1) per 
Box Number ads are forwarded to adve 
column inch. CLOSING 


rates supplied upon request 


insert: 


WANT AD DEPT 
DETROIT 


HELP WANTED 


AUTO PARTS 
MANAGER 


Wanted: A young man in his 30's with 
auto parts experience, sales ability and 
promotion ideas who feels he is now 
ready for a top job. Must know every 
angle of the parts business, including 
fleets, and wholesale. To a man who's 
ready to take over, here's a permanent, 
lifetime position with one of the —- 
auto dealers in the country. Top salary 
to the right man, so write and give 
complete details about yourself and your 
business background. All replies confiden- 
tial. - 6328, c/o Automotive News, De- 
troit 26. 


SERVICE MANAGER FOR an old estab- 
lished Chevrolet dealership in western 
Massachusetts, doing $3,500 per month 
labor sales. Successful applicant must be 
able to improve labor sales as well as 
quality of repair jobs, have a thorough 
knowledge of Chevrolet products and be 
able to train and handle men. Salary and 
percentage of profit in line with ability 
to produce results. Send complete resume 
of experience and background as well as 
salary desired with application. All re- 
plies strictly confidential. Address Box 
6320, c/o Automotive News, Detroit 26. 


SALES MANAGER... 


. » for east central manufacturer of 
automotive servicing equipment line. 
Company is leader of its field. Appli- 
cant should have experience selling 
automotive jobbers, fleet operators or 


accessory chains. Administrative experi- 
ence desirable. Age 40 to 45. Send 
resume of experience, salary require- 


ments. Address Box 6343, c/o Auto- 
motive News, Detroit 26. 


SERVICE MANAGER—First class, for ag- 
gressive Lincoln Mercury dealer in South 
Florida. Must be highly capable man with 
at least ten years experience. Salary 
plus bonus, John Campbell Lincoln Mer- 
cury Inc., Second at Lee, P.O. Box 746, 
Ft. Myers, Fia. 


TEN DAYS IN ADVANCE OF PUBLICATION DATE 


AUTOMOTIVE NEWS 





on for use of a box number. Replies to 


Te 


rtiser, unopened. Display ads: $12.30 per 


Contract 


2666 PENOBSCOT BUILDING 


rc ee 


HELP WANTED 


SALESMAN — AGGRESSIVE and capable 
of operating Chevrolet new and used 
truck sales department. Selling volume, 
fleet accounts and individuals in a city 
of 120,000 with 15 towns in a trading 
area of 20 mile radius. Open market for 
proper man on a sharing plan basis. Must 
know how to accomplish sales. Enclose 
photograph with letter, giving complete 
past experience and references. All re- 
plies confidential. No inquiries will be 
made until position accepted. Box 6321, 
c/o Automotive News, Detroit 26. 


Leading Dealer Is Looking 
For A Top-Notch 


AUTO SERVICE 
MANAGER 





This is no job for a beginner. The man 
we need must know his stuff and must 
be up to handling one of the country's 


biggest volume operations. Chances are, 
the man we want has outgrown his present 


job and is ready for the big time. If 
you'd like to work for one of the out- 
standing GM dealers on the east coast, if 
you're capable of managing a multi- 
million dollar plant, write giving all your 
qualifications. Box 6329, c/o Automotive 
News, Detroit 26. 


ACCOUNTANT-OFFICE MANAGER with 
full knowledge of all phases of opera- 
tion. We prefer a high caliber man be- 
tween 30-45 years of age. Excellent 
opportunity for right man, Write or call 
—siving full details of ‘experience. All 
inquiries confidential, if requested. Karp 
Motors, Dodge-Plymouth, 430 Mont- 


gomery St., Savannah, Ga. 


























Outstanding Opportunity For 
EXECUTIVE CALIBER 


USED-CAR 
MANAGER 


A leading east coast General Motors or- 
Seeeetes seeks the services of a top 
ight used car manager. Man must have 
the experience and executive ability neces- 
sary to management of a huge volume 
opeetan. He must know all the tricks 
of the trade. And, frankly, we're looking 
for young blood and young ideas... 
under 40 years old. This position is.at the 
very top of the scale and salary is ac- 
cordingly high. Write and give full par- 
ticulars. All replies strictly confidential. 
Box 6330, c/o Automotive News, Detroit 26. 
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YOUNG MAN, 38. married, family, good | 
appearance, producer, highest character 


GENERAL 


MIDDLE-AGED, 
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HELP WANTED 


WANTED—ACCOUNTANT to take charge | 


DEALERSHIP AVAILABLE BUSINESS OPPORTUNITIES 


ACCESSORIES FOR SALE MISCELLANEOUS 











dealership, Bar- 


of small office—Buick 

rington, Ill, Insurance benefits, new air | 
conditioned building. Wonderful oppor- | 
tunity for qualified person. Schauble & 


Comes Buick, Inc., 206 N. Cook St. 








SALESMAN FOR NEW OLDSMOBILES | 
and used cars in 25,000 population, | 
rapidly expanding city, Andy Bell, Inc., | 


2512 First St., Fort Myers, Fla. 
SERVICE MANAGER—Good pay, commis- | 


sion. Nash experience preferred. Refer- | 
ences. Landay Motors, 812-36 S. Paca 
St., Baltimore 30, Md 
a | 
POSITION WANTED | 
QUTOMOBILE EXECUTIVE, age 30, 
married, college, excellent background. 
Experience as sales manager, general 
manager and dealer. Presently general 
mer. of 1,000 car GM deal. Experience in | 


all phases of auto business. Am interested 
in general mgr. position with part owner- 
ship potential or sales management of | 
manufacturing company. Prefer west) 
Excellent refer- | 


coast or western states. 
ences. Box 6333, c/o Automotive News, 
Detroit 26. 

USED CAR MANAGER. Volume operator, 
honest, sober and dependable. Twenty 
years automotive experience, the last 
twelve years as used car manager. Desire 


permanent connection with Southern deal- 

ership. Box 6341, c/o Automotive News, 

Detroit 26. er 
AGGRESSIVE YOUNG MAN. 35 years old, 





married, children. Experienced as factory 
dept. head, branch finance megr., dealer, 
with Big 3 and Independent lines. Now 
gen. mgr. of large deal doing volume. 
profitable business, desires position as 
gen. mgr. or sales mgr., Midwest loca- 
tion. Outstanding record in both volume 





and quality of operation. Excellent refer- 
ences Salary, share of profit, open. 
Future prospects most important. Write 
Box 6334, c/o Automotive News, Detroit | 
26. | 


SALES MANAGER. Proven ability to| 


handle all phases of dealership opera-| 
tion, wants GM deal with opportunity 
for manager buy out plan. Ten years 
automotive experience. Last four years 
Los Angeles area in management. Olds 
or Chev. factory approval assured. Box 
6335, c/o Automotive News, Detroit 26. 





AVAILABLE NOW. I have ten years auto 


sales and management, both retail and/| 
factory, experience; business administra- 
tion graduate. Have some capital. Will| 


work on buy out or manage for you. I} 
can hire and train a crack sales force| 
with profitable results. Box 6336, c/o 
Automotive News, Detroit 26. 


GENERAL MANAGER — CHEVROLET. 
Thoroughly qualified in every department. 
Presently employed. Prefer medium size, 
southern dealership. Principals only. Re- | 
plies are not solicited from brokers or 
for sales manager position. Box 6340, c/o} 
Automotive News, Detroit 26. | 


DESIROUS OF SALESMAN'S POSITION | 
in Miami, Fla. Experienced new and/ 
used-car field as salesman, salesmanager | 
and dealer. Single, 50, good health. Ex-/| 
pect to be in Miami early Sept. Write/ 
Box 6331, c/o Automotive News, sae 
26 








and financial references, seeks sales 
manager job or buy-out plan Ford or 
Chevrolet. Eastern seaboard preferred. 10 
years auto experience every phase of 
dealership, factory approval. Details con- 
fidential. Box 6332, c/o Automotive News, 
Detroit 26. | 





GENERAL MANAGER—Age 38, married, | 


18 years’ GM experience—parts, service, 
office, sales. Have managed all depart- | 
ments plus general manager. 13 years) 


one employer. Can furnish excellent re- 
ferences. Prefer west of Mississippi. Box 
6294, c/o Automotive News, Detroit 26. 





SALES MANAGER. Nationwide clientele of | 


auto deaiers. Successful background sales 
promotion and publicity. Heavy experi-| 
ence hiring and training sales personnel, 
wholesale and retail. 38 years old, mar- 


ried. Now in Detroit area—will relocate. 
Box 6296, c/o Automotive News, Detroit 
26 


years’ experience retail, wholesale, dealer 
and factory representative. Prefer heavy 
trucks. Will locate anywhere that poten- 
tial is good and deal is right. M. G 
Dermody, 1820 Nassau Bivd., Charlotte, 
N. C. Phone ED 3-8183 


MANAGER POSITION 
WANTED in any one of Big Three, any- 
where in U.S.A. Professional, everything 
in general. Will work on profit basis 
preferably but would consider salary. 
Will guarantee 1,000 units year. 
Married, two children. Phone WAlInut 
1-5946, Detroit, C. Madden. 


a 


CONTROLLER - BUSINESS manager. 


top flight adminis- | 


Mature, aggressive, 
trator with 25 years experience at man- 
agement level. ‘‘Big 2’’ background. | 
Heavy in finances, accounting, cost con- 
trol, planning, profit building, etc. Ac- 
customed to producing results. Pennsyl- 
vania or vicinity preferred but willing to 
Telocate. Box 6313, c/o Automotive 
News, Detroit 26. 


MARRIED man, thirty 
experience all phases automotive 
dealership, wants permanent con- | 
nection with medium-sized new car deal- 
ership as sales or general manager. If 
you have sales or operational problems, I 
will solve them for you and increase your 
profits to the limit of the potential in 
your area. Good references. Write Box | 
6305, c/o Automotive News, Detroit 26. 





years’ 
retail 


| PROFITABLE COMPACT dealership han- 


Then get 





YOU WANT A DEALERSHIP? 
on record with us. Just write in for form 
to be completed and filed with us, We Make $75.00 A Day 
offer our nationwide confidential assist- | 
ance without charge or obligation. Auto-|§} Regroove tires for automobile dealers, 
motive Enterprises, 10600 Puritan, De-|§ fleet operators, and trucking companies. 
troit 38. 
“s The portable HONEYCUTT Automatic 
| FOR SALE, a going garage established in TIRE REGROOVER grooves all standard 
1929. For sale because of death of pro-| make treads . “ does a uniformly perfect 
prietor, Excellent location, Outstanding | job. Pays for itself in just three months. 
truck and car dealership, Large floor | 
space. Fully equipped for heavy truck | en eee bntta ouTaY "ereale 
service. For further information, write| 


ANY OTHER EQUIPMENT. 
experience necessary, yet you can clear 
| better than $10,000 the first year. 


DEALERSHIP, now handling Chrysler- 
Plymouth-GMC agency, located in et Write or call HERMAN SMITH DISTRIB- 
perous Mississippi Delta county seat. | UTING CO., 315 Austin, Houston, Texas, 


Box 46, Waterville, Maine. No previous 





New building for sale or lease. No blue|§ phone CApitol 7-9545. 








sky. Box 6342, c/o Automotive News, | 

Detroit 26. Finance Plan Available 
DEALERSHIP HANDLING LINCOLN- 

MERCURY. Single dealer point. City of 

85.000. Trade area over 1,000,000. About CARS FOR SALE 

the finest facilities in the St. Louis dis-| GADILLACG — SHARP 1952’s-1956's. All 

trict. Plenty of room to handle 500 or| ody styles. Chrysler, DeSoto eight pas- 

more cars, 77 feet or 169 x 120 foot used senger sedans only. Prices gladly quoted. 


car lot with improvements, on city’s main 
thoroughfare. Terms can be arranged for 


McClintock-Cadillac. Ivanhoe 7-5046, Lan- 
sing, Mich. 





right party. No used cars or accounts 
receivable. Box 6337, c/o Automotive | 
News, Detroit 26. 


ROBINSON AUTO RENTAL | 
FLEET LEASED CARS 
1954 - 1955 


AT WHOLESALE 


CHEVROLETS, FORDS, PLYMOUTHS| 
Deluxe and Standard— 
Many two-tones 


dling four, .fast moving automobiles in-| Now available at Hertz Stations in the fol- 
cluding Jeep. 200 car potential. Owner) lowing cities: Philadelphia, Baltimore, Wash-| 
established since 1948. Excellent reputa-| ington, D. C., Pittsburgh, Akron, Cleveland, 
tion. No blue sky. No used cars. No re-| Detroit, Flint, Chicago, Milwaukee, Cincin- | 
ceivables. This wonderful opportunity will! nati, Louisville, St. Louis, Kansas City, Lin-| 
stand a most rigid examination. Reason | coin, Neb., Oklahoma City, Fort Worth, Dal- | 
for selling—owner taking larger deal. Lo-| jas, New Orleans, Atlanta. | 


cated on Florida’s fabulous east coast. 
Box 6286, c/o Automotive News, Detroit ROBINSON AUTO RENTAL | 
DIVISION 


26. 
218 S. Wabash Ave. Chicago 4, Ill. | 
|. E. Spatig, Used Car Mgr. Webster 9-2144 


| 





DEALERSHIP, HANDLING Chrysler- 
Plymouth, available—located on U. §S. 
Highway, 25 miles from Richmond, Va. 
25 acres land, fish pond and log cabin 
included with new, modern building. Buy 
complete deal or tools and equipment and 
lease building. Box 6316, c/o Automotive 
News, Detroit 26 











DEALERSHIP FOR SALE, handling Ford, 
in college town in northeast Texas. Popu- 
lation, 6,000 plus 3,000 college popula- | 
tion. Handled approximately 200 new | 
units last year. Health, reason for selling. | 


Box 6327, c/o Automotive News, Detroit ATTENTION DEALERS ! 1 


26. 
- SPECIALIZING IN THE SALE OF 
DEALERSHIP HANDLING one of ‘‘Big 3’’ 


; EX-TAXIS 
plus jeep in area where large nuclear 
plant and pulp mill are to be constructed | Excellent Bodies - Good Motors - Heaters 
soon. Best location in town on junction Upholstery New 


of highways in western Colorado. Modern 
building gots with the deal. Box 6319, BUY NOW — LOWEST PRICES EVER 
1951-1952 


c/o Automotive News, Detroit 26. 
Plymouths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 
54th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 

SARATOGA 7-2300 











DEALERSHIP WANTED 





INTERESTED IN 200-300 UNIT GM deal. 
Prefer Southeast. Can get money and fac- 
tory approval. Confidential. Box 63358, 
c/o Automotive News, Detroit 26. 





CHEVROLET, FORD, BUICK, OR OLDS 
deal. 400 to 750 car potential. Approval 
assured, have ample cash. Lease pre- 
ferred. Reply held confidential. Box 6339, | 
c/o Automotive News, Detroit 26. | 

IF YOU WANT TO SELL OUT, then get CARS WANTED 
on file with us. No obligation unless you | ONE CHEAP METROPOLITAN HARDTOP 
make a deal with a Certified Buyer, rec-| to build racer. Morris Service Station, 
ommended by us. You are not tied up Tuscumbia, Ala. 


with exclusive agreements, Se8 te yo?) 
own or factory buyer without obligation | 1954 or 1955 KAISER MANHATTAN 4- 


to us, Turn our buyer over to your fac-| 00r sedan. New or like-new. No junk | 
tory for handling if you like, or every-| or lemon. Accept clean 1951 Kaiser in| 
thing in very strict confidence from em-| ‘fade plus monthly installments, Long | 


I . customers, and factory if you pre- Kaiser enthusiast short on dough. George | 
— fis: Drum, Service Motors, Elmont, N. Y. | 














fer. Write for com plete information 
stating whether or not confidential | 
handling is desired. Automotive Enter- PSL OAL SE TE 
prises, 10600 Puritan, Detroit 38. 
MAILING LISTS | 
DEALERS’ MAILING LIST—Ford, Chev- w A N T E L T ° B U Y | 
rolet, Plymouth, DeSoto, Chrysler, Olds- 


Large Number of Late Model Fieet 
| or Leasing Cars for Export Purposes. 
Write full quality, quantity 
available, date available and price in first 


mobile, Pontiac, Buick dealers. Complete 
national list. July, 1956 checked. On ad- 
dressed labels, 35M, $14 per M. Box 6274, 
c/o Automotive News, Detroit 26. 


DEALER SERVICES 


description, 











letter. 
Inventory Service 
Buying or Selling a Dealership 


© Buy Right ® Sell Right 


Parts—Accessories—Equipment 


© © A disinterested certified physical 
inventory will save you money © © — 
DON’T GUESS—BE SURE NARS NG aC sero am 
Call or write for service details. 
Automotive Inventory Service Co. PARTS FOR SALE 
10040 Freelond, Detroit 27, Mich., WE 3-6445 | | 
Western Dealers Attention | 
429 S. Western Ave. Los Angeles 5, Calif. | 


Reply to 
P. ©. Box 8752 University Park Station 
Denver 10, Colorado | 





BUICK PARTS) 





DU 9-5095 
MR. DEALER, HOW DO you like to do All Other GM Parts Also 
business, on a get what you can while UP TO 50% DISCOUNT 


you can basis, or in an ethical up-and-up+| 
manner? In his article ‘‘I Believe’’ James | 
Service shows you the latter method and | 
the way to consistent volume and profit 
year around, and year after year. Clip | 
this ad and forward with your letterhead | 
enclosing $5. It will be sent to you post- | 
paid. 5 will get you thousands. Available | 
only through Automotive Enterprises, | 
10600 Puritan, Detroit 38, Michigan. | 


Extra Discount on 
Special Phone Orders 


Fast—Direct—C.0.D. Service 


Art Hansen Buick, 





BUSINESS OPPORTUNITIES _ 


INCREASE YOUR PROFIT 


Earn as much as 
on Auto | 
@ Simplified plan for writing al 


®@ Complete coverage—material damage, Bl & PD—Autos, 


Trailers and light trucks. 


@ Contract tailored to your needs. Write your own policies and 
settle claims or the company will completely handle for you. 


FINANCIAL INDEMNITY COMPANY 


HOME OFFICE 5858 Wilshire Bivd., Los Angeles, Calif. 
Telephone Webster 3-7451 


Write, Wire or Phone Collect Today! 





Inc. 


(formerly Gordon Buick) 
Largest Buick Parts Dealer in U. S. 


1000 S. Wabash Ave., Chicago, Ili. 
Phone WAbash 2-1030 


50° Commission 
nsurance 


I risks. 





FOR 
Ford models—i949 upwards, unreconditioned 
sub assemblies suitable for reconditioning. 
Allowing for wear, these sub assemblies must 
be of standard sizes. Engines already recon- 
ditioned are not required. For further infor- 
mation reply to 
MIKE APPEL MOTOR CO., LTD. 

P. O. Box 3648 Johannesburg, S. Africa 











WILL BUY USED school 





‘New Subscription Order 


REAR SEAT SPEAKER 
KITS—$2.95  ( 


6x9 speaker — Heavy grille 


AUTO FRANCHISE 
LIQUIDATORS 


Want to convert your 


Lots of 
10 min. 


holdings to cash????? 


3-way switch — Chrome hardware 


Can be adapted to any car by your 
service department. 


We'll pay cash for 
Realty, Parts, Equipment 
and rolling stock 
Write - Phone - Wire 


KAYE - KARS, INC. 
1000 Central Avenue Albany, N. Y. 
2-4413 


Hudson surplus kits. 
Boxed F.O.B. Detroit. 


MOZEL AUTO RADIO 
SALES—SERVICE 


Detroit 38, Mich. 


4041 Fenkell UN. 1-0350 








TRUCKS WANTED 


DODGE POWER. WAGON equipped as 
a Trinity Motors, Trinity St., New- 
ton, 








The NEW 
BLUE ® CHIP 


passengers. One or twenty, also airpor- 


— on = 6275, c/o Automotive | WITH LUBRICATED 
‘ews, Detroit 26. 
An | AUTOMATIC BRAKE 


SHOP EQUIPMENT FOR SALE | 


FOR SALE—One used C41-FA Clayton | 
vehicle analyzer complete. Tele. CH 
5-4154. Cox Buick Inc., 331 N. Main, 
Jacksonville, Il. 


BUSES FOR SALE 


CONN., MASS., R.I, dealers. Blue Bird 
bodies—supreme in quality. Quickest de- 
livery. Penn Yan, N. Y. assembly. Pete 
Cousins, Hartford, Conn. Jackson 9-3100. 


BUSES WANTED 
buses~-36 to 66/ 














Meets 1.C.C. Requirements 
ONLY ONE CHAIN LOCK BOLT 
ATTACHES COUPLING HEAD 
FOUR CLAMPS TO FIT 


DODGE-PLYMOUTH DOUBLE FACE steel 
outside neon sign, 10 feet high, 6 feet 
wide at bottom, 10 inch letters. Also 
three neon window signs: Dodge- 
Plymouth Trucks; and Bean Wheel 


98% OF ALL CARS, PLUS 
Bala » AM f $250, F.O.B. C -| 
nati. Heil Motors, Inc., 3730 mueteen | 2 Large adaptor clamps 
Ave., hev . i . | . 
ve., Cheviot, Cincinnati 11, Ohio included with each unit. 


SPECIAL (F.0.8. Factory Net) 


$ 525 FED. TAX 


SHOP EQUIPMENT WANTED 


eran 

GENERATOR AND REGULATOR tester. 
Wood Motors, Inc., 611 E. Broad St., 
Columbus 15, Ohio. 


INCLUDED 


WITH AUTOMATIC BRAKE 
AND BRAKE CABLE 


THE FAMOUS 
MOTO-MATIC 


TOW + GUIDE 


Four Clamp Unit 
SPECIAL (F.0.8. Factory Net) 


$ A4* FED. TAX 


INCLUDED 
Meets 1.C.C. Requirements 


“Leaders Since 1939" 
Write for Illustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING 
COMPANY 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's. 
Canadian Factory Distributors 
FIVE WHEELS LIMITED 
599 Yonge St. 
TORONTO 10, ONTARIO 


ANTIQUE CARS FOR SALE 


1914 CHEVROLET Baby Grand touring 
car. New tires and paint. Good running 
— Emil Karl, Box 916, Darien, | 

onn. 


MISCELLANEOUS 


TOW-KING 


Our New 
4 Point Hook-Up 


Another Automatic 


Braking Product 


SPECIAL (F.0.8. Factory Net) 


= 45” FED. TAX 


INCLUDED 
Meets 1.C.C. Strength Requirements 


Tow Bar Sales Co. 


Exclusive Factory Distributors 


AS NEAR AS YOUR PHONE 
DE2-0700 AN 3-8888 
We pay charges 


Call Collect Ws, poy charges 
40 So. Clinton St., Chicago 6, Il. 





Nites: DO 3-8373 
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Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [J 


All Other Countries — One Year $12 [] or Two Years $20 [J 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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TRADE CONNECTION: 
Car Dealer [) Truck Dealer [] Manufacturer [] 
Jobber [) Insurance [) Financial 1 Supplier () 
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It takes more than chromium 
to make a fine Sealed Power 
chrome-faced compression ring 


THE 
DESIGN 
MUST BE 

RIGHT 


It has been truly said that no chrome- 
faced ring can be any better than the cast- 
ing which is its foundation. Sealed Power 
uses a special chrome-alloy ring iron, per- 
fected by Sealed Power metallurgists for 
ideal bonding quality as well as all other 
properties required of a good ring iron. 


THE 
PLATING 
MUST BE 

RIGHT 


Every Sealed Power chrome-faced com- 
pression ring is lapped to a light-tight 
finish to insure quick seating and imme- 
diate oil control—with microscopic oil- 
retaining grooves machined into the face 
of the casting to insure good lubrication 
in the hottest, driest location. 


There are many different designs for Sealed 
Power compression rings. Each was 
worked out in close collaboration with the 
designers of the engine im which each ring 
is to work. Only after weeks of laboratory 
and actual road testing is any design re- 
leased for production. 


1a) 
IRON 
MUST BE 
RIGHT 


Electro-plating of the heavy solid chrome 
face on Sealed Power compression rings is 
done bya process devised by Sealed Power. 
Not only is the plating thicker than most, 
but it is so firmly bonded that there is not 
the slightest chance of chrome particles 
flaking off to damage the cylinder wall. 


THE 
a ED 
MUST BE 
RIGHT 


Sealed Power Corporation * Muskegon, Michigan * St. Johns, Michigan * Rochester, Indiana ° Stratford, Ontario 
Detroit Office * 7-236 General Motors Building — Phone Trinity 1-3440 


~ Sealed Tower Piston Rings 


PISTONS e CYLINDER SLEEVES 


Leading Manufacturer of Automotive and Industrial Piston Rings Since 1911 * Largest Producers of 
Sealing Rings for Automatic Transmissions and Power Steering Units 





